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ord, Independents Gain 
n New-Car Penetration 


By Robert M. Lienert 
Associate Editor 
ORD MOTOR CoO. has reached a 
peak for the year in its share 
the new-car market, according 
to registration figures for October 
Teleased by R. L. Polk & Co. 

Ford Motor’s market penetra- 
tion for the month was 31.91 per- 
It was the first time this 

that Ford Motor had gone 
eve 31 percent, and it puts the 
; est auto maker near 
third of total mew-car sales. 
the same period, both General 
ors and Chrysler Corp. saw 
sales penetration sink to the 
mrs lowest point. 
"GM's share for the month was 
percent and Chrysler Corp.'s 
17.69 percent. 
- ” > 
EOUS makes, mean- 
while, rose again—to 4.61 per- 
of total sales, the year’s best 
in this category. It was the 
© os 


Sales Score 
For October 


New-car registrations for October: 
1957 Pos. Make 1956 Pos. 
1—117,175 Ford 109,150— 2 
2—114,223 Chev. 114,644— 1 

27,896— 5 
31,053— 4 
33,772— 3 
26,316— 6 
14,070— 8 
19,786— 7 
71,562— 9 
6,609—11 
7,043—-10 


5,067—-12 
3,784—13 
3,155—14 
444-19 
691-18 
1,654—-15 
1,357—-16 
158—17 


Further details on Page 36. 


second month in a row that the 
market share. taken by foreign cars 
and miscellaneous domestic makes 
exceeded 4 percent. 

American Motors’ share for the 
month was 2.01 percent, while 
Studebaker-Packard accounted 
for 1.12 percent of total sales. 
Both figures represented improve- 


(Continued on Page 4, Col. 1) 


6 Millionth Car 
Rolls This Week 


Weekly Production 
Near High for Year 


By Martin L. Whitmyer 
Staff Writer 

ARRING an unforeseen hitch in 

assembly operations, U. S. auto 
manufacturers can be expected to 
produce the six millionth car of the 
1957 calendar year on Friday (Dec 
20), thus putting the industry in a 
position to complete the year with 
the third highest annual output on 
record. 

The estimated 148,954 cars pro- 
duced last week, which was the 
industry’s second-highest weekly 
output of the year, left the manu- 
facturers just 130,970 units away 
from the six million mark in 
calendar-year output and put the 
year-to-date total ahead of the 
5,801,865 cars produced during 
the entire year of 1956. 

In order for 1957 to finish in third 
place among the top car-producing 
years, this year’s total must exceed 
the 6,134,823 cars assembled in 1953. 

os ” as 
P car-producing year on record 
is 1955, when the makers rolled 
7,942,125 cars from the lines. Second 
best was the 6,658,510 units assem- 
bled in 1950. : 

If the manufacturers put out 
another 148,000 cars this week, it 
will leave them needing just over 
118,000 the following week to 
surpass the 1953 total. Whether 
the industry surpasses that mark 

(Continued on Page 45, Col. 3) 
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87 Winter Buildup Increases 


Dealer Stocks to 510,000 


By Maynard M. Gordon 
News Editor 

— winter buildup of dealers’ | 

new-car inventories is under| 
way, but the rate of increase is the | 
lowest in four years and no threat! 
of- a 1958-model glut has yet ap- 
peared. 

According to the monthly com- 
pilation by Automotive News, 
new-car stocks totalled an esti- | 
mated 510,505 units on Dec. 1. | 
This was only 61,465 cars above 
the Nov. 1 total—a rise of 13.7 | 
percent. | 
The December inventory included | 
approximately 90,000 unsold 1957) 
models, an increment slightly) 
higher than expected for Dec. 1.| 
Dealers, however, were counting! 
on a virtual cleanout of ‘57s this | 
month. 

> > > 

OT since 1953 has the amount 

of November increase in dealer 
stocks been as low as this year. 
The November upsurge last year| 
was 120,268, bringing the Dec. 1) 
total to nearly 400,000, which was) 
28 percent below the current level.| 

Other comparable boosts were 
147,841 in 1955 and 107,546 in 1954.) 
November, 1953, brought a sharp) 
inventory decline owing to later 
new-model introductions and an 
uncompleted cleanup. | 

The current inventory, while it | 
is more than 100,000 cars above | 
the sum a year ago, nevertheless | 
falls far short of the alltime- | 
high Dec. 1 accumulation—723,- 
107 on the same date in 1955. 

The ‘58-car carryover into De-| 
cember amounted to an estimated | 
420,000 units, compared with 240,- 
000 Nov. 1 and a ’57-car aoc | 
pile of 335,000 on Dec. 1, 1956. 

At prevailing selling rates, the) 
'58-model stockpile on Dec. 1) 
equalled a 30-day supply. This was 
not considered unmanageable for 
the outset of the winter season, 
and reports of shortages in cer- 
tain “hot” series, like the Chevrolet) 
Impala, persisted in certain areas. 

What 1958 will bring beyond 
dan. 1 is, of course, the big im- 
ponderable. Customer reception 
of the new models has been en- 
thusiastic enough, but sales to 


date have been below expecta- 
tions. 


The factories so far have car- 
ried out their promise to give deal- 
ers a larger inventory of new mod- 
els than was the case a year ago. 
Sales executives are convinced that 
prospects are more likely to turn 
into buyers if they can get de- 


livery of exactly the options they | 
want right out of a dealer's stock. | 


* * * 


i kee notion that last year’s new- 


model introductory inventory 
was “too low” is disputed by many; 
dealers, and supported by others. 

“Dealers who don’t stock the 
floor-plan limits are kidding them- | 
Selves right out of sales,” one 
dealer said. “Consumer concepts 
have changed to a buy - from - 
abundance notion, and my shoppers 
walk out unless they have a lot 
of merchandise to choose from.” 

That “live prospects” are hold- 
ing off purchases because of ini- 
tial price resistance and the un- 
certain foreign news outlook is 
given as another reason for slug- 


| gish sales. 


“Sales are coming hard,” a New 
Hampshire dealer commeénted. 
“There is an attitude of wait-and- 
see by many potential buyers.” 


Auto company economists have 
> © 7 


New-Car Stocks 


In Field and in Transit, 
Total for industry 


510,505 


’ -_——_lut—=—=—_ | 
Month 


Month 


Current 
Month 


Current Records 
High (903,789) - March 1, 1956 
Low (157,607) - - - Nov. 1, 1954 
—Automotive News compilation 


New Home for Autemotive News— 

Artist's conception of the new $500,000 office building, which will house all departments of Automotive News, in Detroit's 
new downtown Civic Center. Construction will start about Jan. 1 on the three-story white-marble building, which will be Tocated 
at 965 East Jefferson Ave. at the corner of the proposed Walter P. Chrysler expressway. Automotive News will move into the 


new building late in 1958, 


Convention Hall 


maintained steadfastly that loan 
payouts on ’55 models will open 
the way to a big market for ’58 
cars. These predictions have been 
toned down lately to a condi- 
tional forecast that the °58 mar- 
ket “could” run above six mil- 
lion “if” consumer needs for new 
transportation are not overcome 
by a reluctance to undertake 
three-year loan obligations or an 
unwillingness to part with down- 
payment cash. 

“There’s nothing basically wrong 
with this market,” an Oklahoma 

(Continued on 7 4, Col, 4) 


Automotive News 
To Build Office 
In Detroit Loop 


OUSING all of AvwtTomortive 

News’ operations under one 
roof, a $500,000 office building will 
be erected in Detroit’s new Civic 
Center development, it was an- 
nounced last week by Mrs. George 
M. Slocum, board chairman of Slo- 
cum Publishing Co. 

Work will start in January on 
the three-story white marble 
building, which will be located at 
965 E. Jefferson Ave., at the cor- 
ner of the proposed Walter P. 
Chrysler Expressway. 

The new building will permit ex- 


| pansion of the editorial, business 


and mechanical departments of 
Automotive News, which have been 
located for the past 15 years in the 
Penobscot, Murphy and Marquette 
buildings in downtown Detroit. Oc- 
cupancy of the new building is ex- 
pected late in 1958, shortly after 
the 33rd birthday of “The News- 
paper of the Industry.” 
> . 7 

ITE Vermont marble will 

comprise the major portion of 
the Avtomotive News building, 
blending with the new Detroit 
City-County Building a few blocks 
away. Dark granite columns will be 


| used'as accents. 


The new building will be only 
a few blocks from the $50 million 
and Exhibits 
(See BUILDING, -Pase 43, Col. 3) 


Present offices are in the Penobscot, Marquette and Murphy buildings in downtown Detroit. 
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‘Fair’ Winter Outlook Seen .. . 





Used-Car Stocks Dip, 
But Top Year Ago 


yen of used cars held by 
franchised dealers as of Dec, 1 
were reduced slightly from the pre- 
vious month’s count, but were well 
above the year-earlier figure, ac- 
cording to Automotive News’ esti- 
mates. 

Dealers report the used-car 
market spotty and slow, although 
they say the outlook for this 
winter is “fair.” 

Interest in used cars at the 
wholesale level continues to re- 
flect a certain amount of optimism, 
with overall prices last week mov- 
ing upward. 

* * a 

SED-car inventories held by 

franchised dealers on Dec. 1 
were good for 35.4 days of selling, 
according to Avtomotive News’ 
compilations, This represents a de- 
cline of 2.7 percent from the Nov. 
1 count of 364 days. 

A year ago on Dec. 1, stocks 
were good for only 20.2 days of 
selling, having declined 23.19 per- 





Governors’ Group 


And AMA to Meet 
On Safety Issues 


WASHINGTON. — The Highway) 
Safety Committee of the Governors’ | 
Conference will meet soon in De- 
troit with the Automobile Manu- 
facturers Assn. to study safety 
problems, Abraham Ribicoff, gover- 
nor of Connecticut, said last week. 

Ribicoff, who is chairman of the 
governors’ committee, spoke at a! 
conference here sponsored by the 
President’s Committee for Traffic 
Safety. Chairman of the latter 
group is Harlow H. Curtice, presi- 
dent of General Motors. 


“We intend to explore thoroughly 
the entire safety problem as it re- 
lates to the manufacturers,” Ribi-| 
coff said. 

Gov, William G. Stratton of Illi-| 
nois said there is an “increasing 
clamor” for auto horsepower lim- 
itations. If the clamor continues 
and the safety record doesn’t con- 
tinue to improve, he said, it’s possi- 
ble an attempt to control horse- 
power may come before Congress. 

A recommendation that those un- 
der 18 be required to complete a 
state-approved driver education 
course before being issued a license 
was adopted by the conference. 

Delegates were told that unless 
state regulation of vehicle owner- 
ship and use is modernized, the new 
highway construction program will 
only produce more accidents. 

Other recommendations of the 
conference included elimination of 
Federal excise taxes on cars loaned 
by dealers for driver education and 
establishment of liaison among auto 
producers, road builders and traffic 
engineers to better coordinate vehi- 
cle design, highway design and 





traffic operations. 





cent from the Nov. 1 figure of 
26.3 days. 

Of dealers reporting on Dec. 1 
used-car stocks, 58.4 percent said 
their inventories were inside the 
30-day limit. A month earlier, only 
50 percent of dealers reporting put 
themselves in that category. 

* * +. 
A YEAR ago, however, 87.9 per- 
cent of dealers called said their 
stocks could be sold out in 30 
days or less. 

A total of 16.7 percent put 
stocks in the 15-day-or-less cate- 
gory this month, compared with 
22.2 percent last month. 

That left 41.6 percent of dealers 





as of Dec. 1 with inventories in ex-| Denver Dealers Elect Officers— 


cess of 30 days’ supply, compared 
with 50 percent over the 30-day 
limit a month earlier. A year ago, 
only 12.1 percent of dealers were 
over the 30-day limit. 

+. = « 


T THE wholesale level last 

week, average prices rose $10 
to $1,055, according to Automotive 
News’ index. 

Four models rose in price, 
while four declined. Leading the 
way upward were '58s, which ad- 
vanced $71 to $2,852. The price of 
‘57s went up $32 to $1,826; ’54s 


| increased $10 to $651, and ‘Sis 


moved upward $4 to $195. 
Losses brought ‘56s down $23 to 
$1,297; "55s down $14 to $962; '53s 
down $4 to $396, and 52s down $2 
to $259. 
New lows for the year were es- 
tablished by ‘55s, ‘53s and ’52s. 


—Rosert M. Lienert 


R. G. Stovall jr. (Ford), left, has been 


Mason. 


By Joseph M. Callahan 
Engineering Editor 


Parts Manufacturers Assn., which 
has been serving parts suppliers 
for 24 years, may disband next 
month at its annual membership 
meeting. 


Representatives of some 300 





Business Barometer 


Automotive News Economic Index — 


99.8 Percent of Last Week 
90.6 Percent of Like Week Last Year 


Auto Production 

Truck Production 

Auto Registrations—Yeor to date 

Truck Registrations—yYear to date 

Steel Production—tTons 

Lumber Production—BSoard Feet.. 

Paperboard Production—Tons 

Soft Coal Output—tons 

Oil Refinery Output—torrels .... 

Electric Output—Kilowatt hours .. 

Barometer Freight Car Loadings 

Department Store Sales Index .. 

Stock Market Price index 

U.S. Government Spending 
—Fiscal year to date 


Savings Deposits 
Used Car Prices—Average 
Business Failures 


Looking at Economic 


By Kenneth C. Kelley Jr. 
Staff Writer 

‘OARING auto and truck produc- 

tion carried the Avromorive 
ws Economic Index to 99.8 per- 
it of last week, although the 
vel of business activity stood at 
6 percent of the like week last 
‘ar, 


Output of both cars and trucks 
shot up over last week’s produc- 
which was cut by the 
ving holiday. However, 
«spurt did not 
production back to the 
of the like week of 1956. 
production, which also fell 
ng the holiday week, drop- 
m further last week. The 
turned out 0.8 percent 
n they did last week and 
percent below a year ago. 
other indicators of business 
. trailed the totals for last 
‘and the year-earlier figure. 
- © 


the lumber, soft 

coal, oi] refinery, electric and 
freight car loading totals are 
figures for the Thanksgiving holi- 










day week, when activity would be 
expected to ease off. Comparisons 
of these totals with those for the 
like week last year are not valid 
because Thanksgiving fell a week 
earlier in 1956. 

Likewise, comparisons of depart- 
ment store sales will be somewhat 
out of focus through this month. 
The early Thanksgiving last year 
gave buyers a chance to pause be- 
tween that holiday and the Christ- 
mas buying period. 

This year the Christmas shop- 
ping period will be compressed 
into fewer days and sales for the 
nation as a whole will be even 
more snarled by heavy snows in 
big Eastern cities and the New 
York City subway strike. 

The stock market eased off by 

12 percent last week and now 

stands 118 percent below last 

year’s level. Outlays by the U.S. 

Government, however, continue to 

run well aliead of last year. 

The amount of money borrowed 
by business and industry from 
major banks continued to slip last 
week while savings deposits showed 


$36,378 ,266,000 
Commercial and industrial Loans $31,113,000,000 


$23,758,000,000 


Percent of 
Percent of Like Week 
Last Week Last Year 


121.5 83.3 
131.1 93.9 
100.6 

96.1 

72.6 

75.6 

93.8 

74.5 

95.4 

96.2 

75.5 

80.2 

88.2 


139,506 
22,584 
5,064,990 
702,585 
1,831,000 
177,763,000 
258,322 
8,095,000 
49,373,000 
11,613,000,000 
326,568 

158 

305.3 


109.9 
104.0 
109.2 
104.2 
106.3 


a7 . . 
Indicat 
a gain of 0.2 percent. Both totals 
stand well above the year-ago 
totals. 
Average prices of used cars went 
up by one percent last week while 


business failures increased by 22.1 
percent. 
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* * * 


NEWS of how farmers are doing 
and can expect to do in 1958 
has been overshadowed in the last 
month by rumors and reports on 
changes in the Government’s farm 
program for the coming year. 

The Department of Agriculture’s 
November report on farmers’ ex- 
Ppenses and income showed that 
expenses had gone up by 3.1 percent 
in the previous year and income in- 
creased by 3.4 percent. 

This gives farmers a margin 
of 0.3 percent on the plus side. 
Prices paid on major markets 

for most farm products held steady 
or advanced in the last month. 

Bad weather hindered and, in 

some cases, halted harvests in 

many northern farm areas. Some 

areas reported that near-record 
(Continued on Page 4, Col. 3) 


DETROIT.—The Automotive | 





named to succeed Ray Mason (Chevrolet), 


right, as president of the Metropolitan Denver Automobile Dealers Assn. Tom Braden, 
center, is executive vice-president, a post he has held for 37 years. Ll. C. Thomas 
(Dodge-Plymouth) was named vice-president, Directors include Steve Frederick (Chev- 
rolet), Harry Williams (Rambler), Bernard Mahoney (Chevrolet), C. S. Hover (Ford), 
Ray Keck (Ford), William Marcus (DeSoto-Plymouth), Ralph Rickenbaugh (Cadillac) and 


Parts Producers Consider 


Disbanding Association 


members of the association will 
be asked to vote for or against 
the dissolution of the organiza- 
tion at the annual membership 
meeting Jan, 31, at the Sheraton- 
Cadillac Hotel in Detroit. 
Lawrence Downie, 
APMA and a vice-president of 
Kelsey-Hayes Co., declined to com- 
ment on the possible disbanding 
except to say that APMA members 
have been asked to take an advis- 


president of | 


Ford, AMC Cited 
"58 Sales Gains 


67% Rise From °56 
Reported for Rambier 


DETROIT. — Manufacturers co, 
tinued to announce encour: 
sales reports on their 1958 rode 
last week. Their reports follow: 


Rambler 


Rambler sales continued _ thej 
record climb in November, rising 
67 percent over the comparable 
month of 1956, according to Rg 
Abernethy, vice-president of auto. 
motive distribution. 

Deliveries during the month were 
10,666 units, as compared with 6,49 
in November, 1956, he said. Ram. 
bler sales since October, the begin. 
ning of the company’s new fiscaj 
year, are up 72 percent over a year 
ago, totalling 20,346 for October and 
November, against 11,826 in the like 
months of 1956. 

The November figure, secon¢ 
highest month in Rambler history, 
was up 10 percent over October, 
Abernethy said. Best Rambler 
month to date was June, 1957, with 
12,810 units sold, 


Ford Division 


Ford division reported that since 
| introduction of the 1958 cars, Ford 
| Sales are 8,000 units higher than 
for a corresponding period after 
the introduction of the 1957 models. 

In the 23 selling days since the 
1958’s were introduced, the division 
| said, Ford dealers sold 112,055 units, 
|}compared with 103,968 during a 
|comparable period after the 1957 
introduction. 





Metropolitan 

Retail sales of Metropolitan in- 
creased 71.3 percent during the first 
11 months of 1957, compared with 
the same period last year, accord- 


ory vote on “certain matters” that|/ing to J. W. Watson, Metropolitan 


have been placed before them. 
Frank Rising, general manager 


sales manager. 
From January through Novem- 


of the association since 1940, also| ber, American Motors dealers sold 


said that he wasn’t able to discuss 
the matter except to say that Roger 
Blough, chairman of U.S. Steel 
Corp., will be the principal speaker 
at the Jan. 31 meeting. 

The first concrete indication that 
all was not well with the associa- 
tion came to light in a “memo to 
management” on Oct. 11 in which 
the members were asked for frank 
expressions as to their thinking 
about the need for the association. 

It was suggested that possibly 
a “really modern group” could 
be formed from the members still 
in the APMA—possibly an “Asso- 
ciated industries group,” rather 
than just a parts makers organi- 
zation. 

The memo also noted that there 

(Continued on Page 44, Col. 4) 


Dealer’s Appeal 
Of Cancellation 
Rejected by Ford 


DETROIT.— Ford Motor Co.’s 
Dealer Policy Board has upheld 
cancellation of the franchise of the 
Ford dealership which sold the 1958 
Ford displayed on a used-car lot in 
Oklahoma three weeks before in- 
troduction date. 


William K. Myers, owner of Buck | | 


Myers Ford, Bixby, Okla., came to 
Dearborn to voice his appeal in per- 
son. He claimed the sale of the new 
model to Bill Bull, used-car lot 
owner in Muskogee, Okla., was the 
result of a misunderstanding. 


The Dealer Policy Board ruled 
that the Ford division was justified 
in cancelling the franchise because 
premature introduction of the car 
“lowered dealer morale and de- 
creased the impact that could have 
been expected at the scheduled in- 
troduction date.” 

The same car also turned up on 
a used-car lot in Joplin, Mo., prior 
to public-introduction date. 


Myers said the car was sold by 
his office manager while he was out 
of town. The office aide phoned him 
about the sale, Myers added, “but 
I thought he was referring to a 
1957 model next to which the 1958 
car was parked.” He said he did not 
think the oftice manager knew it 
was improper to sell before the 
introduction date. 


11,452 Metropolitans, compared with 
6,683 for the same period in 1956, 
Watson said. 

During November, AM dealers 
sold 873 Mets, against 624 for the 
same month last year—an increase 
of 39.9 percent, he said. 


English Ford 


A fourfold increase in American 
sales of English Fords has been re- 
ported by H. O. Lund, manager of 
foreign products branch, Ford in- 
ternational division. 

Registration figures for the first 
nine months of 1957 totalled 11,392. 
During the like period of last year, 
2,515 were registered in the U. S&S, 
Lund said. 


Sales during September, latest 
available registration figures, to- 
talled 2,073 cars, 242 greater than 

(Continued on Page 44, Col. 1) 


Avant Garde— 


Used-car lots may not have the sleek, 
new models to show the public, but one 
Dallas dealer, Bergfeld Auto Sales Co., 
It's a 
the 
its kind in the Southwest... The 
camera, from its vantage point 8 feet 
approaches 
onto the lot and transmits a picture to 
a video monitor in Owner R. P. Berg- 
feld's office. Bergfeld explained that has 
eliminated the need of keeping a man 
on the lot and has attracted potentia! 
customers who want to see themselves 


has an attraction just as good. 
closed-circuit television installation, 
first of 
customers’ 


high, monitors 


on television, 
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va of the difficulties in adapt- | 


than to espouse any special dis- 


ing to new trends in distribu-| tribution philosophy. 


tion, according to Ivan L. Wiles, | 


Wiles is of the opinion that sales 


is breaking through the crust of | practices must change as the cus- 


preconceived ideas. 


tional reactions 
among the listen- 
ers which have 
little to do with 
the meaning in- 
tended by the 
speakers. 

For example, 
when Wiles, who 
is executive vice- 
president of Gen- 
eral Motors in a 
charge of dealer : i Wines 
relations, spoke — 
the other day before the Detroit 
Sales Executives Club, a few deal- 
ers misunderstood his references to | 








supermarkets. 

Mention the word “supermarket” | 
in the auto business and many | 
dealers get a mental picture of a 
nonauthorized dealer who sells all 
makes of new cars and upsets the 
market by what the other dealers 
call deceptive advertising. 

This part of the audience imme- 
diately goes into a state of shock 
and fails to hear anything else. 

> * = 


Study Other Merchants 
O, FOR the record, Wiles is not 
suggesting that dealers turn 
themselves into supermarkets—the 
kind which some call a bootlegging 
supermarket, or any other kind. 
What he was doing was suggest- 
ing that dealers study the practices | 
of other successful merchants,| 
among them the food supermarkets. 
And in this column today, based 
on an interview with Wiles, we will | 
try to avoid the shock words that 
set off emotional misunderstand-| 
ings, but just in case we slip, don’t} 
get the impression that we are try- 
ing to sell anything. | 
Our interest is to explore auto 
retail distribution ideas rather | 


Webster Loses 
Final Appeal 


WASHINGTON.—Webster Motor | 
Car Co. ran out the string in its) 
long court fight against Packard | 
last week, but a new legal battle) 
was shaping up as a result of the| 
Government's antitrust complaint | 
against Volkswagen. 

Packard emerged victorious in | 
the Webster case when the U. S. | 
Supreme Court again refused to 
review a pro-factory ruling by | 
the Circuit Court of Appeals. 

Webster attorneys thus were re- 
buffed in their argument that the 
suit be taken up by the Supreme 
Court as a test of territory security. 
Webster, a former dealership in 
Baltimore, had charged that Pack- 
ard violated the antitrust laws 
when it gave another agency ex- 
clusive rights for the Baltimore 
territory. | 
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| tomer changes. The auto customer 
Certain words in a trade become | 


dirty words—they trigger off emo- | 
| back. And, in some respects, dealers 


of today is a different critter than 
the auto customer of some years 


have not kept pace with changes in 
the customer’s thinking. 
* * * 


No Need to Please 


oo. are good reasons for this. 
For most of the years after 
World War II, dealers were operat- 
ing in a market in which they made 
the rules. They were not learning a 
lot about pleasing the auto custom- 
ers or meeting his needs for the 


simple reason that, by and large, | 
they could live very well without | 


worrying about pleasing the cus- 


| tomer. There are notable exceptions 


But Fails to Satisfy Norton... 


to this among dealers. 


But in those same years that 
the dealers were learning little 
about the customers, the custom- 
ers were learning a lot about 
dealers. So it could be that a lot 


of us know a lot that ain’t so | 


about today’s auto business. 


For instance, a woman unat- 
tended by clerks will buy more in 
a food supermarket where prices 
are plainly marked than she will 
in a store where she has to operate 
through a clerk. Is a clerk then an 
obstacle to a sale, presenting a 
feeling of commitment that inhibits 
sales? 

By the same token, would a 
dealer fare better if he had a 
large display of new cars, both 
inside and outside, plainly tagged 
with the equipment and the price 
—the price the dealer would take, 
not the starting price? 


Could these cars be sold with a 


| variation of the self-serve principle 


that gives the customer the mental 
freedom to sell himself? 

Would this be more attractive to 
women, who are the important buy- 
ers of our day? 

How much participation should 
there be on the part of the sales- 
man? Could he simply approach the 
shopping couple, give them his card, 


| tell them to shop to their heart’s 


content and then call on him if 
they had any questions? 


(We understand that some auto 
dealers are trying these ideas out 
in some variatiens. We'd like to 


hear from them.) 
* = = 


Should He Control? 


HERE are those who would 

criticize the salesman who does 
not assume control of the sales con- 
versation the moment he ap- 
proaches the customer and keeps 
control until the interview is termi- 
nated. But is this feeling of control 


something that makes the buyers| 


shun some dealerships? 


Then, too, there is the feeling on | 


the part of some that you can’t tag 
a car with the price you will take 
because you have to leave a margin 
for the overallowance on the 
tradein. Some dealers are convinced 
that the new-car buyer is more 
interested in selling his old car to 
the dealer than he is in the price 
he pays for the new car. 


Here, again, you have to con- 
sider the education of the buyer. 
He has been learning the tricks 
of the trade. Has he learned that 
he gains little on the overallow- 
ance when it is added on the top? 
Would he be better off buying his 
new car on a firm-price basis and 
selling his old car himself or to 
the dealer at its true value? 

Or, more important still, is his 
wife—a more experienced shopper 
who may not go for the malarkey 
of the overallowance on the tradein 
—becoming a more dominant factor 
in the new-car purchase? 


When the dealer is considering 
customer confidence he must con- 
sider customer confidence on price, 
too. He can sell cars year after year 
to his old customers only if they 
are confident that the dealer is giv- 

(See FORUM, Page 46, Col, 1) 





| recommendations to curb 
| spread abuses affecting dealers and 
| the public.” 
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Crowd Jams St. Paul Show— 


e 


Shown above is part of the crowd which jammed the St. Paul Auditorium during the recent St. Paul Auto Show, the first 
to be held in that city in 22 years. The show drew nearly 30,000 paid admissions during its five-day run. It was the first auto 


show in this area which had foreign cars, custom cars, sports cars and a free antique car display as part of its format. 











NADA OK’s Broad Plan 


By William Ullman 


Washington Correspondent 


WASHINGTON.—After three 


days of meetings, NADA’s special | 
consulting committee announced a/| 


program embodying a variety of 
“wide- 


One feature of the program, ac- 
cording to NADA President Fred- 
erick M. Sutter, “is a plan for 


compensation to a dealer for serv-| 


ice facilities required by the manu- 
facturers. 

“It is almost identical to ‘plans’ 
and programs discussed earlier by 
NADA with the Attorney General 
of the United States and is also 
very close to the so-called ADSA 
plan proposed some months ago 
by a group of dealers in Okla- 
homa.” 


H. Mead Norton, however, de- 
clared the committee had failed 


to develop any effective plan of | 
action for dealers and said he was | 


sending Sutter a letter request- 


ing acceptance of his resignation | 


from the consulting committee. 
Sutter said the NADA program 

might require legislation. “How- 

ever,” he added, “the fact that leg- 


|islation may be needed should not 


deter us. The board of directors in- 
structed Admiral (Frederick J.) 
Bell and this committee to prepare 
a plan or plans that would be in the 


public interest, receive the support) 


of a majority of NADA members 
and would not be harmful to the 
manufacturers or unduly difficult 
to administer.” 


He said the program would be | 
measured against those yardsticks. | 
If legislation is required, Sutter | 
said, “we should have the full sup- | 


port of the manufacturers and our 
customers.” He indicated several 


members of Congress are ready | 
to introduce the needed legisla-| 


tion. 


Sutter said the aim of the many- | 
faceted program, which he did not | 
detail, is to help produce a “quality 


industry rendering quality service 


with ground rules that provide} 
equality of competitive opportunity t 








Charlotte Dealers 


Choose Hearn 


CHARLOTTE, N.C.—George M.| 
Hearn, president of Hearn Motor | 
Co. (Nash), has been elected presi- | 
dent of the Automobile Dealers | 


Assn. of Charlotte. 


He succeeds J. D. Daniels, Dan- 
iels Motor Co. (Lincoln-Mercury). 


Other new officers are W. B.| 


Scott, Hutton-Scott Co. (Dodge- 


Plymouth), vice-president, and W.| 
F. Beauchamp, of Don Allen Chev- | 


rolet Co., secretary-treasurer. 


|}combines the “best and most real- 










































and recognizes, in a tangible way, | 


| the services performed by fran-| 


chised new-car dealers.” | 

Sutter said the committee’s de- 
liberations covered “every major | 
ill of the industry” and that it | 
was decided no single plan would 
provide a solution. 

Thus, he said, the total program 
istic” recommendations proposed | 
by dealers or dealer groups. 

Norton, in a post-meeting state- 
ment, expressed his dissatisfaction 
thus: 

“Over 60 days have elapsed since 
I, as chairman of the board of 
trustees of ADSA, agreed to cease 
operation pending NADA decision 
to develop a positive plan of action 
to control the deplorable merchan- | 
dising practices of cross - selling, | 
bootlegging, and so forth. 

“NADA has again failed to 
come up with a plan that will 
permit the home-owned quality 
dealer to survive, discharge his 

responsibility to his community 
and factory and retain his self- | 
respect. 

Therefore, I am writing to the 
president of NADA requesting that 
he accept my resignation from the | 
special committee and in the near 
future I will call a meeting of 
ADSA to consider the re-activation | 





crusade — pointing out to quality | 
dealers and their factories that the | 
merchandising evils of bootleg-| 
ging, cross-selling and false and | 
misleading advertising must be) 
controlled if the quality dealer is 
to survive.” | 

Norton emphasized he had no in-' 


now is sneaking 
onto his lot... 


trations of new 





Wemhoft 


your guard... 


standard practice ... 





On the House... 


Is this a sign of the times?—A Detroit used-car 
operator, who specialized in Cadillacs before switch- 
ing over 100 percent to Volkswagen last summer, 


used-car prices holding up very well, with sales 
increasing 14.6 percent last month while u c volume 
rose 8.7 percent .. 


Minnesota’s secretary of state joins the growing 
list of state officials who warn dealers their licen- 
ses may be jeopardized if they make false regis- 


shows 99 favor 30-month maximum term on 
new-car paper while 19 favor 36 months .. . 
usually brings out the best feelings in man, also brings out the 
worst in the best burglars, warns a protection expert. So, be on 


Milwaukee association reports Christmas bonuses are now almost 
Ex-Gov. Alvin T. Fuller, pioneer Packard 
dealer in Boston, has offered to lend town of Exeter, Mass., $250,000, 
interest free, for expansion of community’s water system ... Arthur 
L. Englander, Rambler dealer in Cleveland, was honored last week 
on his 50th anniversary in auto business .. . Dealer Corey Stokes is 
serving his fourth term as mayor of Ayden, N. C. 


tention of resigning as a member 
of NADA or the board, saying he 
will continue to be as “active as 
possible in the organization, urging 
the entire board of directors to in 
truth and in fact regain control 
of their association.” He said the 
association is now “dominated and 
controlled” by Bell. 


Cars Outrank 
Food, Montana 
Dealers Told 


HELENA, Mont. — Montanans 
spent $163 million for automobiles 
and $160 million for food in 1956, 
Treasure State dealers were told in 
an optimistic view of the future of 
their 42nd annual convention Dec. 
5-7. 


“Montana dealers should be op- 
timistic because the future is even 
brighter with the new highway 
program scheduled for this state 
and increased tourist trade,” 
Warren A. King, Life magazine, 
told the Montana Automobile 
Dealers Assn. 


King stressed that the figures— 
more for autos than food—differ 
from retail-trade figures in other 


|of ADSA to continue our education | tates. 


The dealers also heard Dean 
Chaffin, NADA first vice-president 
and an MADA member from Boze- 
man, cite present financial difficul- 
ties despite the largest market of 
all time. 


“There are more than 65 million 


(Continued on Page 45, Col. 1) 























a few Cadillacs and Oldsmobiles 
Chicago-area Ford dealers report 


cars ... Poll of Arizona dealers 


December, which 


—Pertre Wemuorr, Editor, 
Automotive News 
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GM, Chrysler Sales Penetration Hits Lows... 
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Ford, Independents Up Shares 


(Continued from Page 1) 


ment; a month earlier, AMC had 
been below 2 percent and S-P had 
been below one percent. 


Pacing the surge of Ford Motor 
was Ford division, which showed 
the largest increase during the 
month of any make—0.80 percent- 
age points. Ford’s share was 25.26 
percent. 

Edsel also helped, gaining 0.26 
points to total 1.79 percent. Edsel 








oa 
Foreign-Car 
o * 
Registrations 
All states for October: 

1957 1956 
Pos. Make Pos. 
1—6,364 Volkswagen 4,471—1 

2—2,473 Renault ¢ 
3—2,325 English Ford 614—4 
4—1,125 Hillman .- 462—5 
5—1,10 MG 157—2 
e Metropolitan 691—3 
8,621 All Others 2,880 
Total All Makes 
22,017 9,875 
* Not in Top Five. 
was the third biggest individual 


gainer during the month. 


. * * 


AINS by Ford and Edsel were 

large enough to offset a loss by 
Mercury, which dropped 0.11 points 
to 4.29 percent, its lowest penetra- 
tion of the year. Lincoln was un- 
changed at 0.56 percent and Conti- 
nental held steady at 0.01 percent. 

Second only to Ford in scoring 
the biggest individual improve- 
ment over the preceding month 





Foreign-Car 
Registrations 


All states for 10 months: 


1957 1956 
Pos. Make Pos. 
1—52,573 Volkswagen 41,228—1 
2—18,127 Renault S 
3—13,717 English Ford 3,129—4 
4—11413 MG 4431—3 
5—10,187 Metropolitan 5,826—2 
s Jaguar 3,080—5 
60,709 All Others 20,846 
Total All Makes 
166,926 78,540 


* Not in Top Five. 





was Rambler, which was up 0.63 

percentage points. 

Only other domestic makes to 
show improvements during October 
were DeSoto, up 0.22 percentage 
points; Studebaker, up 0.15 points, 
and Dodge, up 0.13 points. 

Despite the improvement by De- 
Soto and Dodge, Chrysler Corp. 
skidded downward 0.58 percentage 
points. This was caused by losses 
for Plymouth (down 0.87 points) 
and Imperial (down 0.06 points). 
Chrysler division's share was un- 
changed from the previous month 
at 1.80 percent. 


> * * 


PUTMOUTS, with 9.20 percent of 
total sales, and Imperial, with 
0.47 percent of the market, hit their 
lowest penetration of any month 


, this year. Plymouth had not been 


below 10 percent since last Febru- 
ary. Plymouth’s loss in October was 


J & L Steel to Open 
New Plant in 758 


CANTON, O.—Jones & Laughlin 
Steel Corp. will spend some $16 mil- 
lion for plant and equipment at its 
new stainless steel sheet and strip 
mill now under construction at 
nearby Louisville. Operations are 
scheduled to begin in the third 
quarter of 1958. 

Martin K. Schnurr, president of 
J&L’s Stainless Steel division, said 
the new facilities will be able to 
produce annually about 36,000 net 
tons of stainless steel sheet and 
strip. 

Schnurr also announced the ap- 
pointment of Alex A. DeBlander as 
pliant superintendent, DeBlander 
had been with Crucible Steel Co.’s 
stainless cold strip and sheet mill 
at Midland, Pa. 


the biggest of any make for the 
month. 

GM’s setback during the month 
was caused by a loss in market 
share for each division, It was the 
first time this year that every GM 
division had declined from the 
Previous month’s penetration. 
Buick and Oldsmobile, in fact, 
sank to the year’s lowest point. 

Oldsmobile was down 0.71 per- 
centage points to 5.31 percent of the 
market; Buick, down 0.46 points to 
5.26 pereent; Chevrolet, down 0.24 
points to 24.63 percent; Cadillac, 
down 0.13 points to 2.28 percent, and 


Fear of World 
Linked to Rise in 
Small-Car Sales 


NEW YORK.—Fear of rockets, 
the atom bomb, automation and a 
whole world of dehumanized, vast 
and uncontrollable phenomena finds 
expression in a continued trend 
to smaller cars, according to a re- 
port released by the Center for 
Research in Marketing, Inc. 


The report, based on a study of 
the small-car market, states that 
there is a revolt against the cur- 
rent type of mass-production car 
because the large, powerful model 
represents just one more product 
in which the sense of loss of per- 
sonal control is a factor. 


“The small car which has al- 
ready endeared itself to the lux- 
ury suburban market is winning 
wider acceptance all the time in the 
mass middle market,” said Nickolai 
Sikorsky, visual communications 
director of the center in discus- 
sing the report. 


“The American people are funda- 
mentally conservative. That is, they 
respect clean-cut, functional design, 
whether it is in furniture, architec- 
ture or apparel. Yet the small for- 
eign car is more expressive of this 
functional orientation.” 


Extensive probing among the 
buyers of the average American 
car reveals that although they are 
buying the massive product, the 
typical owner has many doubts and 
fears about his car, and has in- 
creasing admiration for the small 
car, the center said. 


“A typical reaction to a small 
ear,” said Sikorsky, is “this is a 
real car.” It is the center’s belief 
that those respondents who said 
that small cars had superior work- 
manship and mechanical features 
were often simply reacting to the 
simplicity made possible by the 
size. 


The report also reveals, Sikor- 
sky said, that people are seeking 
a more direct approach to styling. 
“Basically people are tired of 
brightness, of fireworks. The world 
around them is already too con- 
fusing, too dazzling.” 








Pontiac, down 0.04 points to 5.18 
percent. 

Not in recent years had Pontiac 
come so close to outselling Buick. 
* * * 

_— overall gain for AMC was 

achieved single-handedly by 
Rambler, as all other AMC lines 
showed losses. Metropolitan was 
down 0.06 points to 0.22 percent; 
Nash, down 0.03 points to 0.12 per- 
cent, and Hudson, down 0.01 points 
to 0.04. 

Rambler, with a market pene- 
tration of 1.63 percent, accounted 
for 80 percent of AMC sales dur- 
ing the month. Both Nash and 
Hudson were at the year’s lowest 
ebb. 

S-P’s improvement was provided 
by Studebaker, which gained 0.15 
points to 1.07 percent. Thus, it off- 
set a loss by Packard, which fell 
0.02 points to 0.05 percent, its 
smallest share of any month in 1957. 

Much of the gain in the miscel- 
laneous classification was accounted 
for by Volkswagen, which sold more 
cars during October than in any 
other month since it first entered 
the U.S. market. 

VW accounted for 6,364 sales in 
October, or 1.37 percent of the mar- 
ket, and outsold seven domestic 


makes. 
= +. > 


Oregon Issues Warning 


On False Registrations 

SALEM, Ore.—James F.. Johnson, 
director of the Oregon Motor Vehi- 
cle Department, has warned dealers 
and manufacturers’ representatives 
that it is illegal to give a fictitious 
address when a new car is regis- 
tered. 

Although factories and dealer 
groups condemn false registrations, 
the practice is said to be of long 
standing. Johnson has not yet taken 
violations to court, but he is ex- 
pected to take legal action if the 
practice is not stopped. 









Frozen Assets— 


The scene is Steffan-Korst Chevrolet Corp., Hamburg, N. Y. New and used-cy 
displays were literally snowed under in a record snow storm. Shown above is par 


of the outdoor new-car display. Oddly enough, Buffalo dealers, only a dozen mile 


away, had no snow at all. 


Winter Buildup Increases 


Dealer Stocks to 510,000 


(Continued from Page 1) 


dealer said, “but folks have got 
the notion this country is in bad 
shape and they’d better keep that 
money stashed in the pillow.” 

Advised through dealers of the 
public’s wariness about buying new 
models, factories are reacting typi- 
cally. Extensive advertising promo- 
tions, timed to kick off with the 
Chicago Auto Show next month, 
are planned. 

* * * 


ALES contests also are slated 

to get under way across the in- 
dustry shortly after the first of the 
year. Factories hold mixed feelings 
about contests, inasmuch as sales 
tend to slough off in the pre- 
contest periods. 


Intensified factory activity on 





Auto Output Gives Impetus .. . 





Economic 


Index Up 


(Continued from Page 2) 


amounts of corn were being left in| number of farm products, notably 


the fields for the winter. 
+ = = 
EPORTS of the weather difficul- 
ties pushed up prices of a 


Common Stocks 


Dec. Dec. 

11 4 
Am. Motors 8 8 
Chrysler 63 67 
Ford 40% 
GM 35% 
S-P 3% 


1957 
High 
8% 
82Y, 
59% 
47" 
8% 


Average 
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Time and Progress— 





A quarter-century of progress is illustrated in this photograph—engines, cars and 


fashions. The year 1932 is represented on 


the right by the first Ford V-8 engine, the 


model car it powered and by the young woman's attire. Today's counterparts are 
shown at the left—an Edsel E-475 of the type that will be assembled next Thursday 
(Dec. 19) as Ford Motor Co.'s 25 millionth V-8 at the Lima (O.) plant, the 1958 Sdeat | 


car and an example of today's fashions. 


corn and soybeans. Cotton prices 
also went up on reports of bad 
weather in the Cotton Belt. 

The Agriculture Department 
estimated farm income for this 
year at $12.2 billion, up $100 
million from the $12.1 billion for 
last year. 

The department, also estimated 
that farm income will level off in 
1958, or possibly show a slight in- 
crease. Larger marketings, steady 


prices and rising expenses will be |: 


the department said. 


* * = 


HERE is no clear picture yet 

on how the farmer will fare in 
his dealings with the Government’s 
agriculture program. The program 
is expected to pay about $1 billion 
of the $12.2 billion that farmers 
take in this year. 

Secretary of Agriculture Ezra 
Taft Benson has announced a 
plan whereby whole farms could 
be taken out of production at the 
Government’s expense and there 
has been talk of lower crop-price 
supports and more liberal acre- 
age allotments. 

The fate of these and other 
plans for bringing farm production 
in line with demand will go a long 
way in determining the prosperity 


of farmers in 1958. 
on a * 


the rule, 


Short-Term Interest Cut 


2nd Time by Associates 


SOUTH BEND.— Associates In- 
vestment Co. has cut the amount 
it will pay for money borrowed for 
short periods by one-eighth of one 
percent. It was the second reduction 
in the month since the end of the 
tight-money policy. 

A cut in the short-term interest 
rates offered generally is matched 
by all major finance companies. At 
the time Associates made its previ- 
ous reduction, Universal CIT, Gen- 
eral Motors Acceptance, Commer- 
cial Credit and a number of other 


finance companies made similar | 


moves. 


the sales promotion front belies 
recurring reports that the pos- 
sibility of a UAW strike next 
spring finds the auto makers un- 
concerned about high inventories 
or low volume. 

“We'll cross the Reuther bridge 
when we get to it,” a Big Three 
executive said, “There’s no percent- 
age in giving away sales because 
of that.” 





New-Car Stocks 
In Field, In Transit 


(Compliied by Autemotive News) 


Dealers 

Cars Cars In Total 

tn Transit Potential 

Field to Inveatery 

Stockst Dealers Stocks 

dan, 1, °50.... 261,754 188,500 440,254 
Apr. 1, 50.... 276,136 158,000 434,18 
dune 1, ’560.... 247,680 160,200 407,880 
Sept. 1, ’60.... 238,642 160,400 400,042 
dan, 1, "51.... 306,888 89,900 788 
Apr. 1, ’61.... 406,541 545,041 
duly 1, ’61.... 357,606 90,700 445,306 
Sept. 1, "61.... 283,402 86,800 370,208 
dan, 1, ’52.... 224,968 31,000 255,968 
Feb, 1, ’62.... 198,762 69,000 267,762 
Mar. 1, ’62.... 182,577 76,000 258,577 
Apr. 1, "62... 213,391 83,000 296,391 
May 1, ’62.... 261,674 83,000 339,674 
dune 1, '62.... 232,036 70,000 302,036 
July 1, ’62.... 193,462 84,500 277,962 
Aug. 1, "52.... 162,086 12,000 174,086 
Sept. 1, "62... 149,001 77,000 226,091 
Oct. 1, "62.... 233,556 89,000 322,556 
Nev. 1, ’52.... 308,894 90,500 399,304 
Dec, 1, '62.... 287,247 76,000 363,247 
Jan, 1, ’63.... 201,671 300 374,971 
Feb. 1, °53.... 324,835 86.600 412,035 
Mar, 1, °563.... 389,011 87,200 476,211 
Apr. 1, ’63.... 446,882 89,300 535,182 
May 1, ’63.... 490,381 97,700 688,081 
June 1, ’53.... 463,546 73,500 537,046 
July 1, °63.... 479,698 82,300 562,498 
Aug. 1, ’63.... 517,119 82,200 599,319 
Sept. 1, 53... 514,569 74,500 589,069 
Oct. 1, °63.... 519,037 60,900 579,937 
Nov. 1, °53.... 538,087 68,300 606 ,387 
Dec. 1, 53... 430,876 29,000 459.876 
Jan, 1, '54.... 428,125 36,600 464,725 
Feb. 1, "54.... 466,176 60,600 526,776 
Mar, 1, ’54.... 611,122 62,000 573,122 
Apr. 1, ’54.... 541,911 64.000 605.911 
May 1, ’54.... 538,775 68,500 607.275 
June 1, '54.... 503,219 62,500 565,719 
duly 1, °54.... 445,665 62,500 508,165 
Aug. 1, ’54.... 390,854 57,000 447,854 
Sept. 1, °54.... 355,654 400 406,054 
Oct. 1, °"64.... 267,469 29,000 296,469 
Nev, 1, "54.... 120,107 37.500 157,607 
Dee, 1, ’54.... 203,453 61,700 265,153 
Jan, 1, °565.... 293,881 68,500 362,381 
Feb. 1, °55.... 373,573 89,100 462,673 
Mar. 1, °S5.... 467,655 95.000 562.655 
Apr. 1, ’55.... 544,038 99,500 643,538 
May 1, ’55.... 660,341 102,700 163,041 
June 1, ’55.... 755,498 93,000 848,498 
July 1, ’55.... 736,591 77,000 813.591 
Aug. 1, °55.... 735,447 71,500 806,947 
Sept, 1, °55.... 675,964 37,300 713,264 
Oct. 1, ’55.... 489,475 5 
Nov, 1, °565.... 487, 87,600 575,266 
Dec, 1, ’55.... 645,707 77,400 723,107 
Jan, 1, '56.... 765,177 53,300 808,477 
Feb. 1, ’56.... 801,499 68,900 870,399 
Mar, 1, ’56.... 840,089 63,700 903,789 
Apr. 1, ’56.... 827,977 68,100 898,669 
May 1, ’56.... 846,285 56,300 902,585 

June 1, °56.... 746,012 52,890 798,902 | 

duly 1, °56.... 613,461 50,568 679,596 
Aug. 1, °56.... 551,081 53,026 588,172 
Sept. 1, ’56.... 456,013 48,382 504,395 
Oct, 1, ’56.... 288,103 25,900 314,003 
Nov, 1, ’56.... 212,967 65,008 277,975 
Dec, 1, ’56.... 318,587 79,656 243 
Jan, 1, ’57.... 461,850 50,168 512,018 
Feb. °57.... 561,934 68,100 630,034 
Mar, 1, ’57.... 664,608 68,400 733,008 
Apr, 1, ’57.... 682,790 63,125 745,915 
May 1, ’57.... 677,706 59,500 137,205 
June 1, °57.... 724,329 63,420 187,749 
duly 1, ’57.... 682,121 63,090 745,211 
Aug. 1, '57.... 645,445 59,300 104,745 
Sept, 1, ’57.... 684,484 45,052 729,536 
Oct, 1, ’57.... 547,549 25,085 572,634 
Nov, 1, °57.... 380,740 68,300 *449,040 
Dee, 1, '57.... 438,705 71,800 510,506 


t Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 

* Revised. 
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“Christmas is truly more of a season for 
thanksgiving than Thanksgiving itself. 
The joyous spirit of Christmas is around us 
everywhere. Truly a time when we can all 
put real meaning into a phrase that can’t 
be said too often, ‘‘Merry Christmas everyone.”’ 











Thanks to the feeling of mutual friendship and trust be- 
tween Associates and its many dealers ... in so many 
instances based on years of daily contact between coopera- 
ting individuals. . . this, our published ‘“‘Merry Christmas,” 
strives to rise above mere ink on paper, and gratefully— 
sincerely—bring you ‘““The Season’s Best” from the folks 
who are your own friends at Associates: Joe, the Manager; 
Pete, the Credit Manager; Sally, the Cashier; Jack, the 
New Businessman; and the others whose faces or voices 
are familiar. All join in wishing you a Very Merry Christmas 
and a Happy, Prosperous New Year. 









SQUTH BEND, INDIANA 
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McCaffrey Sights Truck Rise .. . 





Colbert, Romney See 
Good ’58 Business 


DETROIT. — The presidents of 
Chrysler Corp. and American Mo- 
tors are confident that business 
will continue at a high level in the 
next 12 months. 

Speaking at the annual meet- 





George Romney 


L, L. Colbert 


ing of the Life Insurance Assn. 
of America in New York, L. L. 
Colbert, Chrysler president, said 
there are several reasons “for 
looking forward to good business 
in the year ahead.” 


AMC president George Romney, 
speaking in Chicago, said he be- 
lieves new-car registrations will 
exceed U.S. production in 1958, 
with the difference coming from 
sales of imported cars. 


On the truck end of the busi- 
ness, John L. McCaffrey, chair- 
man of Inter- 
national Har - 
vester Co., said 
he is confident 
that the firm’s 
truck business 
will be “some- 
what better 
than it was in 
1957.” The fu- 
ture of the 
construction- 

= equipment busi- 
J. L. MeCaffrey ness lies heav- 
ily with the Federa! road- 
building program, he added. 


Favorable current economic fac- 
tors noted by Colbert included the 
peak production of non-durable 
goods reached in September and 
October, employment at approx- 
imately the same level as a year 
ago, anticipated high level of con- 
struction and road building, and 
present high rate of consumer 
spending. 

He admitted that “in many 
parts of the economy there has 
been a sidewise movement for 
some time, and in others there 
has been a definited falling off in 
activity.” 

Citing business slumps in 1949 
and 1953, Colbert said “the econ- 
omy as a whole was able to adjust 
to those downturns because con- 
sumers decided to go right on 
spending as much for goods and 
service as they had spent before 
any signs of lower industrial ac- 
tivity appeared.” 

Adjustments made in recent 
months are somewhat different 
from those of the previous periods, 
he added, but they have the same 
general effect. 

“The fact is that our economy 





has become remarkably diver- 
sified, and because of the in- 
creased variety and diffusion of 
economic activity we as a coun- 
try are better able to adjust flex- 
ibly to cutbacks in key sectors,” 
Colbert added. 


He also said auto prospects for 
1958 are good. 


He said a-‘large number of con- 
sumers who bought 1955 autos on 
long-term installment credit will 
be in a position to take on new 
installment obligations in 1958. 


“We also see promise in the 
fact that well over 19 million new 
cars have been bought in the last 
three years,” he added, “This is en- 


couraging because a large propor- | 


tion of the cars normally traded 
in on new cars come from those in 
the one-to-three-year-old class.” 


Romney said registrations in 
1958 might total 6,150,000, of 


which 350,000 could be imports. | 
Sales of U.S.-built cars will be | 
about 5.8 million and production | 
the same | 


will be six million, 
figures he expects for 1957. 


If the import sale hits 350,000 | 


next year, it would be an —_— 


of 75 percent. 


Registrations also exceeded U.S. 


output in 1956, but Romney attrib-| 
uted that to the heavy inventory | 
earryover from 1955 rather than| 
to sales of imports. 


Other predictions for 1958 made | 
by Romney before the Cutlook for 
Business luncheon sponsored by the | 
First National Bank of Chicago: 


1. Further sharp increases in the 
sales of compact and small cars. 


2. Domestic car sales and pro- 
duction that are not keeping 
pace with national economic 
growth. 


3. Factors retarding car growth 
could become a serious threat to} 
national 
strength. 


Touching-on the lag of domestic | 
auto sales and output in relation 
to the growth of national income | 
and population and the increase 
in the number of licensed drivers 
since 1950, Romney said: 


“I believe a major reason is 
because the industry as a whole 
has not offered products with the 
sales stimulus that would be pro- 
vided by appropriate attention to 
changing consumer needs and 
desires.” 

Another speaker at the Chicago 
luncheon, Josephy L. Block, Inland | 
Steel Co. president, predicted steel- | 
ingot production in the first six) 
months of 1958 will be 50 million to} 
52 million tons, compared with 60) 
million in the first half of 1957 and 
an estimated 53 million in the sec- | 
ond half of this year. 

He said he thought second-half 
output next year would be 5 to 10 
percent above the first half because 
of a stepped-up defense program, 
lower money rates and a reversal 
of the inventory situation. 








Automotive Show Officer Elected— 


Alfred S. Hunt, second from left, was 


elected president of the N. E. Regional 


Automotive Show Inc. during the group's annual meeting in Boston. He succeeds 
Maurice M. Persson. New officers, from left, are Draper M. Harvey, vice-president; 
Hunt; Abraham H. Levy, treasurer (reelected), and Frank S. Evans, secretary. 








Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday and Friday.) 


Dec. 11 


(Sold 63 percent of 205 cars of- 
fered.) 


BUICK—’56 Super Hardtop, $1,410*; 
RM Hardtop, $1,230*; Century sedan, 
$1,550, $1,525* (ps). '55 Super Hard- 
top, $1,050*; Special Hardtop, $960*, 
$935*; RM sedan, $1,100* (ps). ‘54 
Super Hardtop, $800*; sedan, $760; 
Special 2-dr., $490. 

CADILLAC—’'56 sedan de Ville, $2,785* 
(ps) 

CHEVROLET '57 
$1,850*, $1,810; 
530°; Two-ten 2-dr., $1,415. "56 sta- 
tion wagon, $1,525* ‘ps);: Bel Air 
Hardtop, $1,290*; sedan, $1,175*, '55 
Two-ten Hardtop, $950; Bel Air Hard- 
top, $810; sedan, $750*, $700. '54 Bel 
Air Hardtop, $625*; sedan, $625", 
$580*; Two-ten 2-dr., $535*, $500, 
$410. "53 Two-ten sedan, $195. 

CHRYSLER—’'56 NY Hardtop, $1,800* 
(ps). '55 NY sedan, $1,115*; Windsor 
Hardtop, $1,000*, $985*. ‘53 sedan, 


$375* 

DeSOTO Fireflite Sportsman, $2,- 
155* (ps); Firedome sedan, $1,900* 
(ps). "55 Firedome sedan, $875°*. 

DODGE—'56 Royal (8) Hardtop, $1,- 
105*. °53 Coronet 2-dr., $155. 

FORD—'57 Custom 300 station wagon, 
$1,800; sedan, $1,500*, $1,405; Fair- 
lane (8) station wagon, $1,690*; 
Hardtop, $1,685* (ps). ‘56 Fairlane 


Bel 
sedan, 


Air Hardtop, 
$1,600*, $1,- 


‘a7 
ot 


*Indicates automatic transmission orc overdrive and (ps), 





station wagon, $1,550* (ps), $1,330* 
(ps); 2-dr.. $980; Custom station 
wagon, $1,490*; sedan, $750. ’55 Cus- 
tom sedan, $1,155*; station wagon, 
$960, $925*; Fairlane sedan, $875*; 
conv., $795, $725*. '54 station wagon, 
$840, $835*, $650; sedan, $480*. '53 
conv., $420; sedan, $415*. 

MERCURY — ‘57 Montclair Hardtop, 
$2,125* (ps), $2,075* (ps). ’56 Mon- 
terey Hardtop, $1,285*, "54 Monterey 
sedan, $565. 

NASH—'54 station wagon, $725*. 

OLDSMOBILE—’57 (98) Hardtop, §$2,- 
435* «ps); (88) Hardtop, $2,310*, 
$2,130* (ps). °56 (88) Hardtop, §$1,- 
110* (ps). °55 (98) sedan, $1,360* 
(ps). '54 (88) 2-dr., $735* (ps). ’53 
(S8) sedan, $230*. 

PLYMOUTH—'57 Beivedere sedan, $1,- 
530*. °56 station wagon, $1,560* (ps); 
Savoy sedan, $975, '55 Belvedere se- 
dan, $710*; Savoy sedan, $710*, ‘54 
Savoy sedan, $450*. '51 station wag- 
on, $255 

PONTIAC—'56 Star Chief Hardtop, $1,- 
200*; Chieftain Hardtop, $1,185*, °55 
Chieftain conv., $1,065*; Hardtop, 
$950*. °54 Star Chief sedan, $585*. 
‘53 Chieftain 2-dr., $290*. 

STU “\ BAKER 53 Champion sedan, 
$225 

MISCELLANEOUS ‘57 Dodge ‘%-ton 
pickup, $1,175; Hillman station wag- 
on, $1,015. ‘54 Metropolitan, $550, 
$530. 





power steering. 


Other Auctions Are On Pages 34, 37, 38, 39, 40. 








Chrysler Aide Believes .. . 


Prestige Sells Foreign Cars 


ANN ARBOR. — Prestige is the 


| most important factor in the de- 


cision to buy a small foreign car, 
Chrysler Corp.’s director of busi- 
ness research declared at the Uni- 


| versity of Michigan. 


market for foreign makes depends 
a good deal on the development of 
used-model markets for them. 
Foreign-car manufacturers will be 
forced to innovate to improve their 
long-term sales. Quality competi- 


William C. Flaherty told 300 per. | Son will be more marked. 


sons attending the 19th ann ual| 
study conference of the Michigan 
Bankers Assn.: 

“There 
economy—either of original cost or 
of operation 
minent of foreign-car buying.” 


: aes On the long-range basis, he added, | 
economic and aenened foreign-car sales in the U.S. should | 


| not gain more than a seven percent | 
penetration of the total auto mar- 
ket. In a six-million-car year, this 
would mean sales of about 500,000 
units. 
“While 
have grown rapidly since 1953, 
there is little evidence these cars 


are going to replace or erode the | 


market for U. S. makes,” Flaherty 
declared. “Continued good de- 
mand and price levels for used 
models on American makes sup- 
ports this view. 


“The fortunes of the new-car| 


5 Californians 
Draw Terms in 


U.C. Fraud Case 


SAN DIEGO.—Jim Moran, a for- 
mer used-car dealer, and four as- 
sociates have been sentenced to 
eight months in jail for conspir- 
acy to defraud customers of Jim 
Moran Motors, a firm now out of 
business. 

The terms were ordered by Su- 
perior Judge William P. Mahedy as 
part of the three years’ probation 
he granted the men. 

Judge Mahedy offered them a 
choice between probation with con- 
ditions of custody and restitution 
to the persons they bilked, or one- 
to-three-year prison terms. All ac- 
cepted probation. Each must pay 
a share of the $6,040 which the 
court ordered as restitution to cus- 
tomers. 

Sentenced with Moran were Eu- 
gene Carl Zarcone, Harry Hubbard, 
Ralph James Johnson and Elmer 
Edwin Berry. They were forbidden 
to enter any branch of the auto 
business for three years. 

During the five-week trial, 46 
customers testified that they had 
been victimized. Many had first 
complained to the Better Business 
Bureau. 

In their testimony, the witnesses 
complained about false promises re- 
garding amounts of monthly pay- 
ments, about money owed on 
tradeins which the company failed 
to pay off, about misleading adver- 
tising and about cars consigned to 
the lot for sale being used privately. 


sales of foreign cars | 


is no evidence yet that! 


is the major deter-| 





“These cars definitely will 
replace low-priced U. S. cars, al- 
though there’s some possibility 
they might develop a new, lower- 
priced category.” 


Flaherty predicted new-car sales 


|in the U. S. would range from 6 to} 


6.3 million units in 1958. He said 
scrappage and replacement of used 
ears would account for about four 


million sales, with growth of the) 
itself adding be-| 


new-car market 
tween 2 and 2.3 million. 

This compares with estimated 
1957 production of 62 million 
units. 


Flaherty based this forecast on a; 


gain in the total output of goods 


|}and services to $445 billion or $448 


billion next year. This would in- 
clude some price increases, but 
would also indicate real gains over 
the current level of $436 billion. 


Flaherty said he was “more opti- | 
| mistic than pessimistic” about the 


general business outlook, expecting 
“further hesitation” in the first half 
of 1958 to be followed by “a rise 
of rather moderate proportions” 


| during the second half. 


On the plus side of the picture, 
he listed increased housing con- 
struction and consumer expendi- 
tures. 





not! 





157,500 Attend 
S. F. Auto Show 


Portland’s Turnout 
Also Shows Decline 


By John E. Walsh 
Staff Writer 


sae at the San F rap. 
cisco and Portland (Ore.) auto 
shows fell short of expectation; 
but no one seemed too disappointed 


Bad weather on four days and, 
fire near Commonwealth Armor 
another night cut attendance at the 
Boston show to 64,053, according ty 
Andrew H. Mattison, show auditor 
| Last year’s show drew about 133,000, 
| he said, 

Officials had predicted that the 
32nd annual San Francisco show, 
moved from Civic Auditorium to 
the much-larger Cow Palace, 
would draw close to 200,000. But 
only 157,584 persons turned up 
during the 10-day exposition 
which closed Dec. 8. 

George Olsen, chairman of the 
| show sponsored by the Motor Car 
Dealers Assn. of San Francisco, 
| said most exhibitors thought they 
| drew the “finest quality audience” 
|in the show’ s history. 

* * = 


ORTLAND'S nine-day show at- 
tracted 65,000, about 17,000 fewer 
than last year. Howard J. Steib, 
general manager of the Automobile 
Dealers Assn, of Portland, the 
| sponsor, blamed the decline on 
“general business conditions in 
Oregon” and a reduced show-hour 
schedule. 


| But he said exhibitors had re- 
| ported that they established more 
contacts and closed more deals 
than they did at last year’s 
affair. 


Olsen also said San Francisco 
exhibitors reported show sales were 
“very good” to “excellent.” Sales- 
men predicted “we'll still be making 
sales nine and 10 months from now 
on the strength of this show,” Olsen 
added. 


While the turnout was far short 
of a record, it was 20,000 better 
than last year’s attendance, Olsen 
said. 

Mattison estimated that heavy 
|rains and snow on two Saturdays 
during the nine-day show, plus the 
| fire, kept 50,000 away from what 
| exhibitors called the city’s greatest 
show. 
| Dealers reported sales were good 
| despite the poor turnout, Mattison 
| said. One dealer asked the manage- 
ment to extend the closing hour one 
night so he could accommodate 
| prospective customers, Mattison 
| added. 


+ > * 


D B. BRODERICK, manager of 
* the Sioux Falls (S. D.) show, 
|} reported an attendance of 28,000 
during the six-day run, about 12 
percent under last year’s turnout. 

Helen Youngquist, 19, Sioux Falls, 
won the state’s Miss Universe con- 
test, held in conjunction with the 

(Continued on uwae <4, Col, 1) 
* 





Safety Car Attracts Crowds— 


One of the chief attractions at the recent St. 


safety research car created by the Rev. Fr. 


Paul Auto Show was the Auroro 
Alfred A. Juliano, Branford, Conn. Reaction 


of the persons who looked it over were varied, but all agreed that its emphasis on 


auto safety was meritorious. 


Father Juliano accompanied the car to St. Paul. 
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Dun & Bradstreet survey shows 


6 out of 10 


new-car customers say 
they will buy nylon 


cord tires when 
you offer them 


Are you offering the profitable “extra” of nylon cord tires with every car you sell? Nylon is the “extra” 
that gives your customers priceless added safety. The swing is to nylon cord tires. Already four out of 
every ten replacement tires sold are made with nylon. And a recent Dun & Bradstreet survey shows 
that new-car buyers want nylon cord tires . . . six out of ten say they will buy nylon cord tires when 
offered by new-car salesmen. Be sure to keep your eyes on this profitable sales opportunity. For pocket- 


size cards with sales information on nylon cord tires, write E. I. du Pont de Nemours & Co. (Inc.), Room 
5518, Wilmington 98, Delaware. 






Te 4 ANOTHER BIG DU PONT ADVERTISING CAMPAIGN 

, on nylon cord tires is just beginning in nine maga- 
zines with a combined circulation of over 19,500,000. 
It will run throughout the remainder of ’57 and 
during ’58 with the nylon cord safety story, along 
with the powerful nylon tire advertising by major 
tire companies’ 
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Utah Group Hears Big 3 Aides... 





Factory-Dealer Ties 
Called Much Better 


SALT LAKE CITY.—A better 
understanding between manufac- 
turer and dealer has resulted since 
a Congressional inquiry into 
factory-dealer relations several 
years ago, Charles L. Jacobson, 
Chrysler dealer-relations vice- 
president, told the Utah Automobile 
Dealers Assn.’s 30th annual con- 
vention here. 


Other speakers included Wil- 
liam F. Hufstader, GM distribu- 
tion vice-president; Walker A. 
Williams, vice-chairman of Ford 
Motor Co. Dealer Policy Board; 
NADA Executive Vice-President 
Frederick J. Bell. 


Also Charles C. Freed, former 
NADA president and chairman of 
the UADA Retirement Benefit Plan 
trustees; Senator Arthur V. Wat- 
kins, Utah Republican, and Dr. 
Vaughan L. Hall, State director of 
driver education in high schools. 


“A year and a half or so ago, 
when Congress was hanging all the 
problems of the industry out on a 
line for an airing, dealer-factory 
relations were pretty shaky,” 
Jacobson recalled. 


“But as a result of the rough 
and tumble, we learned some 
valuable lessons about the ad- 
vantages of working together.” 
“I can’t remember a time when 

there was greater willingness on 
the part of both dealer and factory 
men to talk over their problems 
and work out solutions in a friendly 
way,” Jacobson continued. 


“We've still got problems to solve. 
In the months ahead it’s going to 
take a lot of working together to 
get the sales results we want. 


“Individual customers still have 
to be sold. The people are inter- 
ested in our new cars and they 
have the money to spend, but 
they're playing a little hard to 
get,” he said. 

“The kind of selling that’s needed 
to keep our business moving ahead 
requires .. 


the manufacturers, the massive 


pre-selling of national advertising, | 


. quality products from | 


strengthen the American economy, 
and described joint efforts of 
dealers and manufacturers to en- 
hance their business. 

“We find nothing in the short- 
term situation today to alter the 
basic factors that counsel continued 
optimism,” he said. “The customers 
are there, and they have the money. 
It’s up to all of us to get out and 
pump a greater confidence and 
optimism into this automobile 
market.” 

“Maintaining decent standards 
of conduct among dealers is a 
must. Practices such as boot- 
legging and deceptive advertising 
injure the ethical, quality dealer, 
for they ultimately alienate and 
harm the buying public,’ Wil- 
liams added. 

He said Ford has hired a business 
management team to look into 
cross-selling to determine whether 
it is harmful to the dealers or just 
an outgrowth of suburban living 
and more frightening than fearful. 

Bell told a luncheon meeting 





Illinois Station Wagons 
Classified as Trucks 


CHICAGO.—Some confusion is 
expected among [Illinois station 
wagon owners after a new State 
law goes into effect Jan. 1 which 
classifies station wagons as trucks 
if they are designed or equipped 
or used for carrying freight, 
goods, wares, or merchandise. 

Phil J. Martin, counsel for the 
Chicago Motor Club, told the 6ist 
annual convention of the Illinois 
State’s Attorney’s Assn. meeting 
that he interprets the law to 
| mean that plumbers, carpenters 
and other tradesmen will have to 
buy the higher priced truck li- 
cense for the station wagons. 








and the kind of showroom sales- | 


manship that will result in good 
deals for the customer and at the 
same time a satisfactory profit for 
your business.” 


Jacobson said gimmick advertis- 


ing and price packing are symp- 
toms of an overemphasis on price 


in selling efforts. He urged stress) 
on the product —styling features, | 


comfort, safety, performance, econ- 
omy, durability and optional equip- 
ment. 


Following the same thought,| 


Hufstader said: 

“Up to now we have engaged 
too much in what I call ‘buffet’ 
salesmanship, the kind that re- 
quires the customer to come and 
sell to himself. “We haven’t taken 
the time to go out and do a real 
selling job.” 

Williams, who was Salt Lake 
district sales manager for Ford in 
the early 1940s, urged the dealers 
to consider what they can do to 

= 7 e 





Convention Guests— 


Guests at the Utah Automobile Dealers | 


Assn. convention, shown at Salt Lake 
Municipal Airport, are left to right, Fred- 
erick J. Bell, NADA executive vice- 
president; Mrs. William F. Hufstader, Huf- 
stader, GM _ distribution vice-president, 
and William T. Ralph, past president of 
UADA. 


OTTAWA.—Canadian auto deal- 
| ers, though pleased that the Federal 
lexcise tax on new cars has been 
cut from 10 percent to 7.5 percent, 
|said last week that they had ex- 
| pected a larger reduction. 
Rumors for two weeks prior to 
the formal announcement had 
| brought new-car sales in Canada 
| to a virtual standstill. 
| Dealers everywhere expressed 
|hope that the reduction would 
bring buyers back into the market, 
| although some said that the “small 
amount” of the cut might make 
some new-car prospects resentful 
and keep them out of the market. 
| Dealers said they are passing on 
the reduction to customers. It 
amounts to about $20 to $30 on 
low-priced foreign-built cars, and 
from $40 to $120 on higher priced 


" S. and Canadian units. 


It was predicted by some dealers 
that the cuts would also have an 
effect on the price of used cars, 
although the reduction would 
figure out to fewer dollars than 
on new cars. 

Canadian auto makers, which 
had sharply reduced output sev- 
eral weeks ago in anticipation 
of the cutback in excises, have 
not yet returned to “normal” 
production. 

Genera] Motors last week, how- 
ever, resumed five-day operations 


after having been on a three-day 


schedule. 

Ford Motor Co. also was working 
a five-day schedule, although out- 
put was about one-third below the 
level established early in the ’58 
model run. Ford last week had 
not rehired the 2,400 workers it laid 
off during November. 

Chrysler Corp. last week again 
operated on Friday only. 

Dealers were quick to point out 
that the reduction in excise taxes 
would not cure sales ills over 
night. 

Furthermore, dealers said, the 
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there is no significant problem af- 
fecting dealers generally that can- 
not be resolved quickly. and effec- 
tively. 


He cited NADA’s “equality of 
competitive opportunity” program 
as a means toward this end, and 
as a portion of an over-all program 
soon to be submitted to NADA 
directors and members. 

Bell attacked the UAW pro- 
gram which President Walter 
P. Reuther has said the union 
will seek in contract negotiations 
next year. 

He listed these demands as a 
shorter work week, increased pay, 
more security, bigger pensions, in- 
creased hospital and medical in- 
surance, shorter contract duration 
and the right to transfer seniority 
if a worker moves from one plant 
to another. 

“It is true this would mark a 
great economic gain for the work- 
ers,” Bell said. “The key to the 
program is the assumption that 
manufacturers can readily absorb 
the increased cost. 

“From 1949 to 1956 the manu- 
facturers increased their business 
by $191 million, but wages were 
increased by 14 billion. Of course 
it will be passed on to the retailer. 

“It has been common practice 
for the dealer to absorb major 
increases, too, but we have 
reached the point where the 
dealer can no longer absorb in- 
creases and still survive.” 

The convention elected Charles 
K. Cordray, Ogden, to succeed 
William T. Ralph, Salt Lake City, 
as president. Also elected were: 

H. Norman Hayes, Salt Lake 
City; Ben Redd, Logan, and How- 
ard M. Thorley, Cedar City, vice- 
presidents; Elias J. Strong, retained 


|}as executive vice-president; Jack 


Fronk, Tremonton, secretary; Rich- 
ard L. Warner, Salt Lake City, 
treasurer. 


Ralph, Russ Balland and Harry 
Carleson, Salt Lake City; P. E. 
Ashton, Provo; A. W. Bartlett and 
Lavor Wood, Ogden; Lanell Lunt, 
Cedar City; Marion Willey, Bounti- 


|ful, and Ruel M. Redd, Price, di- 
| rectors. 


| Tax Reduction Too Small, 
Canadian Dealers Lament 


reduction does not apply to cars 
already sold, However, it applied 
to cars in their possession at the 
time of the cut. 

Comments from various automo- 
tive leaders indicated mild dis- 
appointment. 

It was stated that Alex R. 
Morrison, president of the Canadian 
Automobile Assn., described the tax 
reduction as meager relief. He said 
that the cut was disappointing and 
“totally inadequate.” 

James J. Dykes, general manager 
of the Canadian Automobile Cham- 
ber of Commerce, said that the 
association expects the industry will 
be afforded an immediate sales 
stimulation and added that the 


They Head Utah Dealers— 


New officers of the Utah Automobile 


president; Charles K. Cordray, president, 








Dealers Assn. elected at the 30th annud 
convention in Salt Lake City are, front row left to right, H. Norman Hayes, first vice. 


and Ben Redd, second vice-president. Bod 


row, left to right, Howord M. Thorley, third vice-president; Jack Fronk, secretary, on 


Richard L. Warner, treasurer. 


Says 1958 ‘Will Surprise’ as 


Old-Timer 


By Robert M. Lienert 
Associate Editor 
“y THINK that 1958 is going to 

surprise a lot of pessimists,” a 
40-year veteran of Detroit automo- 
bile sales and service said last 
week. 

“Business in 1958 is going to be 
better than it has been in 1957,” 
said Joseph N. Garbarino, retir- 
ing general manager of Lewis F. 
Brown, Inc. (Ford). 

Garbarino, who at 63 claims to 
be “tapering off,” will actually be 
launching a new career of his own 
during 1958. While continuing as 


a director and vice-president of | 


Brown, he will assume new duties 

with the City of Detroit as a com- 

missioner of the Department of 

Street Railways (DSR), the city’s 

municipal transportation system. 
> * * 


Ga was appointed DSR 
commissioner by Detroit’s 
newly elected mayor, Louis Miriani. 
The two have been close friends 
since their boyhood days in turn- 
of-the-century Detroit. 

Garbarino’s duties as general 
manager at Brown have been taken 
over by a Brown newcomer, Carrol 
Hardin. 

As one of the three DSR com- 
missioners, Garbarino will find 
himself in a non-paying post on a 
commission considered one of the 
city’s most controversial. 

“I consider it the best com- 
mission in Detroit,’ Garbarino 
said softly. “It’s completely in 
the public’s service.” 

He is looking forward to the 
challenge of the new position. He 
anticipates no difficulty in operat- 


association welcomed the reduction.| ing simultaneously in the fields+of 


Dodge Offers Safety Headliner— 





ee 


A special acousti-foam interior headliner, shown here, will be available on 1958 
cars. The safety headliner consists of an application of urethene plastic foam on a 
standard hardboard base. According to Dodge engineers, the application serves as 
an interior sound deadener, as well as adding a further luxurious touch to the trim. 
Chrome roof bows and special foam-coated sun visors are included in the new 


headliner package. 


Undaunted 


public and private transportation. 
| “I’m at the point where I have 
to take things a little easier,” Gar. 
barino said. “I had hoped to taper 
off but I didn’t want to go into 
idleness.” 

His current plans call for spend- 
ing several days monthly on city 
business and a reduced schedule 
with Brown, where he says he will 
be active in public relations and 
in calling on fleet accounts. 

“I'm going to be able to play a 
little golf and to fire the gardener 
and mow my own lawn for a 
change,” he said. 

* * = 

ARBARINO, in discussing the 

dealer outlook, said he hoped 
Ford and Chevrolet would forget 
their sales fight. 

“I believe that Ford and Chev- 
rolet officials should quit being 
kids,” he said. “It’s detrimental 
to business.” (Brown is one of 
the top-volume Ford dealerships 
in the U.S.) 

Garbarino bases his optimistic 
outlook on what he calls “strength 
in the economy.” He cited the stock 
market’s quick recovery after 
President Eisenhower's illness and 
the increasing growth of popula- 
tion. 

In particular, he noted that 
customers have not complained 
loudly about price (“they're still 
buying options”) and that a re- 
alignment of series has helped 
Ford dealers. 

Looking back on four decades 
of automotive experience, Garbar- 
ino said that any dealer should be 
a success if he adheres to two 
rules: 

1. The general manager must 
be on the job daily. 

2. There must be a good daily 
operating control of all depart- 
ments. 








: . 7 
ALERS, he said, shouldn't be 
afraid to work hard. 

“No matter how many hours you 
put in,” he said, “there still is 
not enough time to do all you 
want.” 

Garbarino entered the auto busi- 
ness in 1917 with Maxwell. He was 
service manager when he left there 
in 1920 to become branch manager 
of Detroit Electric Car Co. In 1923 
he went into partnership in a Max- 
well-Chalmers dealership in De- 
troit, selling out in 1924 to organ- 
ize his own dealership in another 
make. 

When the crash came, Garbar- 
ino lasted until 1930 before going 

into bankruptcy. 

“I’m proud of that,” he said. 
“Proud—because I paid off every 
creditor in full, although it took 
19 years to make the last pay- 
ment.” 

Garbarino sold cars at retail for 
the Pontiac branch in Detroit until 
1934, when he became general man- 
ager of another Ford dealership. 

He joined Brown in 1938 as 
vice-president and general man- 
ager. 
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More people buy LIFE weekly 


than any other magazine. 











LIFE cift-wraps 
automobile advertising... 


... with the special editorial quality that builds enthu- 
siastic response to LIFE, and to its advertising pages 
as well. 

Your automobile advertising is seen with showroom 
excitement, surrounded by LIFE’s unique picture-re- 
porting of the news and by LIFE’s colorful, clear explo- 
ration of man’s various interests. 

And LIFE is seen by the right people, your best pros- 
pects. An average issue is read in 39% of all new-car 
buying households. In 13 weeks, LIFE reaches 73% of 


all new-car buying households. 
Audience source: A Study of the Household Accumulative Audience of LIFE. 


LIFE America’s automobile showroom in print 
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Capsule Comments 


Nationwide dealer survey finds widespread optimism for 
1958 new-car market, despite lagging sales early in new- 
model season. 

With showrooms and auto shows crowded, certainly 
there has been no cutbacks in prospect lists. 


Protected territories at one time were a “sine qua non” 
in auto retailing. 
“Sine qua non”—that’s Latin for the horse and buggy, 
silent movies and the Charleston. 
* . > 
Senator Prescott Bush, Connecticut Republican, calls on 
U.S. manufacturers to increase production of European- 
type small cars. 
A new test of the U. 8. industry’s adaptability? 
* 7 > 


Operating gross profit of new-car dealers before taxes is 
estimated at 1.5 percent for first nine months of 1957, com- 
pared to 1.1 percent in same period last year. 

Improvement of the most welcome variety. 

“Unethical practices,” say Philadelphia Chevrolet dealers, 
“have plagued the dealer group as a whole and have boom- 
eranged to a large extent on the greatest offenders.” 

A bit of Quaker advice that dealers everywhere could 
bear in mind. 
* * * 

One union leader’s suggestion of a 1958 wage-increase 
moratorium is jeered by other labor leaders. 

When personal power depends on pocketbooks, national 
responsibility often plays second fiddle. 


GM Vice-President W. F. Hufstader deplores “buffet” 
salesmanship, recommends “banquet” approach by new-car 
sellers. 

Make mine a four-door hardtop, well done, with steak 
sauce on the side. 








Coming 
Events 


Dealer Conventions 


Jan. 11-15—National Automobile 
Assn., 


Dealers 
Roney Plaza Hotel, Miami Beach. 


Feb. 23-24—Louisiana Automobile Dealers 


Assn., Inc., Roosevelt Hotel, New 
Orleans. 

Apr. 10-Il—Illinols Automotive Trade 
Assn., Springfield, Ill. 


April 27-29—Automobile Dealers Assn. of 
Alabama, Buena Vista Hotel, Biloxi, 
Miss. 

May 57 — Joint Convention, Washington 
State Automobile Dealers Assn. and 
the Motor Dealers Assn. of British 
Columbia, Empress Hotel, Victoria, B. C. 

May 89-— Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene, Ore. 

May 1!1-13— Idaho Automobile Dealers 
Assn., Lewiston, Ida. 

May 11-14—3é6th annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C 


May 12-13—Pennsylvania Automotive Assn., 
Hadden Halli Hotel, Atlantic City, N. J. 

May 18-20—Texas Automotive Dealers 
Assn., Galvez Hotel, Galveston. 

June 8-9—Automobile Dealers Assn. of 
Indiana, Mirott Hotel, Indianapolis. 
Sept. 14-16—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 


Auto Shows 


Dec. 1419 — Miami Automobile Show, 
Dinner Key Auditorium, Miami, 

Jan. 3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis. 


Jan. 411—Buffalo Auto Show, Masten 
Avenue Armory, Buffalo. 


Jan. 412 — Chicago Auto Show, 
national Amphitheatre, Chicago. 

Jan. 11-19—National Capital Area Auto 
Show, D. C. National Guard Armory, 
Washington. 

Jan. 17-24—San Antonio Auto Show, Bexar 
County Coliseum, San Antonio. 

Jan. 17-25 — Indianapolis Automobile 
Show, Manufacturers Bidg., State Fair 
Grounds, Indianapolis. 

Jan. 18-25—Pittsburgh Automobile Show, 
a — werd Armory, Pitts- 


Pw 
1e:26 Cincinnati Auto Show, North 
a South Wings, Music Hall, Cincin- 
nati. 
Jan. 18-26—Detroit Auto Show, Artillery 
Armo' Detroit. 
Jan. 22 Huntington Automobile Show, 
Mamorial Field House, Huntington, W. 


Va. 
Jan. 23-25—Clearwater Auto Show, Muni- 
cipal Auditorium, Clearwater, Fla. 
Jan. 23-28—Tampa Auto Show, Fort Hes- 
terly Armory, Tampa 

Jan. 25-Feb. ¢-gaitimore Auto Show, Bal- 
timore. 

Jan. 25-Feb. 2—Houston Automobile Show, 
Houston. 

Feb. 1-8—Toledo Auto Show, Civic Audi- 
torium, Toledo. 

Feb. 1-8 — Rochester Automobile Show, 
War Memorial Exhibit Hall, Rochester, 


N. t 

Feb. 1-9 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 

Feb. 8-16—Milwaukee Auto Show, Mil- 
waukee. 

Feb. 9-15—Hornell Auto Show, New York 
State Armory, Hornell, ™ A 

Feb. 10-15—Denver Automobile Show, 
Denver Coliseum, Denver. 

Feb. 15-24—Columbus Automobile Show, 
Franklin. County Veterans Memorial 
Fen’ Columbus, O. 

be le-z2Syracuie Auto Show, Syracuse, 


Inter- 


Feb: , 
Hartford, Conn. 
Feb. 21-23—Cheyenne Auto Show, Frontier 

Pavilion, Cheyenne. 

March 1-$—Kansas City Auto Show, Mu- 
nicipal Auditorium, Kansas City, Mo. 
Apr. 5-40 —-tabesnattonsl Auto Show, New 
York Coliseum, New York. 

a ae 


General 

Jan, 6-10—37th Annual Meeting, Highway 
Research Board, Sheraton-Park Hotel, 
Washington. 

Jan. 13-17—Annual Meeting, Society of 
Automotive Engineers, Sheraton-Cadillac 
and Statler Hotels, Detroit. 

Feb. 3-6—3ist Annual National Automo- 
tive. Accessories Manufacturers’ Expo- 
sition, Navy Pier, Chicago. 

Feb. 20-23—Pacific Automotive Show, Pan 
Pacific Auditorium, Los Angeles. 

Apr. 23-25—1958 Spring Booth Conference 
of Automotive Wholesalers and Manu- 
facturers Representatives, Bon Air Hotel, 
Augusta, Ga. 

May 1-8—American Society of Tool En- 
ineers, 26th Annual Meeting and Tool 
how, Convention Center, Philadelphia. 

May I1-14—Annual Convention, Automo- 
tive Engine Rebuilders Assn., Sheraton- 
Park Hotel, Washington, D c 


30 Years Ago... 


State Armory, 














Automotive Cartoon 


Of the Week 


Hep pes 


“There's one little ‘unwanted feature’ on the new cars 
I'd like to have the factory consider—the price!" 


Letterbox 


Auto Design Deplored 


It seems as if the auto manu- 
facturer will never learn that 
sooner or later his nonsensical 
horsepower race will be stopped by 
Legislatures with governors. The 
auto manufacturer is guilty of our 
U.S.A. highway auto accident 
slaughter. 


I do not see how egeg-shell 
chrome bumpers are avoiding any 
accidents sending people to hos- 
pitals and cemeteries, Why does 
the U.S.A. auto manufacturer 
think he can fool the U.S.A. pub- 
lic all the time? The 1958 Fords 
are already advertised as cheaper 
than 1957 Fords at Detroit. There 
will be a lean year in 1958. 

People want pleasure cars with 
adequate safety and economy. Not 
truck-sized cars that are hard to 
park and costly and nulify all 
street widening. It is styled for the 
U.S.A. auto manufacturer to spoil 
his own franchised dealer’s liveli- 
hood that way. 

The eight-in-line engine was a 
better lasting engine than the pres- 


The Big Stories 


A Whippet Collegiate roadster set an endurance record in 1927 by 
running continuously for 48 hours in covering of 2,143 miles at an 
average speed of 44 m.p.h. The demonstration was staged at 


Pipestone, Minn. 


In 1927, there were 170,000 employes on the General Motors payroll, 
earning $312 million yearly in 33 cities. About 14,000 more worked for 


the corporation 


in more than 100 other countries. Dealers and 


salesmen brought the total close to 700,000. 

The General Motors Truck Co. signed a contract with American 
La France and Foamite Corp. to place on the market a medium-sized 
fire-fighting unit under the trade name of American-LaFrance-G.M.C. 

Nash Motors Co. introduced its Imperial sedan, a seven-passenger 
vestibule sedan. Priced at $2,165, the car was highest-priced car in ~ 


the Nash line. 


—From the files of Automotive News. 








‘Fooling the Public? ... - 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 








given to unsigned 


ent day V-8 that needs high octane 
and costly aviation gas. 

Willys built a Jeep dispatcher 
with two-wheel drive that has a 
good engine and chassis and gear- 
ing. And then Willys puts a canvas 


top on this car. What kind of 
brains are needed to ruin markets 
that way? 

The Willys Jeepster stream- 
lined witha hardtop would make 
a swell station wagon with a one- 
piece door in rear. But I have 
given up hopes that Willys wants 
to take the field away from 
Rambler. 

AMC does not know a station 
wagon body on its Metropolitan 
would sell more Metropolitans? 
Willys built a pickup truck with 
engine in cab. Started the body all 
right in front but did not continue 
to build body lines all the way 
to compete with German VW truck 
and station wagon. So now, where 
is the utility value? 

U.S.A. people don’t all run gas 
stations or farm-implement stores 
needing four-wheel drive trucks or 
station wagons. The _ expensive 
fenders on passenger cars are ab- 
solutely not necessary. 

Why put this chrome-plated junk 
on a car? It wrinkles like an ac- 
cordion when all this could be 
avoided by building bodies over 
wheels with fender wells under- 
coated and rubberized. And body 
collision bar protected over rear 
wheels inside body. I have no use 
for these swept-wing fenders that 
if crumpled cost $500 to replace. 

Rear fenders are not necessary 
on a car at all if engineers and 
designers use brains and want to 
keep cars out of repair shops. 
What good is that swept-wing 
fender way in back the rear wheel 
on both sides? To me it looks as 
if something has been designed to 
make car upkeep super expensive 
and keep auto buyers, with expen- 
sive fenders, high horsepower V-8 

(Continued on Page 11, Col, 1) 
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= Nation's Salesmen Meet. . 


Practical Problems of Selling 


us from other towns, although we | day when he saw our Pontiac 


_ 


oo service department can be 
the basis for sales, especially 
when the service is efficient and 
is given with a sincere smile, 
says Neal Webster, of Webster 
Pontiac, Inc., Warsaw, Ind. 


He emphasizes that this serv- 
vice should begin before the 
car is delivered to the buyer. 
Webster says his service de- 

partment spends 


Sales three times the 
normal amount 

Case of time in pre- 
Histories _ paring a new car 


for delivery, but 
he has found that this pays off 

in future sales. 

Here are some more of Web- 
ster’s observations on service 
plus a story of how this policy 
won his firm a customer: 

Every new car shculd be gone 
over thoroughly in the service 
department, if the customer is to 
enjoy the trouble-free operation 
he has a right to expect. | 

* * * 
| 
| 


ECAUSE we insist on this, we 
have customers who come to | 





4-Door Cambrian 
Introduced in U.S. 


By Austin Importer 


NEW YORK.—The 1958 Austin| 
A-55 Cambrian, four-door sedan) 
offering more than 30 miles per 
gallon, has been announced by A.) 
E. Birt, president of Hambro Auto-| 
motive Corp. 

Hambro is the American importer | 
handling sales and service for the} 
ear through more than 500 au- 
thorized U. S. distributors and| 
dealers. 

The Austin A-55, which sells in| 
the $2,200 bracket, has a four-/ 
cylinder, 1,489-c.c., casion ratio of 
engine with a compression ratio of | 
8.3 to 1. 

The car features the traditional | 
British transmission with four for- 
ward speeds obtainable with or! 
without overdrive. Available is a 
built in fresh-air type heater with) 
cold-air controls. The car has a| 
99',-inch wheel base, an over-all! 
length of 167 inches and a meget 
of 60 inches. 

Birt said the four-five seater is) 
sound-insulated and has leather 
upholstery and a curved glass 
windshield; rear doors have a 
safety catch to prevent inadvertent | 
opening by children. Front and rear | 
seats have sponge rubber padding | 
and floors are covered with thick) 
pile carpet. 

The car has independent coil! 
springs at the front and semi- 
elliptic leaf springs in the rear 
combined with hydraulic lever type 
shock absorbers. | 

Purchasers have a choice of six} 
exterior colors with complimentary | 
trim and four two-tone combina-| 
tions, Birt said. 


Letterbox 


(Continued from Page 10) 


engines giving unlawful speed that 
has no benefit to offer the motor- 
ist with costly high octane gas nec- 
essary, off the retail auto market. 

We don’t need noisy mufflers on 
cars. Dual headlights where one | 
headlight is used as directional sig- | 
nal all raises price of car when 
fitted into expensive front fender 
that makes engine adjustments 
hard to get at for garage me- 
chanic who has to lie on front 
fender. 

When I want a passenger car 
1 want it passenger-car size. Not} 
truck-size or cheap construction | 
house-trailer size. Money with 
plant layoffs will keep people from 
ordering these unsafe egg-shell 
construction truck-size tin lizzies. | 

Willys is about the only one who 
uses heavier fender steel with the 
exception of the German VW car. 
Auto workers are not college- 
trained technicians. And need no 
$100 a week or $400-a-month salary. 
Eighty dollars a week is plenty 
when a lot of college-trained office 
help has to do it on $50 a week. 
That is below the $75.80 national 
weekly average.—RicHarp Dawson, 
Denver. 





do not solicit such business. They 
come voluntarily on the basis of 
what one man tells another. 

They will pay us as much as 
$150 more than they might have 
paid elsewhere. 

We saw one of our customers 
for the first time when he had 
600 miles-on his new car. He had 
been having all kinds of trouble, 
which was pretty hard for a trav- 
eling man to take. He was build- 
ing up quite a head of steam one 


sign and stopped. 

“If this is any indication of the 
quality of these new Pontiacs, 
I’m through with them!” he ex- 
ploded. “I’ve had 15 but this is 
my last!” 

” = * 
COULD have reminded him 
that he had not bought the 
car from me so he should com- 
plain to the dealer who had sold 
him the car. Instead, I looked 
into his problem and found seri- 
ous trouble with the car. Parts 


were ordered to replace the de- 
fective ones. This was done 
without charge to the owner. 


Of course he might have 
driven a tough bargain, so the 
selling dealer thought he could 
not afford to give the best serv- 
ice. However, that car should 
not have gone on the road 
without a more thorough 
checking. 

At any rate, our service made 
him a customer of ours. He lives 
25 miles away, but even comes to 
us for a lubrication job. We are 
quite confident we shall be sell- 
ing him Pontiacs for some time. 


Poole Buys Davis Buick 

Emmett Davis Buick Co., Ama- 
rillo, Tex., has been purchased by 
Joe Poole, Las Cruces, N. M. 


11 


Trans Continental 


Sells Two Firms 


DETROIT. — Trans Continental 
Industries, Inc., has sold its two 
Eastern subsidiaries and will con- 
centrate its hardware activities in 
its Detroit Hardware division, ac- 
cording to C. Lon Schneider, presi- 
dent. 

H. S. Getty Co., Inc., Philadelphia, 
and Window Controls, Inc., Mill- 
ville, N. J., were sold to a group of 
Philadelphia investors headed by 
Robert E. Wintz, Schneider said. 

Schneider said the increase in 
production at the Detroit division’s 
plant in Roseville, Mich., gives the 
company sufficient capacity without 
the Eastern facilities 
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Motors puts the 
Reader’s Digest 


(America’s No. I magazine ) 


behind the Rambler 


e 











(America’s No. 1 economy car ) 


32,000,000 people, including the 

best new-car prospects in your 
community, will be exposed to Rambler 
advertisements in Reader’s Digest 


Why did American Motors find 
the Reader’s Digest audience so 
important to automobile dealers? 
Because this magazine reaches not 
only more people, but more prime 
prospects for automobiles than any 
other magazine. Reader’s Digest is 
read by: 





e@ 31% of the people in homes where new cars are purchased. 
e 32% of people in homes where more than one car is owned. 
First in economy and resale value, Rambler is a natural for 
these prospects. Right now, American Motors is pre-selling 
them in Reader’s Digest, plus Life, Saturday Evening 
Post, Time, Newsweek, U. S. News and World Report, 


for Americans—More for Dealers, too! 





the Sunday Supplements—with consistent newspaper adver- 
tising—dominant radio coverage on “Monitor”—wide ex- 
posure on TV shows. 


Reader’s Digest is proud to be a member of this Rambler 
sales team . . . privileged to help bring the outstanding 
Rambler story to its 32,000,000 readers. 

Rambler dealers and Reader’s Digest will be working 
hand-in-glove to tell the hottest new-car prospects that only 


Rambler gives the best of both— 


1. American big-car room and comfort. 
2. European small-car economy and handling ease. 


Reader’s Digest will help Rambler dealers tell America: 
“This is the year to go Rambler!” 

AMERICAN MOTORS CORPORATION 

14250 Plymouth Road, Detroit 32, Michigan 
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TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 





Suspension Expert Looks at Air Springs 


HIS is the “age of suspension” 


in the auto industry but 


air suspension is not necessarily the last word in that 
age, according to William D. Allison, of Motor Research 


Corp. 


There are good reasons for listening to Allison and there 


are good reasons for expect-®——— 


ing him to be a little biased. 


A well-known figure in the 
industry, he has devoted the major 
part of the last 22 years to the 
study and development of suspen- 
sion systems while working at 
Hudson and Packard and as an in- 
dependent inventor. 
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Extra 


Allison is a key figure in this 
suspension age because he in- 
vented and still holds the patents 
on the Packard Torsion-Bar sus- 
pension, the introduction of which 
initiated the current surge of in- 
terest in suspensions. 

In any discussion of the subject, 


New-Car 





SEND FOR COMPLETE DETAILS NOW! 


LION OIL COMPANY 


A Division of Monsanto Chemical Company 


Dept. AN-L 
El Dorado, Arkansas 


Please send me complete information about Lion Nokorode, 


and how it can increase underbody coating profits. No 


obligation, of course. 
Name 


Street 
City. 














jing since 1935, 








LION OIL 


A Division of Monsanto 
Chemical Company 


Allison quickly explains that he in- | 
vented.and developed “interdepend- | 
ent torsion-bar suspension with 
automatic leveling.” 

This is his way .of acknowledging 
that torsion-bar suspension has} 
been in existence since 1912 and that 
torsion bars have been used with 
automatic leveling for several years. 


While working simultaneously as 
a project engineer at Hudson and 


|as a consulting engineer at Pack- 


ard, Allison combined these two 


| suspension concepts with interde- 


pendent springing—the use of one 
long spring for the right front and 
right rear wheels and another for 
the left front and left rear wheels. 


Allison, who has worked inter- 
mittantly on interdependent spring- 
feels that it 
definitely is superior to independent 
suspension (a separate spring for 


each wheel). 
= ~ * 


More Expensive 

E EXPRESSED the opinion 

that the only reasons it did not 
catch on more widely in the auto 
industry is that it is a little more 
expensive and that it is tied up by 
patents, mostly held by him. Ac-| 
cording to Allison, interdependent | 
springing can now only be found on 


| Maharsde 


UNDER-CAR SEALER AND SILENCER 


Undercoat each new car with Nokorode and reduce costly servicing 
of break-in period squeaks and rattles. The job costs you little, 
adds profit dollars where they count most. Undercoating, in your 
shop, builds profits both directly and indirectly. Many dealers 
“do it for free, 
keeping service shops relatively free of customers who tie up 
expensive personnel on non-profit body complaints. 


” 


reporting they save many 










Fristoe Remodels Dealership— 


Fristoe Olds-Cadillac Co. has finished remodeling its new and used-car facilities in 
North Platte, Neb. The large neon signs were installed as part of the remodeling 


program. 
leertain Packard and Citroen 
models. 

Discussing the trend in auto- 
motive springs, he said, “The in- 
dustry is now trying to provide 
soft springs with hard-spring 
characteristics — which largely 
consist of stability at high speeds. 
Some of the factories think 
they’re providing this kind of a 














times their cost by 


You need undercoating profits in your shop—but make sure your 
brand is Nokorode Under-Car Sealer and Silencer. Nokorode’s 
patented process results in a coating of greater density... 
coating uniquely tough. Heavy wet film thickness, such as is 
recommended for other nationally advertised brands, is abso- 
lutely unnecessary. Nokorode’s low-shrinkage actually gives equal 
or heavier dry-film thickness, added protection and higher 
sound-deadening efficiency with outstanding abrasive resistance. 
This gives you nine perfect jobs at the cost of six! 


MAKE MORE MONEY ON USED CARS, TOO 


Undercoating with Nokorode gives them new-car comfort and 
quiet— increases re-sale value. 


MADE UNDER THE PROCESS OF U.S. PATENT NO. 


2,393,774 


COMPANY 


EL DORADO, ARKANSAS 


* TRADEMARK OF MONSANTO CHEMICAL COMPANY 





ride with air suspension but I 
don’t think they’re doing it as 
well or as economically as they 
could. 

“Every spring system has a fre- 
quency of its own, ranging from 
rates of 70-to 40 in recent years. 
These rates refer to the number of 
vertical oscillations (bounces) which 
the vehicle makes when it’s springs 
are set off by vibrations.” 

Allison explained that this natu- 
ral frequency was constant regard- 
less of what kind of a road was 
being traversed and that the road 
only affected the height of these 
bounces. 

“Years ago,” he continued, “the 
engineers thought we had to stay 
in the low 70s to avoid nauseating 
people. The industry is now trying 
for a rate of 50-60; Packard had a 
rate of 40-50; I have worked with 
cars with a rate down to 30. 

“For the best ride, the front end 
springs should have a higher rate 
than the rear springs to guide the 
car through the dips of the road. I 
think that the compound rates of 
the interdependent springs perform 
this job better and give a better 
ride.” 

Allison said that, while most 
springs react similarly on quick 
and slow bumps, air suspension is 
unusual in that it gives a hard ride 
on a quick bump and a soft ride on 
a slow bump. 

* * > 


As for Air Suspension 


aaa that interdependent 
springing would likely be the 
next phase in the suspension pic- 
ture, he said that this phase could 
be ushered in in a Aurry if air sus- 
pension fails. 
Asked why he didn’t think air 

suspension was the answer, Al- 
| lison said, “This system will pro- 
duce service problems in an area 
| (suspension) that has been 

trouble-free for years. And the 

mechanics aren’t equipped to 

service this system because it’s 

a lab job. “Also, there’s a definite 

danger in that high-pressure 

tank.” 

“Basically, I think the torsion 
| bar with automatic leveling can do 
la better job for a lot less money.” 

In addition to the interdependent 
torsion-bar system, Allison also has 
patents on a level winding device 
for truck winches which he devel- 
oped in the Army, on several power 
steering developments and on other 
items. 

> > 


€ 
Inventors’ Status 


[pp SCUsSING the legal status of 
inventors, Allison said the re- 
turns to the individual depend on 
which of the following three situa- 
tions are extant: 

1. When the engineer is employed 
to invent a specific item. The com- 
pany owns this item completely. 

2. When the engineer is not 
hired to invent an item but the 
man does invent it on company 
time and at company expense. 
The company has “shop” rights 
to the item but the engineer owns 
the invention and can license 
other non-competing firms to 
manufacture it. These license fees 
usually run from 1 to 83 percent of 
the manufacturing cost of the 
item. 

3. When the engineer invents 
something not as a result of his 
duties and not at his employer's 
expense. This item belongs entirely 
to the engineer. 

“In the auto industry, however,” 
Allison said, “most firms claim any- 
thing an engineer invents belongs 
to the company. They usually ask 
the engineer to sign a card when 
he hires in, waiving all rights to any 
auto invention he may make while 
with that firm.” 
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AUTOMOTIVE WASHINGTON 








VW Case Seen as Test 
Of Territory Security 


By William Ullman 


Washington Correspondent 


HE first real court test 
security may be at hand, 
Capitol Hill. 


of the legality of territory 
according to legal opinion on 


The test could be the Government’s civil antitrust suit 


against Volkswagen of America, Inc., and its 14 U.S. dis 


tributors. Both auto pro 
groups in the Senate — the 
O’Mahoney and Monroney 


subcommittees—are said to con- 
sider the outcome of the suit | 
important to all dealers in this) 
untry. 

ian other things, the Justice 
Department complaint charges that | 
exclusive sales territories have been 
allocated to Volkswagen distributors 
and dealers. 

The importance of this aspect of 
the case was underlined in a state- 
ment by Assistant Attorney General 
Victor R. Hansen, 
head of the anti- 
trust division. 

Hansen said: 
“The type of ac- 





tivities charged in 
this suit have re- 
peatedly been 
held by the courts 
to violate the Fed- 
eral antitrust 
laws. Price fixing, 
territorial alloca- 

William Ullman tions and agree- 
ments not to deal in competitive 
products contravene the principles 
of our competitive economy and 
require vigorous prosecution under 
the antitrust laws.” 

Making the implications of the 
suit perfectly clear, Hansen added 
that “the antitrust division has re- 
peatedly taken the position that 
similar practices on the part of 
automobile manufacturers and deal- 
ers in this country would violate the 


antitrust laws.” 
- . - 


Tax Relief Seems Dead 


HE recent flood of bad news 

about tax cuts came from every 
conceivable source in Washington. 
Republican leaders in Congress, fol- 
lowing a day-long meeting at the 
White House, made it fairly clear 
that corporate income and excise 
taxes would have to be extended 
for another year next July to pay 
for the nation’s defense program. 

On the Democratic side, House 
Speaker Sam Rayburn, Texas 
Democrat, told a press conference 
that the outlook isn’t very favor- 
able for a significant tax cut next 
year. 

Rep. Wilbur Mills, Arkansas 
Democrat and a member of the 
House Ways and Means Commit- 
tee, not only threw water on tax- 
cut hopes in 1958, but hinted that 
relief might be delayed for a long 
time. 

The bluntest statements were 
made before the annual banquet of 
the National Assn. of Manufactur- 
ers. Vice-President Richard M. 
Nixon told the industrialists that 
“there obviously will not be a tax 
cut nor do we anticipate a tax 
increase.” 

Earlier in the NAM convention, 
four lawmakers —two Republicans 
and two Democrats—told delegates 
that there is little likelihood of a 
tax reduction next year either for 
corporations or individuals. 

Special tax relief for small busi- 
ness will get the most attention 
from Congress, but hope for ac- 
tual reductions next year grows 
more remote each day. 

While 250 organizations have 
asked to testify before the Ways 
and Means Committee in January 
on tax help for small business, the 
committee ted many more to 
ask for time. Evidently many 


British Diesel Maker 
On 2-Week U. S. Tour 


PETERBOROUGH, England. — 
M. I. Pritchard, deputy managing 
director of F. Perkins, Ltd., diesel 
engine manufacturer, is visiting 
the U.S. 

He plans to stop in New York, 
Detroit, Chicago, Toledo and Mil- 
waukee during his 14-day tour. 





groups have lost all hope for relief 
next session, and don’t care to 
waste their time talking about it. 


Trade Act Faces Fight 


HE NAM also heard Nixon 

reiterate the Administration’s 
plea for a five-year extension of the 
Reciprocal Trade Act. But Congres- 
sional spokesmen are predicting 
that the act will be extended for 
only one more year—and even that 
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limited extension will be fought 
hard. 


A Ways and Means subcommittee, 
headed by Rep. Hale Boggs, Louisi- 
ana Democrat, has been holding 
advance hearings on U.S. foreign 
trade policies, and it has heard 
warnings from several quarters that 
the U.S. could run into some stiff 
trade barriers abroad if it is not 
alert to possible dangers. 

One witness, J. Wilner Sundel- 
son, planning office manager of 

Ford Motor Co.’s International 

division, told the subcommittee 

that American business may 
eventually be frozen out of Euro- 
pean sales by high tariff walls. 

He was referring to a common- 
market proposal involving six West- 
ern European nations which he 
claimed would be “highly protec- 
tionist.” Sundelson predicted the 
nations would raise tariffs on goods 
from all nations not members of 
the pact. 

The witness said the eventual re- 
sult of the pact would be virtually 
to exclude U.S. manufacturers from 


the European market. 
= * 7 





Insurance Rate Hike Due 


ceusts will have to pay 
more for liability insurance in 
most states next year, according to 





William Leslie, general manager of 
the National Bureau of Casualty 
Underwriters. The Bureau is a rat- 
ing organization with a membership 
of 122 stock companies writing cas- 
ualty insurance, 

“The outlook is based, not on an 
opinion, but on stern economic 
facts,” Leslie said. “Reluctant as the 
insurance companies are to seek 
higher rates, there is ne alterna- 
tive.” 

Last year, he said, member 
companies of his bureau suffered 
a nationwide underwriting loss of 
7.9 percent on auto liability insur- 
ance. This meant that the claims 
and cost of handling them 
amounted to $107.90 for every $100 
in premium earned, Leslie said. 
Total loss, he added, was more 
than $64 million. 

This year there is a prospect of 
even greater, underwriting losses, 
according to the bureau manager. 
He said that the auto physical 
damage insurance business of his 
members also has been unprofitable. 

Leslie claimed that inflation has 


Plymouth for Williams 
Jack Williams Plymouth, headed 
by Jack Williams, has been ap- 
pointed a Plymouth dealer at 2555 
Grand, Kansas City. 








15 


played a major role in the auto 
insurance losses, but he also cited 
the greater frequency of claims as 
a factor. The number of claims per 
100 vehicles insured, he said, started 
rising in late 1955. 

* * * 


The Studious Sex 


N SPITE of GI on-the-job train- 
ing and college programs, the 
educational level of women workers 
in the U.S. is higher than that of 
men. The Census Bureau reports 
that, as of last March, the average 
woman worker had completed 12.1 
years of school, while the average 
male worker had finished only 11.3. 

* * > . 

e : 

Repossessions Rising = 
AY repossessions, 'a negligible 
problem for several years, are 
on the increase, according to the 
quarterly report of the Installment 
Credit Commission of the American 

Bankers Assn. 

The disturbing report said that 
40 percent of bank lenders report 
delinquencies rising and more than 
30 percent of the reporting areas 
“are experiencing an unusual in- 
cregse in repossessions.” 

The ABA commission reported 
that there is every indication that 
collections are getting tougher. 





INFRA-RED... 
and the 


CRITICAL 


SECO 


FSW 


DUNLOP 


Hi 


| 
i 


| 
| 
| 


| 


| 


| 
| 


tl 
Nh 


| 
I 


; 


| 


CS ————————  — ——— eae 
enema a - 
—— a — ee ES = 


eee 
Siisellpeeeetecieliaateteateretionsnencneneeeeneneneeeettiaaaannatal 


: 
| 
| 
I 


: 


Bae f | 


Ny 


' 
i 


t 
: 


| 
| 
| 


NDS 


| 


i 
| 


/ 
' 
; 


| 


! 


| 
at 


t 


| 


| 


! 
i 
| 


(i 


. 


| 


tl 


| 


| 


[ 


| 


i 


In the complex tire manufacturing process, there is a 
critical phase which, more than any other, determines 
the ultimate strength and life of nylon tires. 


At this point, through 


quick, penetrating heat 


a unique application of the 
of Infra-Red, Dunlop —and 


DUNLOP ALONE — imparts to nylon fabrics a “‘tem- 
pered strength” unapproached by conventional oven- 
heat methods. In 6 critical seconds, nylon casing fabrics 
are precisely stretched, heated and stabilized to increase 
the overall safety and superiority of Dunlop Tires. 


Asa result. ..a nylon framework of exceptional strength 
is provided for other specialized techniques and mate- 
rials which make Dunlop nylons so safe and econom- 








ical for passenger cars and trucks. 


Since 1888, Dunlop has written and rewritten tire 
history. Infra-Red...preceded by Dunlop’s invention 
of the pneumatic tire, low pressure tire, drop-center 
rim, Tension-Free Construction, and foam rubber 
cushioning ...is another outstanding Dunlop contri- 
bution to motoring comfort and safety. 


With such a background of “firsts”. ..supported by 
more than 100,000 employees, scientists, and tech- 


nicians around the world.. 


.you can be sure that 


Dunlop will continue to prove its leadership... exert 
its scientific influence on practically every product 


made from rubber. 


You're always a mile ahead with... 





DUNLOP 


DUNLOP TIRE AND RUBBER CORPORATION, BUFFALO 5, N.Y. 
Founders of the Pneumatic Tire Industry 
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Public Officials Held 
Key to Accident Curb 


Traffic accident problems must; deeply concerned about it and 


be solved by “sound and aggressive 
leadership” on the part of public 
officials, according to GM President 
Harlow H. Curtice, chairman of 
the President's Committee for 
Traffic Safety. 

Curtice said the citizens look “to 
their public offi- 
cials to give them 

. effective 
programs of en- 
gineering, en- 
forcement and 
education. 

“There is not 
widespread public 
apathy about the 
traffic accident 
problem,” he said, 
“nor opposition to 

H. H. Ourtice essential correc- 
tive measures. The great majority 
of people are aware of the problem, 








anxious for remedial action.” 
Curtice addressed the opening 

session of the Public Officials 
Traffic Safety Conference, spon- 
sored by the President’s Com- 
mittee for Traffic Safety. The 
committee is responsible for 
stimulating leadership and con- 
ducting a broad program of 
public information and organiza- 
tional activities. 

It was the first national confer- 
ence limited to public officials re- 
sponsible for traffic safety. Attend- 
ing were police authorities, judges, 
motor vehicle commissioners, high- 
way officials and others responsible 
for traffic safety on Federal, state 
and local levels. 

Purpose of the meeting was to 
evaluate traffic safety progress, es- 
tablish needs for action on a prior- 


ity basis and discuss means of 
gaining public support. 

Four. regional conferences for 
civic leaders will be sponsored 
next spring by the President’s 
Committee to discuss ways of 
building abil support for prior- 
ity needs indicated by the public 
officials. 

Curtice said there is impressive 
evidence of widespread and grow- 
ing public sentiment toward greater 
traffic safety. 

“The point is,” Curtice said, “that 
favorable public sentiment can be 
translated into effective public sup- 
port only when there is sound and 
aggressive leadership to mobilize 
and direct this latent force. The 
best device for achieving this is a 
citizens’ traffic safety organization 
in every state and community. 

“It is to you” the public officials 
were told, “that citizens’ groups 
must look for impressive demon- 


Toll-Road Link Studied 


Possibility of connecting the 156- 
mile Northern Indiana Toll Road 
and the 187-mile Illinois toll high- 
way system via the Tri-State High- 
way in Lake County and the King- 
ery Expressway in Illinois is being 
studied by officials of the two states. 





strations of competent performance 
with the means now at your dis- 
posal. And it is to you that they 
must look for a clear and reliable 
indication of what additional re- 
sources are needed to permit a 
more decisive attack on the prob- 
lem.” 
* + * 

‘Most Realistic’ Road Plan 
Promised in West Virginia 

West Virginia’s Gov. Cecil 
Underwood has announced that he 
will submit a “most realistic” high- 
way construction program to the 
1958 Legislature. He did not say 
how much it would cost nor how 


the program would be financed. 
Road Commissioner Patrick C. 


——y, 


ture and instruction material for 
teachers. 

The company said the film, “How 
to Drive on Snow and Ice,” is avai]. 
able for loan to the more than 
10,000 U. S. high schools that spon. 
sor driver-education classes. A 3% 
page teacher’s manual is sent free 


with the film. 


* ‘Prod Legislators 


On Traffic Safety, 
Citizens Urged 


Indecision of the American peo. 
| ple and state legislators on traffic. 


Graney has suggested a 10-year | law enforcement was blamed by 


program calling for $50 million in 
additional funds yearly. The State 
Chamber of Commerce has p 


| Dr. Marland K. Strasser, of the 
Association of Casualty & Surety 


ro-| Companies, for the nation’s high 


posed a $200 million highway bond | traffic toll. 


issue. 
* * * 


Course on Winter Driving 


Prepared for High Schools 


Seiberling Rubber Co. has joined 
with the National Safety Council to 
prepare a special winter course for 
high school driver-training classes. 
The course includes a motion pic- 





Precision Bearings 


.. PLUS! 





There’s more here for you 
than meets the eye... 


The red-and-black Federal-Mogul pack- 
age contains a lot more than bearings! 
Invisible, but highly valuable to you, 
are the service aids available through 


your jobber. 


literature and manuals containing spe- 


Federal-Mogul provides 


cific installation information. He also has 


FEDERAL-MOGUL 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. 


DETROIT 13, 


MICHIGAN 


SERVICE 





special bearing service tools that will 
make your job go more easily, quickly 
and surely. This. assistance is always 
ready for you—it was designed to help 
you toward better bearing service. Ask 
your Federal-Mogul Jobber! 


EDERA 


Strasser said: 

“This ridiculous ‘after you, Al- 
phonse’ routine could so easily be 
converted into a march forward to 
greater safety and happiness if our 
citizens, during election time as 
well as other times, would learn 
to ask their candidates ‘what are 
you going to do about traffic safety? 
How about working for an absolute 
speed law? Can we improve driver 
licensing?’ ” 

He said most legislators are sym- 
pathetic but are reluctant to act 
because they think “the people 
won't stand for it.” They also say 
“nobody at home asked me to do 
anything,” he added. 


Strasser pointed out that public 
opinion polls on a nationwide scale 
have shown that the public wants 
tough law enforcement. 


Safety Council 
In Pa. Opposes 
Hot-Rod Racing 


Unanimous opposition to hot-rod 
clubs and drag racing in Pennsyl- 
vania was voiced at the fall meeting 
of the Governor’s Traffic Safety 
Council held in Hershey. 


The Council also gave unanimous 
approval of a plan to give traffic- 
safety instruction to every State 
employe who drives a State-owned 
vehicle, and approved a proposal for 
development of a 10-year “blue- 
print” for improving traffic safety 
in the state. 

O. D. Shipley, director of the 
State Bureau of Highway Safety, 
said “experience in other states has 
shown that hot-rodding not only 
encourages young drivers to speed 
on the drag strips, but it also en- 
courages them to speed on their 
way to and from the strips.” 

The Council said the traffic- 
safety program also would be of- 
fered to all other State employes 
and the public. 


” > 
9 . 
97 Road Spending 
. - 
Tops $9 Billion 

The nation will spend about $9.1 
billion for highway purposes in 
1957, according to the U. S. Bureau 
of Public Roads. 

Regular Federal-aid expenditure 
will amount to $1.35 billion, the 
bureau said, which is about 76 per- 
cent more than in 1956. Capital 
outlay (construction and acquisi- 
tion of rights-of-way) will total 
about $5.77 billion, up $829 million 
over 1956. 

The bureau also reported that 
total highway receipts rose to $8.73 
billion for 1957, compared with $8.08 
billion in 1956. Highway-user im- 
posts climbed 7 percent to $4.24 bil- 
lion and are expected to show a 
greater gain in 1958 since several 
states boosted fuel taxes this year. 


Oregon Dealers, GMC Aide 
Honored for Safety Efforts 


truck and coach division zone 
service manager, have been hon- 
ored ww S the Inter-Industry Highway 
Safety Committee. 

Webb received a plaque for de- 
voting three months to promoting 
the voluntary vehicle-inspection 
program in Oregon 
ton. The association was 
for its part in financing and pro- 
perm the manpower for Portland’s 

cle inspection last May. 
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Backshop 


. + by Jack Weed 





Ww. WHO live in this automotive|is giving them more than lip serv- 


service business realize that 
the shortage of good mechanics and 
capable service managers is costing 
dealers and the factories millions 
of dollars each. year, but few firms 
are making a concentrated effort 
to do anything about it. 

It’s like a certain factory that 
was faced with a $1.5 million ex- 
penditure to correct a basic fault 
in an accessory option this past 
year because the purchasing de- 
partment tried to save 80 cents on 
a minor assembly that turned out 
to be a major headache. 

Men like Myrle St. Aubin and 
Paul MacDonald, of General Mo- 
tors; Phil Hopkins, of Chrysler, and 
Carl Doman, of Ford, who have to 
work with men and live with the 
results of dealer mechanics’ labor, 
have been preaching the need of 
doing something about both prob- 
lems for at least 10 years to my 
knowledge. 

Now, I understand, management 


All Makers Join 
In Service Hall 


Auto Firms’ Top Men, 
Dealers to Meet in Fla. 


ERVICE managers of all auto 

manufacturers in the U.S. will 

cipate in the Service Consulta- 

tion Hall at the 41st annual NADA 

convention in Miami Beach, Jan. 
11-15. 

In most cases, service managers 
of all divisions of Ford, GM, 
Chrysler, American Motors and 
Studebaker-Packard also will 
have their technical staffs and 
regional and Eastern and South- 
ern district representatives. 
Willys will not be represented in 
the Service Hall, but will have a 
booth in the Equipment Exhibi- 
tion. 

Representatives of Chrysler 
Corp.'s MoPar division and H. D. 
Hubbs, manager Ford division parts 
and service operations, will attend. 

Service executives who attended 
the first Service Hall at last year’s 
convention in San Francisco were 
enthusiastic over its results. The 

consultation sessions give dealers an 
opportunity to meet men they rarely 
see but often hear from through 
correspondence. 
” 





LAs year’s service consultation 
area was hidden away on the 
second floor of Civic Auditorium, 
but this year dealers will meet serv- 
ice experts in a tent adjacent to 
another tent housing the equipment 
exhibition. 

Although every service man- 
ager attending the convention last 
year was gratified at the number 
of dealers who found their way 
to the consultation area, they look 
forward to meeting many more in 
Miami Beach because of the 
greater accessibility of their area. 

In anticipation of this, auto firms 
have gone to considerably more ex- 
pense in designing attractive set- 
tings for their representatives, and 
dealers can count on finding at least 


one top man from each car maker 
(Continued on Page 20, Col, 1) 
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ice and agrees that something 
should be done. I am told that one, 
and maybe two, of the biggies is 
going to start some remedial meas- 
ures—which we will be telling you 
about shortly after the first of the 
year, I hope. 


* * * 


A Dealer Problem 


Bot the problem goes much far- 
ther and deeper than the fac- 
tories. Basically, it should be a 
dealer problem for he is the one 
who is injured most, both in dollars 
and cents and in prestige in his 
community. 


The results of the survey of sev- 
eral hundred letters of complaint 
sent in to the factories (which is 
the lead story in this service sec- 
tion) furnish a glaring example of 
why this is true. By far the greatest 
cause of complaints by the owner 
comes right back to a lack of 
“know-how” by dealer service de- 
partments. 

Perhaps it is unfortunate that 
the blame has to be placed on 
those who man the service de- 
partments, for in thousands of 
cases they are not to blame. 

Regardless of all the school and 
educational facilities placed at the 
disposal of dealer mechanics and 
service supervisors in the field, if 
the dealer is so shortsighted that he 
won't either let the proper man or 
men go to the school or pay their 
way while they are taking the 
course, the men can’t get the 
“know-how” they need to fix the 
customers’ cars right the first time 
they come in and thus retain the 
goodwill of the customer as well as 
show a profit to the dealer on the 
service performed. 
> * > 


Untrained Factory Reps 


Not that the dealers are wholly 
to blame here either. 

To be absolutely honest and 
forthright, there is the case of the 
“blind leading the blind.” I know 
of more than one factory that puts 
boys out in the field as district 
service representatives without giv- 
ing them the instruction the fac- 
tory provides for the dealers me- 
chanics in its own schools. 

I can’t for the life of me under- 
stand how a boy who never has 
had any basic mechanical train- 

‘Continued on Page 23, Col. 1) 





Study Shows Brushoffs, 


Lack of ‘Knowhow’ Cause 
Most Customer Anger 


(Copyright, 1957, by Automotive News) 
HAT makes the auto cus- 
tomer so angry that he 

yells to the factory? 
An analysis of complaints 
shows that they fall into 


eight categories, with these two 
covering a large majority: 

1. Lack of knowhow on the part 
of the dealer’s service force to either 
diagnose the cause of the trouble 
or to fix it—39.3 percent of the com- 
plaints, 

2. Giving the customer the feel- 
ing that he was getting the brush- 
off—31.4 percent. 

(In some cases, of course, the 
brushoff can be traced to the deal- 
er’s feeling that he will have diffi- 
culty in collecting from the factory 
unless he drags his feet until he 
gets a specific OK for the work 
from the factory.) 

+ +. = 
aa that many of the cur- 
rent ills of.automobile retailing 


lie in the loss of faith in the aver- 
age dealer by the public, Automotive 
News asked each car maker to co- 
operate in a survey that would in- 
clude checking 100 late complaint 
files that had been finalized. 


Strangely enough, no factory had 
ever analyzed the complaints from 
the standpoint of what caused the 
customer to write. Their analysis 
had been along product lines mainly 
and so they were somewhat in- 
trigued in finding the answer to the 
questions asked. 

Despite the fact that each fac- 
tory executive realized that such 
@ survey would show up cases 
where the factory had been at 
fault, the cooperation extended 
was commendable. Manufacturers 
realize that this “loss of face” is 
costing every one in the industry, 
dealer and factory alike, a great 
deal of money. 

When all factories decided to pay 
100 percent of labor on warranty 
and policy claims, it was thought 





There's a Reason for the Smiles— 


Robert T. Kosten, jobber sales manager, Fram Corp. (center), is shown congratulating 
H. C. McTyre, Clarksdale, Ga. (left), and Joe P. Suris, Atlanta (right), winners of 
1957 Lincoins in Fram's $110,000 contest for automotive parts dealers and wholesale 
salesmen. McTyre was one of six who most closely estimated Fram's original equip- 
ment filter shipments in the 12 months ending Nov. 30, 1956. Surls, a wholesale 
salesman, received a duplicate prize for processing McTyre's winning entry. 


NAD Equipment Show Is Sellout 


Graces in the NAD Equipment 
Exhibition, to be held in con- 
junction with the annual NADA 
convention in Miami Beach Jan. 
11-15, has been sold out for more 
than a month, according to conven- 
tion officials. 

Eighty service and accounting- 
machine manufacturers will ex- 
hibit their latest wares in the 184 
booths at a “tent show” adjoining 
the Miami Beach Municipal Audi- 
torium, where all NADA meetings 
will be held. : 

In addition to the exhibition tent, 
there will be another canvas shelter 
housing conference areas for serv- 
ice managers of all auto firms and 
their technical assistants. 

Because a new exhibition build- 
ing is being erected on the site 
formerly used for the exhibition 
tent, the exhibition and conference- 
area tents will be in the parking 
area to the rear of the auditorium. 
They will be easily accessible from 


the auditorium through doors at the 
rear of the building. 
* *~ = 


7 equipment exhibition will 
open the Saturday morning pre- 
ceding the start of the convention 
and will run until the end of the 
convention, 

Two service clinics will be held, 
one Saturday afternoon and the 
other Sunday afternoon. Experts 
will discuss service and sales 
problems that should be of great 
interest to dealers operating un- 
der highly competitive conditions. 

One of the industry’s top factory 
used-car managers will discuss ap- 
pearance conditioning of used cars 
and there will be daily demonstra- 
tions on how to prepare a used car 
for quick andrprofitable sale. ; 

At least two “half finished” cars 
will be on exhibit—with one side as 
it was when the car was brought in 
and the other renovated and ready 

for sale. This should give dealers, 





service managers and the dealer’s 
used-car managers a clear-cut pres- 
entation of how to do this most 
important job properly and at low 


cost. 
* * 


* 
Clinic Speakers Listed 

PEAKERS at the first service 

clinic at 2:30 p.m. Saturday, Jan. 

11, include: 

Charles B. Tutan, chairman of 
the NADA convention commit- 
tee, who will preside. 

John A. Williamson, who heads 
his own sales training, planning and 
counseling service, He will speak on 
“Selling Service.” 

John H. Lander, president of Lan- 
der Motors (Dodge-Plymouth), At- 
lanta, who is recognized through- 
out the industry as the operator of 
one of the most 


that this would greatly reduce com- 
plaints from the field. 


It was felt by most factory men 
that, when dealers were able to 
make their full and normal service 
profit on taking care of warranty 
work, the customer would get the 
benefit. It would tend to restore a 
great deal of the lost good will to- 
ward both the dealer and the prod- 
uct, they thought. 


* * > 


Complaints, Costs Rise 


NSTEAD, with most every fac- 

tory. the complaints and the war- 
ranty costs have increased percep- 
tively. 


Why was this so? 


Automotive News felt that dealers 
would like to know the reason. 


The question of what happened 
that made the customer so angry 
that he would write the factory in 
desperation was asked. There was 
no concern with the mechanical 
cause of the trouble but in the 
human action, wherever it hap- 
pened, that cause the complaint. 


Automotive News was interested 
in finding out if this consistantly in- 
creasing number of complaints and 
rising costs of warranty work was 
the result of the changed buying 
habits of the public or resulted 
from something that was happening 
in the retailing of vehicles that 
should be brought to the attention 
of the entire industry. 

A study of the hundreds of “fin- 
ished complaint files” that were fur- 
nished, may well throw some 
definite light on a number of things 
that should be corrected before the 
industry can hope to return to a 
market that does not encourage 
buyers to use the same practices in 
buying cars that they do in buying 
groceries or drugs. 

* = > 

GOAL of the study was to find 

out if the complaints indicated 
that the public had reached a point 
where it placed no value on good 
service or whether the service of- 
fered was as bad as the public has 
come to believe it is. 

A very high percentage of the 
complaints were found to stem 
from poor or lax preparatory 
service given the car in the new- 
car “make ready.” Things were 
“sloughed” that quickly came to 
light as trouble to the new owner. 

Of course, everyone will agree 
that many of the things that the 
dealer is supposed to catch and cor- 
rect in his “make ready” should 
never reach the dealer in the first 
place. 

But few, if any, makers have been 
able to provide a quality-control 
program that doesn’t let many slips 
get to the shipping dock. It is to 
correct these slips that the dealer 
is paid for the preparatory service. 

* 7 


Yet Thousands Succeed 


ANY dealers say they can’t do 
the required “make ready” for 
the price that is allowed. Yet thou- 
sands of dealers are preparing the 
cars they sell successfully and as a 
result the complaints from their 
owners are at a minimum. 
But once the car with a defect, 
or an imagined defect, gets into the 
hands of the owner, what happens 


— service 
operations. He will s on “Visual | to make the customer see red? 


Inspection and Increased Service 
Sales.” In 1953 Lander placed sec- 
(Continued on Page 18, Col. 1) 


The survey shows that 39.3 per- 
cent of the complaints and re- 
(Continued on Page 21, Col, 1) 
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Miami Exhibition Opens i BE bee 


NAD Equipment Show Is Sellout 


(Continued from Page 17) 


ond in the annyal Brand Names 
Foundation National Retailers Com- 
tion. 

Charles A. Klaus, director and 
sales vice-president of Maremont 
Automotive Products, Inc., Chicago. 
He will close this session speaking 
on “Muffler Service and Profit.” 

* * * 


a. used-car period which fol- 
lows the service session will fea- 
ture a talk by Charles C. Freed, 
president of Freed Motor Co. 

to-Plymouth), Salt Lake City, 
on “Used Cars and Over-all Dealer 
Management.” 

H. L. Galles jr. president of 
Galles Motor Co. (Cadillac- 
Oldsmobile), Albuquerque, N. M., 
who will preside at the session, will 
follow with a talk on the “NADA 
Used-Car Guide and Its Part in 
Used-Car Selling.” 

Closing the meeting, Clarence 
J. Staufenbeil, used-car manager 
of Cadillac, will talk on “Used- 
Car Appearance and Recondition- 
ing.” 


Ever notice how women are 
open to suggestion when it comes to 
car care? Sell a woman top-quality 
Castrol Motor Oil, and you’ll find she’s 
a pushover for quality all the way. Extra 
service, extras in TBA. And because you 
give her the quality she wants—Castrol Motor 


Oil and the rest—she’ll come back regularly. 


We're telling them ASK FOR CASTROL 
in signs, posters, mailing pieces, radio advertising— 


to build high-quality, high-profit business for you! 


The Masterpiece in Oils 


Ask your CASTROL distributor or write for 
the nome of distributor nearest you: 


CASTROL 


75 WEST STREET, NEW YORK 6, N. Y. 
.A Division of the Wakefield Group... 


attracts the sweetest 





Hill, Pa., on “Controlling Shop Ex- 
pense.” 


Exhibitors Nene’ 


i aainerons in the Equipment 
Exhibition will have representa- 
tives in their booths to discuss 
problems with dealers and service 
managers. Exhibitors and booth 
numbers follow: 

Alemite, booths 41, 42; Ameri- 
can Finance Conference, Inc., 
booth 69; Ammeco Tools, Inc., 
booths 58, 59, 60; Arndt-Palmer 

| Laboratories, Inc., booth 180; Aro 
Equipment Corp., booths 70, 71; 
Automotive Equipment Mfg. Co., 
booths 74, 75, 76; Automotive Mar- 


Staufenbeil, one of the industry’s 
top authorities in this field, is not 
all theory. He does the job himself 
to make certain that the procedures 
he advocates are workable and can 
be done within a time limit dic- 
tated by cost, 


* + > 


Second Clinic Jan. 12 


SON will preside over 

the second service clinic in the 

auditorium Sunday afternoon, Jan. 

12, and will give-the second part of 
his Selling Service talk. 

Jack Hayman, DuPont mer- 
chandising manager, will speak 
on “The Potential Profits in Tire 
Merchandising.” ket Report, booth 139. 

Philip B. Hopkins, director of| Automotive News, booths 61, 62; 
service development and training| Auto Warranty Co., booths 35, 36; 
for Chrysler Corp., will give some| Barrett Equipment Co., booths 120, 
advice on the “Recruiting and/121, 122, 123; Bay Mfg., booths 26, 
Training of Mechanics,” a subject | 27, 28; Bear Mfg. Co., booths, 134, 
on which he has been recognized | 135, 136; Benmatt Organization, Inc., 
as an expert for many years. booth 44; Big Four Industries, Inc., 

Closing this session will be a talk | booths 67, 68; Bishman Mfg. Co. 
by David Reese, president of the| booths 124, 125. 
David Reese Oldsmobile Co., Drexel Blackhawk Mfg. Co., booths 148, 





CASTROL 


customers! 


OILS, Incorporated 


| 








At Cadillac Service Sebdiasiiedns 


Cadillac recently held its 1958 National Service Conference at the General Motors 


Training Center in Detroit. The conference 


was attended by district, zone, and branch 


ports and service managers, and was conducted by executives from the Cadillac 
service, production, engineering and inspection departments. The conference is shown 


in session at the training center. 

149, 150, 151; Borroughs Mfg. Co., 
booths 152, 153; Bostrom Mfg. Co., 
booth 169; Robert W. Brown Co., 
Inc., booths 10, 11; Burroughs Divi- 
sion, booths 7, 8, 9; California Car 
Wash Systems, Inc., booths 142, 143; 
Choldun Mfg. Co., booths 47, 48, 49; 
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Cedar Rapids Eng. Co., booths 181, 
182. 

Customer Control, Inc., booths 
50, 51; Bert Doane, Inc., booth 73; 
Douglas Co., booth 132; Dry Clime 
Lamp Corp., booths 45, 46; Allen 
B. DuMont Labs., Inc., booths 
127, 128; E. I. duPont de Nemours 
& Co., booths 166, 167, 168. 

Encyclopaedia Britannica, booth 

40; Executone, Inc., booths 183, 184; 
Globe Hoist Co., booths 52, 53; Jack 
P. Hennessy Co., booths 89, 90; 
Heyer Industries, Inc., booths 103, 
104; Ernest Holmes Co., booths 170, 


| 171, 172; Homestead Valve Mfg. Co., 


booth 87. 

Hunter Engineering Co., booths 
16, 17, 18; Inland Mfg. Co., booths 
33, 34; Inter-Communication 
System of America, booths 54, 55; 


| Joyce-Cridland Co., booths 4, 5, 6; 


Kansas Jack, Inc., booths 109, 110, 
137, 138; Kendall Refining Co., booth 


|79; Kent-Moore Organization, Inc., 
| booth 3; Lathem Time Recorder Co., 
| booth 81. 


Lempco Products, Inc., booth 
163; Carl W. Lindell Co., booth 24; 
Local Trademarks, Inc., booth 72; 
Manley Division, booth 164, 165; 
Master Addresser Co., booth 91; 
Miller Mfg. Co., booths 118, 119; 
Mirror Bright Polish Co., booth 
178. 

John E. Mitchell Co., booths 160, 
161, 162; National Bonded Cars, Inc., 
booths 115, 116; National Cash Reg- 


| ister Co., booths 63, 64, 65, 66; Na- 


tional Market Reports, Inc., booths 
130, 131; NAD Used Car Guide Co., 
booths 22, 23; Norick Brothers, Inc., 
booths 105, 106, 107, 108; Norgren- 
Stemac, Inc., booths 77, 78; H. K. 
Porter, Inc., booth 114. 

Prudential Insurance Co., booth 
126; Regan Film Productions, Inc., 
booth 80; Reynolds & Reynolds Co., 
booths 12, 13, 14, 15; Rocket Equip- 
ment Corp., booths 156, 157, 158, 159; 
Bill Scott & Associates, Inc., booth 
43; Shure Mfg. Corp., booths 19, 
Staput Cover Co., booth 
133; Stokes Tax Controls, Inc., booth 
117. 

Sun Electric Corp., booths 140, 
141; Sun Oil Co., booths 173, 174, 
175; Systems Co., booth 39; Up- 
holstery Leather Group, Inc., 
booths 37, 38; U. 8S. Washmobile, 
booths 94, 95; Van Norman Auto- 
motive Equipment Co., booth 25; 
Weaver Mfg. Co., booths 111, 112, 
113. 

W. L. Webster Mfg., Ltd., booth 
179; Weld-Built Body Co., Inc., 
booths 176, 177; John Williamson 
Co., booth 56; Willys Motors, Inc., 
booths 1, 2; John E, Wolf Co., booth 
57; MoPar Division, Chrysler Corp., 
booths 96, 97, 98; International 
Chemical Laboratories, booth 129; 
This Week Magazine, booth 100; 
Registered Tested Cars, booth 144; 
M & H Laboratories, booth 99; 
American Rayon Institute, booths 
82, 83, 84, 85, 86; American Viscose 
Corp.,. booths 101, 102, and Edmund 
J. Wudel Mfg. Co. 


Chrysler Corp. Honors 


4. at Baltimore Deal 


BALTIMORE. — Chrysler Corp. 
has honored three members of the 
service department of Glendale 
Motors, Inc. (DeSoto-Plymouth), 
here for three years’ participation 
in the Master Technicians Service 
Conference, an advanced automo- 
tive service program. 

They are Lloyd C. Nelson, Lloyd 
Stine and Walter Morsey. Walter 
E. Henderson, Glendale service 
manager who conducts the con- 
ference, received a special award. 
It was the fourth time Henderson 
has been so honored. 
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Newspapers from coast-to-coast 
ee CCAM eR UME LTRS 
Du Mont EnginScope 


eT ta meek 
for mailing to your customers 


Du Mont-supplied newspaper mats for 
PUT eth A ee 


Te tm kao Lae Lg 
windows and doors pull in the customers . 
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your customers know!) 


in selling 


TSS aes td ae ae 
your ad on every customer's car 


#& ~ IE ~ oy a > : > 
* Du Mont-supplied outdoor banners — 

7 o for your place of business tie you in with 

the biggest news in automotive servicing ... 


The most amazing development in automotive 
servicing —the Du Mont EnginScope extends your 
shop time by trouble-shooting fast, accurately 

and easily. Your customers know that the 
EnginScope is the sign of the well-equipped shop— 
all you’ve got to do is tell them you have one 

and your business will grow and grow... 


AUTOMOTIVE EQUIPMENT DEPARTMENT AN-12 
Allen B. Du Mont Laboratories, Inc., 760 Bloomfield Ave., Clifton, N. J. 


(J Arrange a demonstration at my convenience 
CJ Send complete details 


I iinapiicetieitpnecrncineeigiiatielieastsinnsbie 
COMPANY. 
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Service Hall Lures Experts 


Dealers Will Meet Manufacturers’ Top Men 
In Florida Consultation Sessions 


(Continued from Page 17) 


at its area from the opening of the 
exhibition until the closing of the 
convention. 

More than 21,000 square feet will 
be devoted to this feature, and all 
companies have made extensive 
plans to set up their areas as com- 
fortable and attractive executive 
lounges and consultation quarters, 

> +. > 


Representatives Listed 


a who have announced they 
will attend and their hotel head- 
quarters in Miami Beach are: 

American Motors—(Roney Plaza) 
—C. M. Tillinghast, general parts 
and service manager; J. S. Krider, 
parts-service promotion; K. E. 
Kuehl, Kenosha plant quality engi- 
neer; J. J. Layton, Atlanta zone 
parts-service manager. 

H. S. Luman, Atlanta zone 
parts-service representative; R. 
M. MacCulley, shows-exhibits 
manager, and J. R. Leonard, 
Eastern division parts-service 
manager. 

Chrysler Corp.—C. T. McClure, 
Chrysler division service director 
(Saxony); R. W. Utley, DeSoto serv- 
ice director (Algiers); W. M. Spen- 
cer, Dodge service director (Roney 
Plaza); C. J. Cutler, Plymouth serv- 
ice director (Saxony); T. E. Water- 
fall, MoPar president (Saxony). 

L. M. Brucker, service 
development-training staff (Sax- 
ony); P. J. Burke, Miami service 
representative, Dodge; F. J. De- 
Brodi, MoPar Eastern zone man- 
ager (Saxony); H. E. Hall, DeSoto 


Nationwide Program Trains 


Chevrolet Mechanics on °58s 


DETROIT. — An extensive train- 
ing program gave Chevrolet dealer- 
ship mechanics special service and 
maintenance instruction on the 1958 
car long before the new models hit 
the showrooms, according to E. L. 
Harrig, general service manager. 

Further sessions now are being 
held across the nation and will 
cover some 10,000 retail mechanics 
when concluded. The training pro- 
gram began early in October, when 
dealership service managers at- 
tended one-day indoctrination 
courses at the 30 General Motors 
Training Centers. 


FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 


@ Relieve Your Inventory! 
@ Step Up Sales Volume! 


® Pian on Steady Business! 


OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 


Cers Are Located 
Ia Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Nationwide Automotive Leasing 
Service 


service representative; T. F. Hen- 
derson, Atlanta regional service 
manager, Dodge. 

Cc. W. Hofmann, 
gional service manager, DeSoto; 
P. B. Hopkins, service develop- 
ment-training director (Saxony) ; 
R. F. Horan, MoPar Southern 


General Tire.to Build 


| Minneapolis Warehouse 
MINNEAPOLIS.—General Tire & 
| Rubber Co. will build a $250,000 
office and warehouse in suburban 
Golden Valley. William Hempel, 
division manager, said the com- 
| pany’s operations will be moved 


Atlanta re- | 


| from its present location at 2402 


| University Ave., St. Paul. 

| The new building will serve as 
headquarters for the Twin Cities 
division, which covers the five-state 
area of the Upper Midwest. Com- 
| pletion of the 32,416-square-foot 
building is scheduled for May, 1958. 


zone manager; R. E. Johnston, 
Plymouth area service manager 
(Saxony); J. J. Jordan, Atlanta 
regional service manager, Chrys- 
ler. 
| R. H. Kline, Dodge field manager 
(Roney-Plaza); R. W. McAda, 
MoPar assistant wholesalé sales 
manager (Saxony); J. H. Maxwell, 
Atlanta regional service manager, 
| Plymouth; W. L. Miller, Charlotte 
(N.C.) regional service manager, 
Dodge. 
| J. D. Morton, service develop- 
ment-training (Saxony); E. J. 
O’Rourke, Miami district service 
representative, Chrysler; S. J. Wall, 
MoPar wholesale sales manager. 
* € + 
| yew MOTOR CO.—C. T. Doman, 
(Fontainebleau); H. N. Johnson, 
Edsel service manager (Seville); E. 
D. Longnecker, Lincoln - Mercury 
service manager (Fontainebleau); 
G. Adams, Ford southeastern re- 
gional service manager (Barcelona). 
G. E. Brown, Ford division as- 
sistant service manager (Barce- 
lona); J. Campbell, Ford North- 
eastern regional service manager 
(Barcelona); D. Conilla, L-M as- 
sistant service manager (Fon- 
tainebleau); G. W. Dixon, L-M 
parts-service sales manager. 
E. A. Erickson, L-M parts-service 


Ford division service manager | 


operations manager (Fontaine- 
bleau); L. N. Frazier, Ford district 
sales manager (Seville); J. A. Gun- 
dry, Edsel assistant service man- 
ager (Fontainebleau); H. D. Hubbs, 
Ford division parts-service opera- 
tions manager (Fontainebleau). 

R. Lampe, Ford Southwestern re- 
gional service manager (Barce- 
lona); C. L. Burleigh, Ford division 
service department (Barcelona); B. 
E. McCane, Edsel service depart- 
ment (Seville). 

General Motors—M. Phillips, 
Cadillac service manager (Ameri- 
cana); E. J. Krause, Buick serv- 


\¢ 


ice manager (Sea View); W. Jd. | 


Buxton, Oldsmobile general serv- 

ice manager (Sea View); H. Jd. 
Hales, 
(Sea View); E. L. Harrig, Chevro- 
| let service manager (Eden Roc). 

J.C. Marek, GMC Truck & Coach 
service manager (DiLido); Myrle 
E. St. Aubin, GM service section 
| director (Sea View); T. A. Dykstra, 
| service section technical manager 
| (Sea View); P. E. McDonald, GM 
| training center manager (Sea 
| View). 
| Studebaker-Packard Corp.— (Sans 
Souci)—R. B. Bender, general serv- 
| ice manager; E. J. Challinor, assist- 
| ant general service manager; J. C. 
Sheppard, Eastern regional service 
manager. 


Pontiac service manager | 


|Service Information— 


E. C. kLeftly, left, overseas represento- 
tive, and H. E. Anderson, right, service 
representative, both of Ford Motor Co., 
Ltd., Dagenham, England, explain latest 
service procedures to J. W. Lovelace, 
service representative, Ford International 
division. Leftly and Anderson are conduct- 
ing a training course for English Ford 
service personnel in the Los Angeles area. 
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Causes of Buyer Anger Studied 


(Continued from Page 17) 


ports from factory field men indi- 
cate that they are caused by lack 
of knowhow by the dealer’s serv- 
ice force to either diagnose the 
trouble or to correct it. 

Or someone in the service depart- 
ment has become “teed off” at the 
customer and deliberately given him 
the “run around.” 

This may happen because the 
service manager or the mechanic 
does not wish to admit he is unable 
to make the “fix” and call on the 
district service representative for 
help. Or he may be afraid that his 
dealer will not be paid for the war- 
ranty service. 

* = = 

.— service department may also 

be short of the required man- 
power to take care of the regular 
customers and still do the extra 
work called for by such cases. Or it 
may be just a case of someone in 
the service department who doesn’t 
know how to handle the customer 
properly. 

At least, the largest number of 


complaints seems to stem from 
improper handling in the dealer’s 
service department. 

The second largest number of 
complaints, 31.4 percent, indicates 
improper handling by the dealer 
himself or the dealer’s sales man- 
ager. 

Either they are prone to give the 
customer who complains the brush- 
off, promise that they will get the 
needed part and promptly forget 


}afraid that the factory won’t honor 
the warranty claim and so try to 


is out of warranty. 
* * 


An Increasing Problem 


bes third largest number of com- 
plaints seems to stem from 





Dealer Honors Employes 


DALLAS. — W. D. DeSanders, 
president of Lone Star Cadillac Co., 
presented service awards to 22 em- 


Lone Star Cadillac for from three 
to more than 15 years. 





about it or perhaps they, too, are | 


dodge doing the work until the car} 


ployes. The latter have been with) 


something that has always been 
with us but has grown in impor- 
tance during the last few years. 

Fully 9.4 percent of the com- 
plaints comes from owners who 
have moved from one location to 
another or who bought a car from 
a dealer located too far away to go 
back for service. 


Included in this category are 
those who bought from a dealer 
who went out of business before 
the warranty expired. 

These are the unfortunate owners 
who are caught in the “wringer,” 
|usually through no fault of their 
| own. 


Even the customer who buys 
from a dealer too far away is led 
to believe that any dealer in his 
make of car can and will take care 
of his service needs. Many find they 
| might as well buy an orphan, judg- 
| ing from their letters. 

* * > 
|",HEN there is the group who 
want “something for nothing”— 
17.9 percent of complaints checked 
|indicate that the owner has made 





Want stockholders? 


eae Noses reaches more stockholders than 


any other New York morning or evening newspaper ! 


Stockholders are dividend-spenders and 
luxury buyers. And The News is read by more 
of them than any other New York newspaper— 








A bicycle has the right of way 
over an automobile in Guatemala. 


excessive demands on the servicing 
dealer. 

Some of these are out and out 
“chiselers,” the “gimme” boys who 
are out to get all they can for 
nothing. 

Then there is the customer who 
bought a car beyond his means, 
with back-breaking monthly pay- 


capable of buying the upper price lines, better 
merchandise, the choicest items—are fine 
customers for everything you have to sell. 


And The News is their favorite medium! 


30,000 more than the 


World-Telegram & Sun 
70,000 more than the Times 
140,000 more than the 


160,000 more than the 


210,000 more than the Mirror 
230,000 more than the Post 


Stockholders have plus-spending power, 
extra checks for consumer purchases, are 


Herald Tribune 


Journal American 


The News also gives more bondholders, 
more $10,000 and up incomes, more two car 
owners, more families with children, more 
home owners, more customers for quality 
merchandise and volume! 

In the nation’s largest and richest market, 
The News with more than 4,780,000 readers 
daily reaches more of the wealthy and higher 


incomed—gives most sales in every bracket, 


The [of News, New York’s Picture Newspaper... 


with more than twice the circulation, daily and Sunday, of any other newspaper in America... 


including the upper! Ask the nearest News 
office for all the facts. 
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ments. When he needs som main- 
tenance service before his car is 
paid for, he hasn’t got the money 
to pay for it. So he tries to “work 
the angles.” 

Another 4.8 percent of the com- 
plaints indicates that the owner was 
held up for weeks on a repair job 
due to lack of parts or because the 
factory had not gotten the “fix” for 
a chronic complaint out in the field 
fast enough. 

This usually happens on new- 
model cars soon after announce- 
ment and, while the factory mani- 
festly must take most of the blame 
for these, many of the customers 
could have been handled in such a 
manner that they would realize the 
dealer was not at fault. 


Service Shunned by Some 


aan are some dealers who just 
aren’t interested in service and 
would be happy if they never saw 
a& new-car customer after he has 
taken delivery. Customers of such 
dealers sent in 3.1 percent of the 
complaints. 

And then there are those cus- 
tomers who have been oversold, 
either by advertising or some 
salesmen, on the premise that the 
car would do things that engi- 
neers have not been able to ac- 
complish to date. 

When his car does not come up to 
the claims made, the customer is 
sure the dealer is trying to dodge 
his responsibility. 

Usually this customer is not a 
“hair brain” as many seem to think 
but does take a lot of working with 
and demonstration to convince that 
he has not bought a “lemon.” 

= * aa 


(THERE are those who have been 
told things by the dealer, the 


| Service manager or the factory rep- 


a who calls on him that 
make the customer think that 
has been “stung.” = 

Another 1.7 percent of the com- 
plaints checked seem to fall in this 
category. 

Usually loose and un 
talk does the trick of 
these customers feel they have 
been sold down the river. 7 

An instance of this is seen in one 
owner who said the factory repre- 
sentative had told him that the 
problem in his car was chronic and 
that the factory engineers hadn’t 
been able to correct it. 


Shows Lack of K newhow 


AN EXAMPLE of the type of 


complaint that shows lack of 
(Continued on Page 22, Col. 1) 


When business threatens 


ee to interfere with your 


plans to vacation at 


.-- give up business! 


Boca Raton, Florida 


Stuart L. Moore, President 
Robert B. Leggett, Manager 


Send for 
free folder. 


AMER- STAGE 
805 East 134 St. 
Bronx 54, N. Y. 
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Causes of Buyer Anger Studied 
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knowhow in the dealer’s service de- 
partment came from a man who 
had bought the third car of the 
same make, 

He complained that he had had 
his car in the service department 
four times and the car acted worse 
after the fourth fix than it did when 
he first drove it. 

The field man sent out on this 
complaint reported that the zone 
assisted in the correction of the 
malfunction and that the owner 
was entirely satisfied. 

The field man commented that 
despite the inability of this service 
department to correct the complaint 
on four previous occasions, the 
dealer did not request assistance 
obviously needed from his district 


office. 
* * + 


A» that is why car factories run 
schools on new products, run 
refresher courses for dealer me- 
chanics and have men in the field. 
They are all there to help dealers 


owners and to help keep the prod- 
uct sweet in the dealer’s area, 

The following letter (with dele- 
tions) indicates how easy it is to 
switch a thoroughly disgruntled 
owner to a satisfied customer. 

In this case an order writer in 
the employ of the selling dealer 
had “shoved” this customer 
around to the point where, in ad- 
dition to writing the factory and 
venting his spleen against all 
dealers and the product, he would 
not even go back to the original 
dealer’s shop for needed service 
to correct his trouble. 

Addressing his remarks to the 
service manager of this factory, the 
customer wrote, “I certainly do ap- 
preciate your prompt reply and 
action to my recent letter. Your 


School Aided by Dealer 
MIAMI.—Ungar Buick Co., Miami, 
has donated about $3,500 worth of 
automotive equipment to Miami 
Technical High School for use in 





make satisfied customers out of | mechanical courses. 


(field rep) has contacted me and 
made arrangements for the servic- 
ing of my car at another dealer. 


“I am most satisfied with the way 
this dealer has handled my prob- 
lems and his cordial attitude is 
about as different from my previ- 
ous experience with another dealer 
as you could get and still stay in 
the same league. 

+ * * 


Field Rep Draws Praise 


“WOULD also like to commend 
to you your (field rep) of this 
district. He has been most kind and 
interested in adjusting my com- 
plaints and has done much to alter 
my original feelings regarding the 
purchase of my car. 
“You should be proud to have 
him on your staff. 

“I would also like to commend 
you personally for the promptness 
and interest in which your com- 
pany corrected the defects in my 
new car. Perhaps there is some 
hope for the automotive industry 
after all, although I still can’t re- 





Driver, Vehicle Exams 
Proposed for Nebraska 


LINCOLN, Neb.— Compulsory 
periodic inspection of motor 
vehicles and periodic reexamina- 
tion of all drivers were among 
suggestions made at a Nebraska 
traffic safety conference in 
Lincoln. 

A State law requiring a driver 
to pass an examination every 
time his license is renewed was 
suggested by L. S. Harris of 
Washington, executive director of 
the American Assn. of Motor 
Vehicle Administrators. He pro- 
posed that each license be valid 
for three or four years. 





sist a shot at the average auto- 

mobile dealer. 

“Maybe a militant attitude in 
overcoming bad habits auto dealers 
got during the boom years will be 
the saving grace of your industry. 

“Thank you again for your 
prompt and kind attention.” 

* * = 


N ANALYSIS of these com- 


plaints and the findings of the 
factory field service representatives 





WATCH YOUR PROFIT GROW 


WITH ALLEN F*ha@ * 


New... exclusive... Allen’s PM Plan is paving 
the way for thousands of service stations that are 
getting into the money-making tune-up business 
—and doing it right now! Allen’s PM Plan makes 
it easy .. . simple and profitable. It has everything 
needed to make money for you... provides real 
customer satisfaction. No doubt about it, PM sells! 
Allen offers a choice of three PM profit packages. 
Each is tailored to specific service needs and budg- 
ets, each is complete with tune-up equipment, 
simplified operator instructions and sure-fire mer- 


chandising aids (like the banner above.) Here’s 
how you make your profit margin grow: select the 
plan that suits you best, then cash in on added 
tune-up profit, greater automotive service parts 
turnover and extra gas and lubrication sales. 


Call your Allen wholesaler right now! He’ll dis- 
cuss your operations and help you analyze your 
needs. He’ll give you the details of how the Allen 
PM Plan means increased income for you. Com- 
petition’s keen—you can beat it with the Allen PM 


Plan. Act now! 


*A Plan of Preventive Maintenance that Means More Profit for You 





ELECTRIC AND EQUIPMENT COMPANY 
Kalamazoo, Michigan 
Canadian Branch: Walkerville, Ontario 









— 


seems to indicate a woeful lac « of 
good management on the par* of 
many dealers; too many de: Jlerg 
putting blind faith in their ser ice. 
department heads and order wr ters 
without personally checking from 
time to time to see if they are han- 
dling the customer as the dealer 
wants him handled; lack of fac ory 
attention, particularly by the re. 
gional and district managers to the 
service attitudes of the dealer: in 
their area; lack of proper training 
for service manager; lack of a 
clear-cut policy by factories in those 
cases where a customer moves, the 
selling dealer goes out of business 
or a customer buys from a dealer 
too far removed for proper servic- 
ing, especially in the first month or 
so of use. 

A check on a number of dealers 
who make it a point to capture 
every available owner of a car of 
the make they sell as a service 
customer, hoping to build them 
up to a satisfied customer and 
future new-car prospect, seems 
to indicate that these dealers who 
do take care of their customers 
servicewise are not interested in 
any fence being built around their 
operations. 

They all would like to have the 
cars and trucks come through from 
the factory in better shape and 
naturally are against any move on 
the part of their factory to put any 
additional “incentive” dealers in 
their immediate trading area. 

Other than that, they all report 
that they are doing all right. 

= +. > 


Lumber-Yard Example 


ERHAPS dealers should figure 
that the way to stop the “price” 


| dealers, is in doing like the regular 


lumber yards do in their fight 
against the “cash and carry” yards 
that upset that trade. 
That is to so serve their cus- 
tomers that the difference in price 
is minimized. 


But dealers and factories alike 


face a tremendous educational job 
with their service crew and many 
dealerships seem to need better 
overall management badly. 

—Jack Weep 





Mass Output 
Seen Rocketing 


Aluminum Use 


HOLLYWOOD BEACH, Fila—A 
new era in the aluminum industry, 
a “break-through” to mass-produc- 
tion techniques, was predicted by 
Richard S. Reynolds jr., president 
of Reynolds Metals Co. 

“The present over-supply of alu- 
minum is not a liability but an 
asset,” Reynolds told the 46th an- 
nual meeting of the investment 
Bankers Assn. of America at Holly- 
wood Beach. 

“The challenge of mass produc- 
tion has always been with us, he 
said, “but until today we have 
lacked the metal to take advantage 
of the tremendous opportunities it 
offers us.” 

Mass-production techniques al- 
ready are indicated, he said, in the 
molten-metal contracts Reynolds 
Metals has signed with major auto 
manufacturers. 

Under these contracts metal is 
delivered in molten form directly 
to automobile casting plants on an 
around-the-clock basis. 

Other indications of breakthrough 
to mass production, Reynold said, 
are: 

The assembly-line production of 
aluminum foil, expanding use of 
aluminum in the residential field, 
production of aluminum cans for 
Esso Standard Oil Co., use of alu- 
minum pipe in oil production and 
in farm irrigation, oil drilling plat- 
forms made of the metal and alu- 
minum’s progress in appliances and 
electrical goods. 

The insignificant consumption of 
the metal abroad, in underdeveloped 
countries, he stated, is another tre- 
mendous challenge to an opportu- 
nity for aluminum. 

While the national economy is 
expected to double by 1975, he said, 
“we expect the use of aluminum to 
show a five-fold increase—from two 
million to 10 million tons.” 


Cole-Hersee Distributor 


BOSTON. — Cole-Hersee Co. has 
named Minnich Co., Inc., Atlanta, 
distributor for its line of electrical 
equipment in South Carolina, 
Georgia, Western North Carolina 
and Eastern Tennessee. 
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cers This presents a problem from the| that diverts the average dealer’s * 
reus standpoint of trying to teach man-| attention from selling new and used In Hamilton, Ont. 
han- (Continued from Page 17) agement techniques to men who| cars gets very little attention. 
iler have been mechanics for 20 years| Some day I believe it must be|-“AMILTON, Ont—White Motor 
ory ing, never has worked in a garage | factory complaining about his car|and have the average mechanic’s| gone. however Co. of Canada has opened a $500,- 
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> Maybe it’s because so many dis- 57 percent were 41 years old or | partments being involved in 55 | member to act in any manner he| Also included is a diesel repair 
trict and regional managers won't older. While 81 percent had at | percent of his overhead, it | may desire, it is the hope of the| department which, according to 
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on that they think anyone who has 
any worked in a home or district service 
in office should be an accomplished 
mechanic anyway. 
»ort = * * 
Advice for District Chiefs 
ME this is a plain case of the 
blind trying to lead the blind, 
jure and it is the reason why so many 
ice” mechanics in dealerships around the 
ilar country tell me that they have to 
ght teach the factory service road men 
rds how to fix anything that doesn’t 
happen to be spelled out in detail 
1s- in the book. 
ice Now I don’t want to make that 
disparaging charge general, just to 
like acknowledge that it does happen} 
job with some factories and in some) 
any districts. And without the knowl- 
tter edge of the factory service man-| 
ager, I believe, in most instances. 
:D But there should be a law “agin” | 
it. Or should there? 
If factories made it a rule of | 
procedure that every road service 
man had to be an accomplished | 
mechanic or take a full course of | 
factory school instruction at the 
factory’s expense, it might hurt | 
the chances of advancement of 
many a deserving young man. 
~A Then there are the district and 
try, regional managers who are so 
uc- wrapped up in their job of getting 
by ears and trucks on the street and 
ent maintaining their “percentage of 
price class” that they never give 
lu- a thought to the problems of their 
an service manager or to the com-| 
an- plaints that come in systematically | 
ent and regularly from certain dealers | 
lly- in their areas. ik € 
If they did I am certain that two) 
uc- things would happen quickly. The/| e y to e p f ts 
he number of complaints from owners | * ni WwW Wad mor ro l 
ave would decrease and there would be | 
age more enthusiastic owners of their| 7 
} it vehicles in the area. 
; Jp IP, | eee =" 
‘nen Is It Lack of Authority? 
lds FF“ too few dealers look upon a 
to territorial service manager as| ° e e 
, having any authority and ~y I am Republic’s Plan-O-Graph Service helps you im- 
is sorry to observe, far too many just | prove delivery, customer service and profits. It 
. 70 ¢ “e 
tly ped ee ae pe seg oar! eliminates the unknown factor of lost, strayed 
never intend to keep just to get rid and stolen parts because it controls inventories 
igh of them and get them out of their : : 
id, hair—unless they are in real trou- through engineered planning. 
’ — saiik: tama a i By utilizing available storage space to maxi- 
of Pe my mer have cor Pain mum efficiency, you control stock turnover and 
“Id, that it goes for the majority, but keep capital circulating and growing. And you 
od ap eee ieee yd = “nels can tell at a glance when to order, what to order 
nd thinking about factory road serv- —never have trouble with hard to locate parts. 
: aan oe 7 Turn your inventory control problems over 
nd And for the life of me I can’t un- Car dealers everywhere are puiting Republic's Plan-O-Graph Service to experts. Call your Republic Representative or 


derstand why—after working with 


of the very hot and current problem send coupon and get started planning today. 


to work. With Republic Flexi-Bilt Parts Bins on the job, parts, numbers, 
prices can be tagged clearly, easily for greater stock control efficiency. 





ed of waranty and policy as they have 
re- been for the past two years in par- _ PSANS (ah Steg 1 ay ee en ee het 
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was BERGER DIVISION 
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to he would write letter to the | . | 
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Brake School Expanded Canton 5, Ohio | ee Pees ee | 
CHICAGO.—Ammco Tools, Inc., a i ae 
on North Chicago, has announced it| + . | | 
- is supplementing its factory brake- | Company. | 
— service school. Mobile field-training | ; . | 
2, units have been expanded to 30, | Addres | 
—{ each staffed by an expert on | City seintientiaiiiomdeeettaiiasa i itniiiaiastitiaatiin: 
.! 


modern brake servicing. 
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a.) 


Ford Motor Company's new technique of combining engine balancing with hot testing provides the advantage of dynamic balancing at speeds and operating condi- 
tions encountered in actual use. This electronic balancing unit indicates engine speed, location of unbalance, if any, and the size weight to be added when necessary. 


Never has the public been offered such a wide 
choice of engines: Ford—three new Interceptor 
V-8’s with up to 300 hp; Edsel’s new V-8’s 
develop a maximum of 345 hp; Mercury’s new 
engines have unique Cool-Power design and a 
maximum standard horsepower of 360; Lincoln’s 
fine car features are more than matched by its 
fine V-8 engines with up to 375 hp. Twenty-five 
years of experience have gone into building 
these V-8 engines—they power the most versa- 
tile group of vehicles on the American Road— 


the Ford Family of Fine Cars. 





FORD FAMILY OF FINE CARS CLEARINGHOUSE NO. 61 OF A SERIES 


25 years and 25 million V-8 engines! 


Our experience with V-8 engines 


pays off for you 


1932 — Ford introduces the first successful high-volume V-8 engine. 
1939 — Mercury introduces the first V-8 in the medium-priced field. 


1957 — Ford Motor Company celebrates 25 years of V-8 engine production 
with its 25 millionth V-8. 


Since 1932, more Ford Motor Company V-8 engines have been built and sold than all 


the other automotive manufacturers’ V-8’s combined. 


This backlog of experience and proven per- 
formance has led us to the new V-8 engines that 
power the 1958 Ford Family of Fine Cars—the 


most advanced engines we have ever produced. 


Everybody makes a V-8 now (following our 
lead) but our new engines give you a definite 
advantage that competition will never have. 
The car-buying public knows the history and 
background of our engines—knows that Ford 
Motor Company engineering has continually 

ies sie nana a it: oe a been first in the trend-setting 
} leadership of the V-8 engine 


field. It’s a valuable advantage we intend to keep! 


Another reason why it’s great to be a dealer in the Ford Family 


of Fine Cars. 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN — FORD 

THUNDERBIRD * EDSEL * MERCURY * LINCOLN ¢ CONTINENTAL 

MARK Ill ¢ ENGLISH BUILT FORDS * FORD TRUCKS « TRACTORS 
FARM IMPLEMENTS *¢ INDUSTRIAL ENGINES 


Henry Ford stamps “acceptance” on the first 
Ford V-8. 
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Instruction on Lathes— 
Barrett Equipment Co. is offering instruction on the sale and strvice of its lathes to 
its representatives and distributors. A group is shown at work in a classroom. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 





Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of 
Automotive News. 


For Make Servicemen 


CADILLAC DIVISION.—AFA 
Course: 
El Paso, Tex., Jan. 9-10, Los An- 
geles, Dec. 30-Jan. 3. Carburetor 
four-barrel: Boston, Jan. 6-7, Jan. 
13-14, Jan. 20-21, Cincinnati, Jan. 
22-23, Dallas, Jan. 20-21, Detroit, 
Jan. 9-10, El Paso, Tex., Jan. 15- 
16, Los Angeles, Jan. 6-7, Jan. 13- 
14, Jan. 20-21, Oklahoma City, Jan 
13-14, Jan. 20-21, Portland, Ore., Jan. 
8-9, Jan. 15-16, St. Louis, Jan. 13-14, 
San Francisco, Jan. 13-24. Carbure- 
tor Three, Two-Barrel: Boston, Jan. 
8-9, Jan. 15-16, Jan. 22-23, Buffalo, 
Jan. 6-9, Cincinnati, 
Dallas, Jan. 22-23, Detroit, Jan. 7-8, 
Los Angeles, Jan, 8-9, Jan. 15-16, 
Jan 22-23, Milwaukee, Jan. 7-15, 


Oklahoma City, Jan. 15-16, Jan. 22-| 


23, Omaha, Jan. 20-23, Portland, 


“SURE SAVES US A HEADACHE 


when ethylene glycol antifreeze is installed at the factory" 


“Tl bet every busy service manager wishes glycol antifreeze 
was put in his new cars right on the assembly line. 

“Saves the time and trouble of completely draining, back- 
flushing and filling the cooling system. This means our profit 
is pure profit. And, just as important, we know the car’s 
fully protected—regardless of temperature. 

“It's the kind of antifreeze our customers want. They can 
go all winter long without worrying about sudden weather 


Detroit, Jan. 24. Brakes: | 


Jan. 20-21, | 





Ore., Jan. 6-7, Jan. 13-14, St. Louis, 
Jan. 15-16, San Francisco, Jan. 13- 
24, Washington, Jan. 20-24. Chassis 
Suspension: Atlanta, Jan. 20-21, 
Boston, Dec. 26-Jan. 3, Charlctte, 
Jan. 7-8, Dallas, Jan. 13-14, Dec. 30- 
31, Denver, Jan. 7-10, El Paso, Tex., 
Jan.-7-8, Philadelphia, Jan. 6-16, St. 
Louis, Jan. 6-7. Diagnosis: Detroit, 
Jan. 15-17. Electrical Power Units: 
Buffalo, Jan. 13-14. Engine Tuneup: 
Buffalo, Jan. 15-16. Hydra-Matic 
Diagnosis: El Paso, Tex., Jan. 13-14, 
Minneapolis, Jan. 21-22, Portland, 
Ore., Jan. 22-23, San Francisco, Dec. 
26-Jan. 10, Union, N. J., Jan. 6-7, 
Jan. 13-14. Hydra-Matic Overhaul: 
Detroit, Jan, 22-23, Minneapclis, 
Jan. 22-23, Portland, Ore., Jan. 
20-21, Union, N.J., Jan. 8-9, Jan. 
15-16. Power Steering: Atlanta, Jan. 
22-23, Charlotte, Jan. 9-10, Jan. 
15-16. 

CHRYSLER CORP.—Center Line 
(Mich.) Training Center Program 
Jan. 6-31. Class A—Sure Grip dif- 





changes. And they realize it’s the best antifreeze for their 
cars because it’s factory recommended and factory installed. 
“Quality service like this keeps our customers coming back 
for service . . . parts and accessories . . . and another new 


car!” 


The Dow Chemical Company formulates ethylene glycol 
antifreeze to meet the specifications of individual automo- A 


bile manufacturers. 


THE DOW CHEMICAL COMPANY, MIDLAND, MICHIGAN 











ferential, Constant Control powe, 
steering and front suspension 
Class B— Automatic transmission, 
Class C—WNew-car preparation, 
AFB carburetor and “B” engine 


DODGE DIVISION — Torqmatic 
six-speed automatic transm Ssion, 
sure-grip differential, fuel injec. 
ticn, and new constant-contrg 
power steering being taught in 
Minneapolis region. 

DESOTO DIVISION — Training 
program, Class A—Rear axle, power 
steering, fuel injection, engine 
Class B—Torque-flite transmission, 
engine, power steering, rear axle 
Class C—Air conditioning, tuneup 
and carburetion. Class D — 'l'ruck 
transmission and brakes. In addi. 
tion, new product schools are being 
held in the field. (Contact regional] 
service manager.) 


FORD DIVISION — Dec. 23-Jan, 
24, the 35 Ford district service. 
school instructors will be conduct. 
ing complete service courses on 
1958 cars and trucks for dealer 
mechanics. 


GMC TRUCK & COACH DIVI- 
SION—Instruction in the latest 
factory-approved service, mainte. 
nance and diagnosis procedures us. 
ing the latest tools and equipment 
is available cn a no-tuition-charge 
basis to all personnel sponsored by 
a GMC truck dealer or GMC truck 
fleet operator. The following 
courses are available: Rear axles; 
standard transmissions; automatic 
transmission (Hydra-matic or twin 
Hydra-Matic); diesel engine (one- 
week tuneup class or two-week 
overhaul); gas engine tuneup; gas 
engine cverhaul; power steering 
(in-line or booster type); carbure- 
tion; four-wheel drive; air suspen- 
sion. GMC maintains classrooms in 
the following cities: Atlanta, Jack- 
sonville, Fla.; Boston, Charlotte, N. 
C.; Chicago, Milwaukee, Cincinnati, 
Dallas, Houston, El Paso, Tex; 
Denver, Salt Lake City, Detrcit, 
Cleveland, Kansas City, Oklahoma 
City, Omaha, Los Angeles, Mem- 
phis, New Orleans, New York (two 
centers), Oakland, Calif., Philadel- 
phia, Washington, Pittsburgh, 
Buffalo, Portland, Ore.; St. Louis 
and St. Paul. Address inquiries to 
Service Training Activities GMC 
Truck & Coach Div., Pontiac 11, 
Mich. 

STUDEBAKER-P ACK ARD — 
South Bend—A series of special 
training schools will be held for 
Mercedes-Benz dealers’ mechanics. 
Three new, permanent schools have 
been established in New Ycrk, Chi- 
cago, and Los Angeles for the 
training of Mercedes-Benz dealers’ 
mechanics in those areas. Equipped 
mobile units to be used for training 
Mercedes-Benz dealers’ mechanics 
in the Southwest and Florida areas. 
Factory service schools at South 
Bend will conduct a series of 
mechanic -training classes on 
Mercedes-Benz products fcr dealer 
mechanics and members of factory 
field technical service staff. It is 
contemplated that this program 
will be a continuing one, which will 
be expanded as necessary. 


For All Servicemen 

ALLEN ELECTRIC AND 
EQUIPMENT OCO., Kalamazoo, 
Mich—The Allen Power-Tune 
course and a new tuneup school, 
the Allen PM Tuneup School, de- 
signed especially for people who 
are interested in learning the fun- 
damentals of the tuneup business, 
is being conducted throughout the 
U. S. and Canada by Allen whole- 
salers and authorized field service 
stations and instructed by the Allen 
representatives. Additional informa- 
tion can be obtained by writing 
directly to Allen Electric, 2101 N. 
Pitcher St., Kalamazoo, Mich. 

AMMCO TOOLS, INC.,.North 
Chicago—Instruction on engine re- 
pair and brake service. No set 
schedule but three to five-day 
classes started when needed. No 
instruction charge. Contact Richard 
D. Stevenson, Ammco Tools, Inc., 
2128 Commonwealth Ave., North 
Chicago, IL 

BEAR MFG. CO., Rock Island, 
Il.—School offers training in align- 
ment, balancing and frame straight- 
ening and is located at 2103 Fifth 
Ave., Rock Island, Ill. Address all 
inquiries to Mildred T. Clark, regis- 
trar. 

BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered 
covering service and sales training 
on Bendix power brakes, Strom- 
berg carburetors, basic brake and 
power steering. The length of the 
course covering an individual prod- 

(Continued on Page 27, Col. 1) 
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Service Schools in Field 


Uake and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 26) 


uct s normally one week and no| 
tuition fee is charged. Additional 
information may be obtained by 
ecntacting the nearest Bendix dis- 
tributor or writing to the Bendix 
training director. 

BINKS MFG. CO., Chicago 
Classes are held for a period of one 
week once a month. Anyone inter- 
ested in spray painting and spray 
painting equipment may attend. 
Contact W. R. Brooks, instructor. 


CARTER CARBURETOR CORP. | 
—St. Louis—Classes of 12 men in 
ecarbureticn for a two-week dura- 
tion will begin on Jan. 20. Contact 
nearest Carter distributor. 


DEVILBISS CO., Toledo — One- 
week classes of limited size cover- 
ing theory, maintenance and 
servicing of spray painting equip- 
ment. The subject of spray paint- 
ing is broken down into four 
categories: Industrial, auto refin- 
ishing, automctive jobber, and} 
portable equipment jobber. No in- 
struction charge. Jan. 6—Industrial | 
school, Toledo plant, Irving Thcmas, 
instructor. Jan. 20— Automotive! 
jobber field school, DeVilbiss branch | 
office, Atlanta, Irving Thomas, in- 
structor. Applications may be ob- 
tained by writing DeVilbiss Co., 
300 Phillips Ave., Toledo, O. 

ELECTRIC AUTO-LITE CO. 
Toledo — Classes will begin in the 
following cities on the following 
dates: Jan. 6—Atlanta (2), New-| 
port, Ore, Des Moines, Santa 
Monica, Calif., Bridgeport, Conn., 
and Evansville, Ind.; Jan. 7— 
Michigan City, Ind., and Ithaca, N. 
Y.; Jan. 8—Ellensburg, Wash.; 
Jan. 9—Tulsa, Okla; Jan. 14—St. 
Joseph, Mo.; Jan. 15—Atchison, 
Kans., Fort Lauderdale, Fla., and 
Provo, Utah; Jan. 16—Ridgewood, 
N. J., and Jan. 20—San Bernardino, 
Calif. 

Additional information on these) 
and other classes may be obtained 
by writing William B. Selb, Educa- 
tional Department, Electric Auto- 
Lite Co., Toledo 1, O. | 


INLAND MFG. CO., Omaha— 
Classes start each Monday morn-)| 
ing. Time required to complete 
course varies from one to two) 
weeks. No tuition if equipment is | 
purchased—$200 otherwise. Course} 
teaches: All aspects radiator clean- 
ing, repairing and recoring; use 
and maintenance of equipment; 
fundamentals of merchandising, ad- 
vertising and pricing. Write J. V. 
Grasso, 1108 Jackson St., Omaha, 


NSPA Director / 
Of Curriculum | 
Ends School Tour | 


CHICAGO.—Mel Turner, curricu~| 
lum director of National Standard | 
Parts Assn.’s vocational . education | 
program, has completed a trip 
through the Midwest, South and 
East visiting schools with automo- | 
tive training programs while 
getting additional background in- 
formation for use in the series of 
automotive training manuals he is 
writing for the association. 


In the last month, Turner has 
visited Toledo; Youngstown, O.; 
Philadelphia; Baltimore; Washing- 
ton; Staunton, Va.; Richmond, Va.; | 
Waynesboro, Va.; Fort Wayne, Ind.; 
Cedar Rapids, Ia., and Minneapolis. 

In commenting on Turner’s visits 
to various schools, J. L. Wiggins, 
executive vice-president of NSPA 
said: “As a result of the visits, 
NSPA is learning much about the 
makeup of automotive training pro- 
grams in schools across the country 
and it is also giving us valuable 
statistical and background informa- 
tion for use in compiling the series 
of automotive training manuals we 
are writing.” 


Wiggins added: “We expect to 
assist schools in expanding and up- 
grading their automotive training 
programs presently in operation 
and also provide them with ideas 
and suggestions that will be ac- 
ceptable to educators on how they 
can work closer with industry in 
meeting the standards required by 
the industry as relates to automo- 
tive training in schools.” 











for reservations or further infor- 
mation. 


RAYBESTOS DIVISION, Bridge- 


port, Conn.—_A Complete brake-| 


service course will be held at the 
Raybestos brake-service school and 
work shop located in Stratford, 


Conn. This course will consist cf | 


five consecutive daily sessions, each 
session going from 8:00 to 4:30. All 


phases of brake service work such | 
as major and minor adjustments | 
and complete brake overhauls of | 


all types of both new and cld brake 


systems will be covered. Personal | 
| instruction is augmented by a tech-| 


nical, 78-minute, color, sound mo- 
tion picture showing adjustment 
procedure as well as changes made | 
in 1957 brakes. Individuals who 


successfully complete the course | 


will receive a certificate showing 
that they are qualified to work cn 


| all types of automotive brakes. The 





UALS 


America’s most 


course will be conducted by A. 
D’Andrea, chief service instructor 
| for Raybestos division. Write to J. 
| Kane for further information. 


STEWART -WARNER CORP., 
Chicago—Complete instruction by 
trained factory personnel will con- 
sist of actual bench repair, as- 
sembly and disassembly of control 
| valves, meters, swivels, pumps, 
| reels, electric power guns and 
specialized lubrication equipment. 
All living expenses during the 
| student’s five-day stay in Chicago 
are paid by the Alemite factory in 
addition to 50 percent of the round- 
| trip transportation. Tuition is paid 
by the Alemite factory distributor. 


| SUN ELECTRIC CORP., Chicago 
—Field courses in automotive test 
equipment operation, principles of 
electrical testing, use of the oscillo- 
scope and engine tuneup, will be 
| conducted by field service repre- 
sentatives during the coming 
months. For specific information 
| as to locations and dates, contact 
| the local Sun representative cr 
write Sun Electric Corp., 6337 
| Avondale Ave., Chicago 31, Ill. 
Similar courses are offered by Sun 
instructors in cooperation with Sun 
| distributors throughout Canada 
For specific location and dates of 














we 
“Can I help you, Sir?” 
courses in Canada, contact the 


local Sun distributor or write Sun 
| Electric Corp. 


THERMOID CO., Trenton, N. J. 
—Brake-service school conducted 
at various times during the year, 
depending upon the demand, In- 
struction covers complete informa- 





tion on adjusting and servicing all 





types of brakes. Sessicns are held 
in the Thermoid engineering de- 
partment test garage in Trenton, 
N. J. There is no tunition but 
students are expected to pay their 
own transportation and living ex- 
penses. Textbooks are furnished at 
no charge. For additional informa- 
tion write J. A. McLaine. 


UNITED MOTORS SERVICE — 
Instruction in factor y-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio 
and Guide autronic-eye), (4) auto- 


| matic transmissions (Hydra-Matic), 


(5) New Departure bearings. United 
Motors Service Classrcoms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 


|lanta, Philadelphia, Charlotte, 


N. C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falc, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 
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dvertising Offices: 


Future 


At the threshold of a happy married life this young farm 
couple looks ahead with confidence. Farming as a business 
and a mode of life is rewarding today—and promises a 
bright future. 


He knows that sound management will make his farm a success. He has 
great advantages over his father in new tools—new technologies and relief 
from hard physical toil. His broad range of technical knowledge in production 
and marketing will pay great dividends in efficiency —in profits. 


BETTER FARM FAMILY LIVING 


For the radiant bride, there is a glow on the horizon. The farm affords the 
most ideal environment for raising her family. She will have a larger family, 
more conveniences, buy a wider range of advertised products and share a 
more complete business partnership than her urban friends. As purchasing 
agent for her busy household and chief consultant on her husband's business, 
she will buy or influence the purchase of all the items that count in good 
living and progressive farming. 


BOOMING MARKET FOR FARM PRODUCTS 


Why can these happy predictions be made? Because no other major producer 
faces so much certainty as the farmer of an enormously expanded market 
immediately ahead. His production must keep pace with an exploding 
growth in population. Within 10 years our farms must feed and clothe more 
additional people than now live in the states of New York, Illinois, Kentucky 
and Minnesota combined. 


FARM INCOME GOES FARTHER 


Farm and city life have grown to be much alike in many respects, yet there 
remain sharp and fundamental differences. They are alike in standards of 
living but the farm family spends less or nothing at all for rent, building site, 
fresh vegetables, personal services, alcoholic beverages and other items 
important in urban family budgets. Authorities say the self-sufficing advan- 
tages cause a farm income of $5,000 to be the equivalent to a city income of 
$7,000 or more in discretionary spending. 


POWER OF THE FARM PRESS 


One and only one medium—the farm publication—fully serves the diverse 
needs and interests of farm families. Never before have farm publications 
been so essential to the business of farming—to modern farm homemaking. 
No other media can give your product such an influential and friendly intro- 
duction to farm families. 

In the South, where half our farm people live, The Progressive Farmer has 
unmatched influence and readership. Advertising in The Progressive Farmer 
will move your product South. You can’t find better customers than The 
Progressive Farmer's 1,380,000 subscriber families—over 5,500,000 readers. 


Prospects Are Good 
Along Rural Route 1 


Modern farming offers a glowing guarantee for 
a bright future. The following statements may be 
startling, but these are facts—not fables—about the 
American farm market: 


@ Agriculture is our biggest industry. 
Farm assets amount to $176 billion. 


The agricultural “plant” exceeds all U. S. manu- 
facturing plants in value. 


More than 22 million persons are members of 
farm families. 


Average income per farm reached an all-time 
high in 1956 and continues to rise in 1957. 


Farmers have an annual cash income of $40 bil- 
lion which includes their off-farm earnings of 


$8.4 billion. 


One good way to measure the “bigness” of this 
$40 billion farm income is to compare it to total 
U.S. retail food sales of $44 billion and auto- 
motive retail sales of $34 billion. 


Concurrent with the trend to larger farms, the 
small farmer gains added security from intensive 
production and off-farm income. 


99% of the farms of America are family operated. 
Farm publications provide the most direct and 


influential means of placing your sales message 
before the farm families of America. 





~ Progressive Farmer 


5,500,000 Readers in the 16 Southern states 
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In Parts and Accessory Distribution 


Exhibitors Draw for Space 


At Pacific Automotive Show 

LOS ANGELES.—Drawings for 
exhibit space in the 1958 Pacific 
Automotive Show were held here 
last week. 

Over 350 manufacturers of auto- 
motive replacement parts, repair 
equipment, tcols, chemicals and ac- 
cessories drew for space in the 
show, to -be held Feb. 20-23 at the 
Pan Pacific Auditorium here. 

~ = * 


Automotive Group Moves 


To New Home in Ottawa 

OTTAWA.—The Canadian Auto- 
motive Wholesalers’ & Manufac- 
turers’ Assn. has moved from 
central Ottawa to 1355 Wellington 
St. on the west side. 

One feature of the new office is 
a “machine room” for machinery 
to mail technical and service in- 


formation to 37,000 garages, serv- 
ice stations, fleets, body shops and 


implement dealers. 
+ * + 


Swanson Heads Tire Dealers 


MINNEAPOLIS.—Richard Swan- 
son, LaSalle Tire Co., was elected 
president of the Minneapolis Tire 
Dealers & Retreaders Assn, Ken- 
neth Rosvold, Dependable Tire Co., 
was named vice-president and 
treasurer, and Virginia Anderson, 
Commercial Tire Co., secretary. 

ca + = 


Bendix Radio Expanding 


Automotive Product Line 


BALTIMORE. — Bendix Radio 
division, Bendix Aviation Corp., 
is expanding its automotive prod- 
uct line, according to C. M. 
Granger, automotive products 
manager. 

He said G. W. Randolph has 
been named assistant products 


manager and head of the new 
product group, F. X. O’Doherty, 
sales manager, and M. Slavin, 
chief engineer. Bendix produces 
radios for Ford passenger cars 
and trucks, Mercury, Lincoln and 
Chrysler. 


* * * 


Picture Manual Offered 


On New Hydra-Matics 
DETROIT.— Paul- March Co. 
520 W. Fort 8t., Detroit 26, Mich., 
announces availability of a new 
picture-story training manual 
which covers the controlled cou- 
pling Hydra- Matic transmission 
(also known as the Jetaway, 
Strato-Flight and Flashaway). 
This manual applies to all con- 
trolled coupling Hydra-Matic 
transmissions through 1957 and is 
an addition to the Paul-Marsh 
manuals which cover the stand- 
ard and dual range Hydra-Matic 


and the Fordomatic transmis- 
sions. Mail price is $4.50. 
+ * * 


MEWA Backs FTC Cases 
Against Oil, Rubber Firms 


| CHICAGO.—The Motor & Equip- 

ment wholesalers Asso. has called 
for stronger antitrust laws in re- 
questing permission of the Federal 
Trade Commission to intervene in 
support of three complaints by the 
FTC. 


The cases involve Firestone Tire 
& Rubber Co. and Shell Oil Co.; 
B. F. Goodrich Co. and the Texas 
Co.; and the Goodyear Tire & Rub- 
ber Co. and Atlantic Refining 
Co. The firms are charged with 
having dominating and monopolis- 
tic holds on the car-dealer and 
service station markets. 

+ * + 


Riley Named President 


Of Northwest Wholesalers 


MINNEAPOLIS. — J. Ray Riley, 
National Bushing & Parts Co., was 
elected president of the Northwest 
Automotive Wholesalers Assn. at 
its meeting here. Other new officers 
are: 

Elmer Berg, Fargo Auto Supply 

| Co., Fargo, N. D., first vice- 


You don’t have 


to shop around... 


You ought to have 
a copy of our 


PUBLICATION 


LIST 


This 8-page bulletin lists and 
describes all the current pub- 


-lications on the 
families of A-L 


rincipal 
roducts: 


stainless and heat-resisting 
steels, “tool and dic steels, 


electrical steels and 


alloys, 


permanent magnet materials, 
and Carmet carbides. There 
is a handy order form for 


your convenience in 
the material you ne 


etting 
: tech- 


nical and ‘fabricating data, 
information on applications 
and fields of utility, etc. 


Write for your copy. 


Address Dept. AN-96 


president; Owen E. Wynne. Wij. 
liams Hardware Co., Minne Polis, 
second vice-president; J Jim 
Wolters, Wolters Auto Supp! , Co, 
St. Paul. treasurer, and W allace 
Schultz, Wallace Supply Co., Min. 
neapolis, secretary. 

* * 


* 
Baby-Seat Display Offer ed 
PHILADELPHIA. — An _ ezsy-to. 
see floor display for baby seats jis 
being offered by Dennis M'tchelj 
Industries, according to Irving 
Berlin, president. He said the dis. 
play gives the customer a view of 
the seats as they will look when 
in use. * * * 


New Minneapolis Firm 


Buys Ryan Parts Division 


MINNEAPOLIS. — NAPA Minne. 
apolis Warehouse, Inc., a new firm, 
has purchased the automotive parts 
division of S. C. Ryan Co. of this 
city. The sale includes a 63,000 
square-foot building at 50 Spruce 
Pl. and five branches operated in 
the Minneapolis area under the 
name of Genuine Parts Co. 

The new company, which will 
operate the warehouse, will be a4 
member of the National Automotive 
Parts Assn. as was the operation 
under Ryan. The Minneapolis com- 
pany, in addition to distributing 
parts through its five branches, also 
supplies parts to jobbers throughout 
the Upper Midwest. 

* = 


Five A ppointed 
Representatives 


Of Hall-Toledo 


TOLEDO.—Hall-Toledo, Inc., has 
announced appointment of five 
manufacturers representatives. 
They are: 

DeGreen Sales & Service Co, 
Cleveland, covering all of Ohio, 
West Virginia, northeastern Ken- 
tucky, western Pennsylvania and 
western Maryland. 

E. R. Smith & Associates, Phila- 
delphia, eastern Pennsylvania, New 
Jersey, Delaware, District of Colum- 
bia and eastern Maryland. 

Brookie & Ham Sales Co., In- 
dianapolis, all of Indiana, all of 
Kentucky except five Ohio River 
counties and southeastern Illinois. 

L. W. Lelande, Denver, all of 
Montana, Idaho, Wyoming, Utah, 
Colorado, New Mexico and the city 
of El Paso, Tex. 

W. A. Hutchings, Seattle, all of 
Washington and Oregon. 

> = > 


Checker Cab Service Opens 
Parts Depot in Louisville 
LOUISVILLE.—A depot to fur- 
nish Checker Cab parts to Louis- 
ville Taxicab & Transfer Co. has 
been opened in Louisville by Cab 
Service & Parts Corp., service 
organization for these cabs. 
The Louisville firm switched te 
Checker Cabs this fall. 
7 > > 


Motor Mountings for ’58s 


Being Produced by Doan 


CLEVELAND.—Doan Mfg. Co. 
now is producing Armor-Flex motor 
mountings for 1958 cars. 

Doan said all steel used in Armor- 
Flex motor mountings now is being 
brass-plated to give permanent ad- 
hesion of rubber to steel. 


Edsel Promotes 
2 Sales Officials 


DETROIT.—Edsel has appointed 
N. K. VanDerzee assistant general 
sales manager-field operations, and 
W. 8S. Milton as assistant general 
sales manager-marketing services. 

In the newly created position, 
VanDerzee will direct Edsel’s five 


N. K. VanDerzee W. 8S. Milton 
regional and 24 district sales offices. 
Milton, who succeeds VanDerzee in 
the marketing services post, will 
direct the six sales staff depart- 
ments. Milton had been manager 
of the market representation. 

VanDerZee and Milton joined 
Edsel, then known as the Special 
Products division, in Sept., 1956. 
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Key Statistics Ignored 
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Economy Shifts Gears 
As Nobody Looks 


By Kenneth C. Kelley dr. 
Staff Writer 

HE economy of the U. S., as it 
often has in the past, shifted 
gears when virtually no one was 
looking this summer. Just about the 
time nearly everyone started worry- 
ing about inflation, the economy 

moved into a mild downturn, 

A review of the comments made 
by bankers, business groups, Gov- 
ernment officials and economists 
during the summer and early fall 

shows that most 
News were alarmed about 
of the inflation threat | 


standby powers for use in case of 
emergency. 
+ * o 
Industrial Acceptance 

Industrial Acceptance Corp., Ltd., 
Montreal, nine-month report, 1957 
vs. 1956: Profit, $3,236,368 and $3,- 
093,215; Sales, $43,507,148 and $37,- 
811,759. 


Quarterly Earnings Up 


173 Pct., Hoover Reports 


Hoover Ball & Bearing Co., Ann 
Arbor, Mich., reported that earn- 


riod. Hoover attributed the earnings 
rise to “higher sales, improved oper- 
ating efficiency and tax savings 
from our loss carryover.” 

+ +e + 


Record Earnings, Increase 
In Sales Reported by Ranco 


Record earnings and a 4 percent 
sales increase were reported by 
Ranco, Inc., Columbus, O., for the 
year ending Sept. 30. 

A. M. Hoover, president, said 
sales totalled $29,301,418, compared 
with $28,086,147 the previous year. 
Net earnings were $2,744,752, com- 
pared with last year’s $2,390,666, he 
added. 


* * * 


| Corning Glass Works 


Corning Glass Works and subsid- 
|iaries, nine-month report, 1957 vs. 
| 1956: Sales, $120,804,963 and $124,- 
562,065; earnings, $12,614,733 and 
| $13,817,039. 


* z * 


: +, |ings in the quarter ended Oct. 31 
Sasnenr peunent | jumped 173.5 percent while sales 
were easing off. increased 38 percent. 
Statistics, pointing to this easing| , The company said quarterly sales 
of the inflationary threat, were | totalled $5,604,408 this year aan 
available but generally ignored dur- | pared with $4,060,462 a year ago, an 
earnings climbed to $471,561 com- 


ing the summer and early fall. A 418 in the 1956 al 
It wasn’t long ago that President pared with $272,418 ae - im = 


Finance 


General Acceptance Net 


Reaches 9-Month High 

F. R. Wills, president of General 
Acceptance Corp., reports that the 
company’s net income for the first 
nine months of 1957 was 14 percent 


ahead of the corresponding period 
of 1956 and totalled a record high 
of $1,697,893. Net income in the 
same months of 1956 was $1,486,539. 
Volume in the nine months 
amounted to $145,528,983, as com- 
pared with $139,422,265 in the like 
period of last year. 
+ * + 


Tidewater Oil 


Tidewater Oil Co. first nine 
months, 1957 vs. 1956: Net earnings, 
$25,991,000 and $30,091,000; grcss 
revenue, $449,737,000 and $385,123,- 
000. 


+ * * 


Black & Decker Sets 

Sales, Earnings Marks 
A new high in sales and earnings | 

was established by Black & Decker | 


Mfg. Co. and its subsidiaries dur-| gia 
ing the fiscal year ended Sept. 30, a 


di Robert D. Black, presi- 
Se amen Presi- | 38 Millionth Chevrolet— 


Chevrolet General Manager E. N. Cole 
gives official approval to a very special 
car produced by his company at its Flint 
assembly plant. It was a golden 1958 


dent and chairman. 

He said consolidated net sales of 
the portable electric tool company 
were a record $52,398,544, an in-| 
crease of 5.1 percent over net sales | 
of $49,847,934 in fiscal 1956. Earn-| Chevrolet Impala, the 38 millionth vehicle 
ings were $5,551,719, representing a| produced by the company since its found- 
10.6 percent increase over the 1956/ing in 1912. Accepting the OK card is 
earnings of $5,020,185. Thomas M. Schooley, plant manager. 





Eisenhower was advising the con- 
sumers of the nation to “buy less” 
to halt the price spiral. Business 
groups and banks poured out publi- 
cations pointing out the dangers of 
inflation. 

Inflation was cast as the nation’s 
No. 1 domestic problem by late 
summer. Labor was blaming busi- 
ness for rising prices and business 
was blaming labor. 

Meanwhile, many statistics were 
telling the nation to look for a 
downturn rather than additional 
inflation. 

The Bureau of Labor Statistics’ 
cost-of-living index, which shot up 
by 0.5 percent in the report for | 
June, fell off to a 0.2-percent in- 
crease in August and a 0.1-percent 
boost in September. 

A decline in capital investment 
was indicated by the plunge in 
machine-tool orders and announce- | 
ments by many companies that less 
expansion was planned for 1958. In 

addition, the amount of loans ob- 
tained by businesses was falling and 
the index of industrial production | 
was showing no increase. 


Other factors pointing downward | 
included fewer housing starts, the | 
declining amount of steel-making | 
capacity that was being used and a 
“softness” in prices of other metals, | 
notably copper. 


2 - | 
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How Long Will It Last? 
ts nearly all agreed that the} 

economy is now moving at the) 
slower pace that these statistics 
pointed to some months ago, most! 
comments on the business pace! 
center around the question: How 
long will it stay this way? 

There is at least one indication | 
already that the downturn won't 
last long. Increased Government 
spending seems in the cards for the 
months ahead and the amount of 
the increase may be enough to get 
the economy in high gear again. 

For one thing, despite all the 
talk earlier this year about cut- | 
ting Government spending, the 
outlay for the fiscal year which 
began July 1, is running ahead of | 
the amount spent in the like | 
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t 
Experiniental block being readied for torture test on 
Johns-Manville’s Inertia Dynamometer—the world’s 
largest unit designed for friction material testing. 


Man in charge of putting more 


mileage into J-M Brake Blocks 


period of last year. | 

It seems apparent that the cur- 
rent excitement about Sputniks will 
result in increased Government 
spending. 

A revival of the boom, however, | 
will revive the threat of inflation. | 
Few adjustments will be made in 
the factors of production during a 
short downturn so the threat of 
Soaring prices will come back into| 
the picture when the economy gets | 
in high gear egain. 


* 6 * 


Hint of Controls Denied 


THE Sputnik and defense discus- 
sion in Washington brought one 
mention of controls on the economy | 
which was quickly shouted down. 


Secretary of State John Foster 
Dulles brought up the possibility 
of some type of controls to make | 
sure the defense effort gets top | 
priority. He said he was only | 
talking in a general way. 

Other Government officials were 
quick to point out that the Admin- 
istration is not thinking about im- 
posing economic controls and 
wasn’t even considering asking for | 


Creating new and better brake 
blocks is a never-ending responsi- 
bility of J-M engineers. Working 
with the very latest in scientific de- 
velopment equipment, these men are 
blazing new trails in improved fric- 
tion material performance. 

Over the years, Johns-Manville 
has offered a wide choice of thor- 
oughly proved, high-quality, high- 
performance brake linings, brake 
blocks and clutch facings. This su- 
periority stems from engineering and 
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production techniques that assure 
uniformly highest quality. These 
techniques also provide volume pro- 
duction, rapid delivery and lowest 
unit cost. 

Chances are a J-M material in- 
corporating all the properties you 
need for your friction applications is 
already available. If not, let us help 
you find the solution. The Johns- 


§ NS MANVILLE 





Manville engineering staff,a superbly 
equipped development laboratory, 
and skill gained through 99 years 
of manufacturing experience, are at 
your service. 

Your Johns-Manville Representa- 
tive will gladly tell you more about 
this service, or write to Johns-Man- 
ville, Box 14, New York 16, N. Y. In 
Canada, Port Credit, Ontario. 


Johns-Manville 
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MOTOR ANALYZER—King Electric 
Equipment Co., Cleveland 5, O., has an- 
nounced a self-contained motor analyzer, 
identified as model *400, on a easily- 
mobile stand’ with five testing units said 
to be locked in place, but readily re- 
movable for portable: use anywhere in 
the shop. The analyzer includes a coil 
and condenser tester, an exhaust gas 
analyzer, a cam angle-tachometer tester, 
@ vacuum pressure tester and a volt- 
ampere-resistance tester. The V.A.R, tester 
is designed to handle the 1958 dval- 


contact voltage regulators. 
* 


LUGGAGE CARRIER—A luggage carrier 
for Edsels has been announced by 
Canell Co., 44 Liberty St., Little Ferry, 
New Jersey. Made of aluminum, both 
the platform and the tubing are said to 
retain a corrosion proof, rustproof finish. 
The carrier is shipped with the platform 
assembled and with the side rails, which 
are one piece assemblies, ready for 
installation of four bolts. All mounting 
is with stainless steel sheet metal screws. 

- * e 
Liquid Sand paper 

A liquid sandpaper which pre- 
pares previously painted or var- 
nished surfaces for refinishing with 
enamel, paint or varnish has been 
announced by the X-Cell-All Divi- 
sion, National Chemical & Mfg. Co., 
3617 S. May St., Chicago 9, Ill. X- 
Cell-All Surface Preparer is a clear 
liquid which is wiped on the sur- 
face with a cloth and deadens the 


gloss of the old film. 
7 = 


BALANCE JIGGLER—A “balance prover” 
jiggier which will better fit the lower 
bumpers on ‘57 and ‘58 model cars, has 
been announced by Bear Mfg. Co., Rock 
Island, Ill, The jiggler.is of shorter design 
to fit the new model ¢ars and an exten- 
sion tube is included to facilitate use on 
the older model cars as well. The regular 
Bear on-a-caor balancers did not require 
modification since the use of 14 and 13- 
inch wheels in automotive production was 
onticipated in their original design and 
development of Bear engineers, it is 


claimed. 
6 “a 


Homestead Valve Develops 


Engine-Cleaning Process 

A process, called Jenolizing, which 
is said to restore the original ap- 
pearance of auto engines, protect 
them from rust and reduce the risk 


AUTOMOTIVE NEWS, DECEMBER 16, 1957 


NEW PRODUCTS 


of engine fires, has been developed 
by Homestead Valve Mfg. Co., 11 
Johnson St., Coraopolis, Pa. 

The process is used in conjunc- 
tion with the company’s Jenny 
Steam Cleaners. 

* 


* * 


AIR IMPACT WRENCH — Albertson & 
Co., Inc., Sioux City, la., have announced 
its Sioux Air Impact Wrench that is said 
to deliver as much as 15 percent more 
torque while consuming 30 percent less 





air. With 90 pounds of air pressure at 
the wrench, the Sioux model 315 delivers 
130 torque foot pounds in 10 seconds; 
Model 317 delivers 185 torque foot 
pounds in 10 seconds. Both models weigh 
in- at 5% pounds, and feature excellent 
balance. Wrench number 315 with a % 
inch drive «hod a % inch bolt size 
capacity. Wrench number 317 drives with 
a & inch square, and has an 11/16 inch 


bolt size capacity. 
> = - 


POWER CONTROL—The Powerstat type 
2PFIO is said to steplessly control the 
power, speed or light output of most 
electrical opporatus having current re- 
quirements up to 1.0 ampere. A compact 
variable aviotransformer in a cast alumi- 
num housing, the Powerstat provides con- 
trol by delivering to the apparatus an 
input voltage from zero to 10 percent 
above line voltage. Only 3% inches high 
and 3% inches in diameter, it can be 
carried anywhere, placed anywhere. De- 
livers a 0-132 volt, 1.0 ampere, 132 VA 
output from a 120 volt, 60 cycle, single 
phase a-c input. Superior Electric Co., 
Dept. 2PF10, Bristol, Conn. 

a 


ENGINE TESTER—Swun Electric Corp., 
6337 Avondale, Chicago 31, Ill., has in- 
troduced its SunScope Motor Tester, model 
SSMT. The unit combines the advantages 
of the oscilloscope for visual analysis of 
an engine's ignition system with the 
precision pin-pointing of hard-to-find en- 
gine troubles possible only with meter 
equipment. The testing unit is mounted on 
a steel console-type cabinet equipped with 
casters for easy mobility. Accessories fur- 
nished include vacuum fittings and adap- 
ter kits, jumper leads, exhaust condenser 
and hose, pick-up transformer adapter 
and solenoid starter switch. 


TOW BAR—Trail KinG is a folding V- 
type tow bar with coupler to fit onto a 
2-inch trailer ball. This unit has a cast 
steel coupler with a positive self-locking 
feature. This can be locked with the pin 
which is furnished or a padlock can be 
used. The unit is manufactured by the 
Gross Given Mfg. Co., St. Paul, Minn., 
and is sold by Tow Bar Sales Co., 40 S. 
Clinton St., Chicago 6, Ill. 

* * 


POWER SUPPLY—The Mondak model 


300 mounts on either a six or 12-voit! 
service truck and carries an auxiliary bot- | 


tery of the same type used in the service 
truck. The unit becomes an integral part 
of the service truck's electrical system 
and so is permanently kept at full charge 
by the generator, it is said. The unit 
automatically supplies double electrical 
power at the proper voltage to start 
either a six or 12-volt car that is stalled. 
Mondak Products Co., Inc., 5758 W. Armi- 
tage, Chicago 39, Ill. 


Carport Structures 
Offered for Lots 


Kover-King Kar Kovers, an all- 
metal carport structure for auto 
dealers, garages and service sta- 
tions, have been marketed by Dallas 
Iron & Wire Works, Inc., Box 
35105, 6025 Denton Drive, Dallas 
35, Tex. 

Each basic unit measures 50 by 
20 feet and uses trusses of airplane- 
wing design. 


TREAD DEPTH GAUGE—A precision in- 
strument, designed to enable dealers to 
accurately measure the tread depth of car 
tires, has been marketed. Known as model 
5059 tread depth gauge, the instrument 
aids the dealer by eliminating the guess- 
work in calculating the safe remaining 
life of used tires. The gauge is graduated 
in 1/32-inch increments, is of all-metal 
construction, and has a handy pocket clip 
on the case for ease of carrying on the 
job. Dill Mfg. Co., 700 East Eighty-second 
St., Cleveland 3, O. 

ae 


Cleaning Device 
Uses 3-Way Valve 


A pistol-shaped air nozzle for 
cleaning purposes has been mar- 


keted by Kemax Corp., 9717 Luella 
Ave., Chicago, Ill. 

A valve arrangement allows the 
user to switch from a cleaning or 
sterilizing solution to pressure rinse 
to dry air. 


DISPENSER UNIT—An all-steel mobile 
dispenser unit that combines “on the | 





spot" absorbent dispensing with refuse 
picked up has been announced by Oil- 
Dri Corp. of America, 520 N. Michigan 
Ave., Chicago 1}, Ill. Combination auto- 
matic dispenser and detachable waste re- 
ceptacile has a screen top for salvaging 
re-usable Ojil-Dri absorbents from picked 
up waste. Slot type release automatically 
delivers. absorbent to dispenser floor for | 
easy pickup. There's a side bracket for 
hanging shovel or scoop. 
* 


DISPLAY STAND—To show their battery 
chargers off American Television & Radio 
Co., 300 E. Fourth St., St. Paul, Minn., he 
developed a wire display stand, whid 
they call the “ATR Silent Salesman." Mad 
of heavy-gauge steel wire, the stand ; 
portable and can be folded when move 
from one location to another. Its height 
five feet 6 inches, and it takes. no mon 
than four square feet of floor space. Th 
stand displays approximately eight ATR 
portable battery chargers. 

a a 


PARTS CLEANING MACHINE—A mo 
chine especially designed for washing 
tote boxes and small metal ports of 
various shapes and dimensions has been 
announced by Magnus Chemical Co., Inc, 
Garwood, N. J. loading and unloading 








STEEL SHELVING—A line of adjustable 
steel shelving for use in industrial plants 
and offices has been announced by Penco 
Metal Products division., Alan Wood Steel 
Co., 200 Brower Ave., Oaks, Pa. The 
Penco line includes plain shelving in 240 
different size combinations and ledge 
shelving in 735 different size combino- 
tions. Three basic types of plain or ledge 
shelving are available: (1) Open type 
shelving, consisting of posts, shelves and 
braces, only; (2) closed type shelving 
having posts, shelves, backs, sides, parti- 
tions and bases, and (3) closed type hav- 
ing doors and locks in addition to the 
equipment on type 2. 


AUTO RADIO TESTER—A unit designed 
as a self-service auto radio tube and 
vibrator tester is being marketed by the 
Vis-U-All Products Co., 303 Fuller Ave. 
N. E., Grand Rapids 3, Mich. The unit, 
designated the model VI1Ol, is sold 
through radio parts jobbers to radio 
service dealers, who are encouraged to 
place them on consignment in gas stations 
and new-car dealer service departments. 
In a cabinet with a lighted sign and a 
complete inventory of tubes and vibrators, 
the model V101 is said to make an ex- 
cellent traffic builder offering a much 
needed service to the consumer. 


of the machine is accomplished at the 
same end by one operator. Power spray 
washing is combined with dip-immersion- 
agitation assuring that tote boxes and 
basketed parts are thoroughly cleaned, 
it is claimed. Small parts, loaded in 
baskets, are washed and rinsed using 
vertical agitation in the two-stage Ajo-lif 
automatic section of the equipment at the 
rate of 25 baskets per hour. 
> * 7 


Cover for Flasher 


Federal Sign & Signal Corp., 8700 
S. State St. Chicago 19, Ill. has 
added to its portable Fireball emer- 
gency warning light, a cover it says 
will enable unmarked patrol vehi- 
cles to use the magnet-attached 
flasher from the dashboard instead 


of the roof. 
> 7 * 


BATTERY CABLES—Walker 12-volt bat- 
tery cables feature a high rise offset to 
eliminate the possibility of grounding. 
The terminal is made of corrosion resist- 
ant, pressure cast lead-alloy or brass. All 
cables are made with full gauge copper, 
and every strand extends the entire 
length of the flat lug. Insulation is red 
or blue thermoplastic with excellent acid- 
resistant properties, it is claimed. Walker 
Bros., Automotive Division, Conshohocken, 
~ * * «& 


Cap for Demon Saw Blade 


Saw-Cap, a plastic covering for 
the cutting edge, assures the sharp- 
ness and accuracy of each Demon 
high-speed steel saw blade when it 
reaches the customer, according to 
DoAll Co., 256 N. Laurel Ave., Des 
Plaines, Ill. 
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By Martin L. Whitmyer 
Staff Writer 

In an effort to protect Bay Area 
dealers. San Francisco Examiner 
is offering a $250 reward to persons 
giving information leading to the 
conviction of anyone who inserts 
false or misleading advertising in 
the newspaper’s classified used-car 
section. 

The Examiner said such adver- 
tisers are liable to prosecution 
under California law. 

As part of its code, which the 
newspaper said is maintained in 
cooperation with Bay Area dealers, 
these requirements must be met: 

The license number, or motor 
number if the car does not have 
plates, of each specific used car 
must appear in the advertisement; 
any car advertised must be at the 
location stated in the ad; the car 
must be in condition to demon- 
strate unless otherwise stated in 
the ad; the full price mentioned 
must include taxes and license 
fees: the car must be delivered for 
the downpayment mentioned with- 
out any other consideration, and if 
placed by someone other than a 
dealer, the ad must contain the 
word “private party.” 
= > o 


Curtis Moves to Edsel 


Walter G. Curtis has been ap- 
pointed public relations manager of 
Edsel, succeeding C. Gayle War- 
nock, who has resigned to become 
director of news services for Inter- 
national Telephone & Telegraph in 
New York. 

Curtis, formerly assistant public 
relations manager for Ford division, 
joined Ford in Chicago in 1950. Dur- 
ing the past summer Curtis was 
Ford’s coordinator on the expedition 
which took the '58 Ford around the 
world before its public introduction. 


> ? . 


Houston Show Promotion 

The Houston Chronicle is plan- 
ning a special automobile issue 
in conjunction with the fourth 
annual Houston National Auto- 
mobile Show starting Jan. 25 at 
the Sam Houston Coliseum. 

The special issue will be pub- 
lished Sunday, Jan. 26. The show 
closes Feb. 2. 


> > * 


R&O Gets Account 
Ryder & Ohleyer, Inc., Oakland, 
Calif. has been selected to handle 
national advertising and promotion 
for Aston-Martin-Lagonda automo- 
bile division by David Brown In- 
dustries Ltd. of London. Ross H. 
Ryder will be account supervisor 
and Richard Strain account execu- 
tive. 
= > = 


TVB Names 2 Directors 


Television Bureau of Advertising 
has announced the election of two 
new members to its board of direc- 
tors. 

They are Jcseph J. Weed, of 
Weed Television Corp., and John 
Blair, of John Blair & Co. 


> > * 


FC&B Elects Winston 

Charles S. Winston jr., a general 
manager of the Detroit office of 
Foote, Cone & Belding, has been 
elected to the board of directors of 
the advertising agency. 

Winston, who has been with 
Foote, Cone & Belding for 11 years, 
is account supervisor on the Edsel 
advertising account. 

- * +. 


Digest to Add Edition 

Reader’s Digest will offer business 
on the West Coast the opportunity 
to advertise in a western edition 
starting in April, 1958, it has been 
announced by Fred D. Thompson 
jr., advertising director. 

The new Digest edition will cover 
seven western states—California, 
Oregon, Washington, Idaho, Ne- 
vada, Utah and Arizona—and 
Alaska and Hawaii. 


+. * + 


Magnolia Tree Blooms 
General Motors has announced 
that, in response to many requests, 
it will make available to the public 
copies of the poem, “The White 
Magnolia Tree,” by Helen Deutsch. 
Recitation of the poem by Helen 
Hayes was among the highlights of 


Affecting Factories and Dealers .. . 


Auto Advertising 
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General Motors’ 50th Anniversary 
Show on NBC-TV. 

A copy may be obtained by writ- 
ing to General Motors Public Rela- 
tions at 3044 W. Grand Blvd. 
Detroit 2, Mich. 


a + + 


|Buerkle Picks Mullen 

M. W. Buerkle, president of 
Buerkle Buick Co. (formerly St. 
Paul Buick Co.), St. Paul, has 
named Mullen and Associates, 


agency. 


and public relations 
= = > 


\‘Ultimate in Teamwork’ 


The eight-page insert for Life 
magazine that appeared in the Nov. 





Inc., Minneapolis, as advertising | 


mate in teamwork and coopera- 
tion by the client, the creative 
production people and Eastern 
Colortype Corp. the lithog- 
rapher.” 

“It was accomplished,” Green- 
wood said, “solely through 
confidence, trust and superhuman 
efforts on the parts of the three 
parties involved. It is a prime 
example of the kind of results that 
can be achieved when there is a 
willingness by a client to accept! 
|} agency judgment, and an agency’s| 





confidence in its lhthographer’s American Motors 
ability.” Corp. 
ee Before joining} 





j 

‘Fram Appoints Agency 

Fram Corp., Providence, R.I., 
has announced the appointment 
of McCann-Erickson, Inc., Mar- | 
schalk & Pratt division, to direct | 

| all advertising and promotion for 

its Fram products. 
A marketing and promotional | 

in progress upon | 


study now is 





16, 1957 


direct from the Horizon Room at 
the Greater Pittsburgh Airport. 
Starring Frank Parker and Betty 
Madigan, the show was beamed to 
WJAG-TV in Johnstown and 
WTRF in Wheeling, W. Va. 
= + * 


Gage Joins Geyer Agency: 

A. D. Gage has been appointed 
to the Detroit account management 
staff of Geyer Advertising, Inc., and 
assigned to the 
automotive divi- 
sion account of| 


Geyer, Gage had 
been manager of| 
Nash, Hudson! 
and Metropolitan 
advertising for 
AMC. 

: He joined Nash 
A. D. Gage in 1946 as adver-| 





tising and merchandising manager 


25 issue of Automotive News repre-| 
sented, according to Lewis Green-| 
wood, of Young & Rubicam, a}! 


which future planning and mar- 
keting strategy will be based, a 


spokesman for the agency said. 
= > = 


“minor miracle” in that it was 


| produced in only six working days 
|}instead of the usual 30. 

The insert, according to Green- 
wood, the agency’s buyer of 
printing, represented “the ulti- 








‘Ford Dealers on TV 

The Ford dealers of the Tri-State | 
area recently unveiled the 1958 line | 
| Via a special 30-minute show tele-| 
| vised by KDKA-TV in Pittsburgh | 


|Of the Nash export department. | 
* . > 


| Names 


| Ed Wellman, formerly of Look) 
magazine's Philadelphia sales staff, 
has been transferred to the publi- 
cation’s New York advertising sales 
staff. 


> > 





= 
John Stanton 


GOOD WISHES AND A GUARANTEE 


In extending to you sincere wishes for a happy holiday season, the Kendall 
Refining Company renews this pledge: To continue providing you with 
Lubricants of only the highest quality and with proven, profit-building 
Service Selling Tools such as Kendali’'s Unique Lubrication Guarantee 
Pian. Realizing that our prosperity is merely a refiection of yours, we will 
strive in every way possible to aid and assist you in the coming year. 


This we guarantee! 


KENDALL REFINING COMPANY 


BRADFORD, PENNA. 


Lubrication Specialists Since 1881 
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magazine as a member of the pub- 
lication’s New York advertising 
sales staff. Prior to his association 
with Look, Stanton had been on 
the advertising sales staff of 
McCall’s. 

* * * 

Joel Harnett, who has been man- 
ager of advertising sales develop- 
ment for Look for the past two 
years, has been named assistant to 
the publisher and director of pro- 
motion for the magazine. Harnett 
joined the Cowles organization in 
May, 1950, and had been assistant 
to the advertising director prior to 
being named manager of advertis- 
ing sales development in 1955. 

> + * 


Ross W. Crawley has been named 
editor of instruction booklets in the 
Buick sales promotion department 
at Flint. Crawley, who has been a 
district manager in the Los Angeles 
zone since January, joined Buick in 
1949 as a senior clerk in the Flint 


| Office. 


* ? + 


Jim Morton, former promotion 
manager of the New York Journal- 
American, has joined the executive 
staff of the American Weekly. 
Morton will work directly under 
Thor M. Smith, vice-president in 


has joined Look| charge of publisher services. 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of 'S7s added and '49s dropped in November, 1956, Prices of ‘58s added and '50s dropped in December, 1957. 
Figures alongside bars represent dollars. 


Market Trend 


o 


vin 
of ; 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Nov. 29.) 


(Market soft on most models. Sold 170 | PACKARD — 'S4 4-dr., 


cars out of 270 consignments.) 
BUICK—'57 Super Riviera, $2,250° (ps). 














MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 
Burden-Caswell-Nace-Dudiey 
Auctioneer: Harvey Greenwood 
Sale every Tuesday at If A.M. 
Phone Sherman 43263 








DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
475 So. Sante Fe Littleton, Colo. 
Ph: SU 1-46673 — Edgar Smith 
Auction Every Friday at 12:00 Noon 
We Issue Auction Checks and Guarantee Titles 





‘55 Special 2-dr., $1,040; Riviera, $1,050, 
$1,025*. '54 Super 4-dr., $750° (ps). '53 
RM 4-dr., $300°; Special 4-dr.. $255*. ’52 
Special Riviera, $185*. °51 Super 4-dr., 
$160°. 

CADILLAC—’54 (62) 4-dr., $1,570° (ps). 
‘63 (62) 4-dr., $850°. °51 (62) 4-dr., 
$505*. "50 (62) 4-dr., $250°. "49 (62) 4- 
dr., $265°. 

CHEVROLET—’57 Bel Air (8) coupe, $1,- 
800°; 4-dr., $1,700°. ‘55 Bel Air (8) 
coupe, $720°; Bel Air (6) 2-dr., $795°. 
‘54 Bel Air 4-dr.. $660; Two-ten 4-dr., 
$605°, '53 Bel Air 4-dr., $415*, $385. 52 
4-dr., $250; 2-dr., $225°. '51 coupe, $255°; 
2-dr., $105°. 

CHRYSLER—'53 Windsor 2-dr., $370°. 

DODGE—’52 4-dr., $110*. 


FORD—’57 Fairlane (8) Victoria, $1,650°. 
'66 Fairlane (8) 2-dr., $1,265; Victoria, 
$1,195*. "55 Country sedan station wagon, 
2 at $1,040°. ‘52 Custom club coupe, 
$340° (Oldsmobile motor); 4-dr., $220, 
$175*; Ranch Wagon, $190°. '51 Custom 
2-dr.. $210°, $200; conv., $110; Crest 
Victoria, $165°. 

LINCOLN—’53 Cosmopolitan 4-dr., 
(ps). "52 Capri 4-dr., $255° (ps). 

MERCURY—'56 Monterey coupe, $1,245* 
(ps); Medalist 4-dr., $885. "55 Monterey 
2-dr., $670 (police). '54 2-dr., $550°. "51 
4-dr., $185°, $155. 

NASH—'S4 Statesman 2-dr. $325°. ‘51 Am- 
bassador 4-dr., $195°. 

OLDSMOBILE—'57 (98) Holiday, $2,750° 
(ps). °56 (88) Holiday, $1,560°; 4-dr., 
$1,300° (ps). "55 (88) Holiday, $1,265° 
(ps). "54 (88) 2-dr., $705. "52 (98) 4-dr., 


$275°; (88) 4-dr., $200°. 
$400°. ‘51 4-dr., 
$215°. 


PLYMOUTH—’'57 Savoy 4-dr., $1,660; Plaza 


$485° 





NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 


Sale Every Wednesday at 11:00 
SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. Municipal ye Tues., 
11 A.M. Completely shelter. 

MICHIGAN 





GRAND RAPIDS AUCTIONS, INC. 
Cn Cine TP Bap Cae ef Comat, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best™ 
Phone: ARdmore 64-4720 





MISSISSIPPI 


JACKSON — Greater Jackson Auto 
Auction, Inc., Wilmington St., P.O 
Box 8468, Wednesday, 12:30 P. M 


















Checks and tities guaranteed 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 
Conveniently located Y mile from Detroit City Limits 
TWO BIG AUCTIONS EACH WEEK... 


WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S$. ROUTE 25) 
MELVINDALE, MICHIGAN 




























Phone Dunkirk 3-0150 


————— | 








4-dr., $1,350, °55 Savoy 4-dr., $730; Bel- 
vedere conv., $715*; Plaza 2-dr., $545. 
"54 Savoy 2-dr., $575*. '51 4-dr., $145. 

PONTIAC—’55 Chieftain 4-dr., $720. ‘54 
Star Chief 4-dr., $695°. °53 Chieftain 
Catalina, $390°, $210°. '51 4-dr., $155, 
$125*. 

MISCELLANEOUS—’58 Volkswagen 2-dr., 
2 at $1,825, 4 at $1,750. "56 Jaguar, $1,- 
975; Simca 4-dr., $715; Volkswagen 2-dr., 
$1,250. '55 Austin, $1,085, $1,060. '54 
Porsche conv., $1,285. °53 Jaguar, $980, 
$905; Porsche coupe, $1,000. ‘52 Chevro- 
let %-ton pickup, $320; 2-ton tractor, 
$370. '42 Dodge 1-ton truck, $150. 


BUFFALO 


(Thruway Auto Auction, Inc. Sale every 
Monday. Prices are for sale of Dec. 2.) 

(Market similar to that of past several 
weeks. Sold 30 cars out of 60.) - 


BUICK—’'55 Special Hardtop, $950° (ps), 
$950. °54 Special Hardtop, $805*; Super 
sedan, $325° (ps). 

CADILLAC — '54 coupe de Ville, $1,790° 
(ps). °53 4-dr., $710° (ps). 

CHEVROLET—'55 Bel Air conv., $750*. '53 
2-dr., $780. 

DODGE—’'S4 Royal 2-dr., $505* (ps), $360°. 
"53 2-dr., $180. 

FORD—'56 Country sedan, $975*; Fairlane 
2-dr., $910; Town sedan, $1,040°. ‘55 
Custom 4-dr., $545. 53 Crest conv., $225. 

LINCOLN—'53 Cosmopolitan 4-dr., $315*. 

MERCURY—'55 Monterey conv., $1,190*. 
"54 Sun Valley Hardtop, $700*. ‘53 2-dr., 
$390 


OLDSMOBILE—’'56 (88) Hardtop, $1,380° 
(ps). "55 (88) 4-dr., $1,150°. 

PLYMOUTH—'55 Savoy 2-dr., $670. 

PONTIAC—'55 Chieftain 4-dr., $890° (ps); 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 








NEW JERSEY 


Crossroads of the East 


JUNCTION OF PENNSYLVANIA AND 
NEW JERSEY TURNPIKES 


N. A. D. E. 


Dual Lane Sale — Every 


WEDNESDAY, 11 A.M. 


We issue auction checks, guarantee tities 


NATIONAL AUTO 
DEALERS EXCHANGE 


Route 206. South, Bordentown, N. J. 
(Exit 7, N. J. Turnpike) - AXminster 8-1702 


NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. ¥. 
Monday — |! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 












Eve 


(Copyright, 1957, by Automotive News) 





2-dr., $615; Catalina, $690°, °54 Chief- 
tain 2-dr., $440. 

STUDEBAKER—’54 Commander Hardtop, 
$395°*. 


LITTLETON, COLO. 


(Denver Auto Auction, Sale every Friday. 
Prices are for sale of Nov. 29.) 
BUICK—’56 Special 4-dr., $1,265*. °54 Cen- 

tury 4-dr., $880°. 

CADILLAC—’56 Eldorado conv., 
(ps). 

CHEVROLET—’57 Two-ten (8) station 
wagon, $2,025*; Bel Air (8) 4-dr., 2 at 
$1,850°. "56 One-fifty (6) 2-dr., $765. "54 
Bel Air 4-dr., $825°*; 2-dr., $615° (ps). 
"52 4-dr., $210°, °51 2-dr., $275°. 

CHRYSLER—’52 Windsor 4-dr., $175*. 

DODGE—’53 4-dr., $405*. 

FORD—’57 Fairlane (8) 4-dr., 6 at $1,- 
925°; 4-dr. Country sedan, 2 at $2,025°. 
"53 Custom 4-dr., $440°, °51 2-dr., 2 at 

. 


$300°. 
HUDSON—’51 2-dr., $135. 
IMPERIAL—’57 4-dr., $3,700° (ps). 
LINCOLN — ’'57 Premiere 4-dr., $2,900° 


(ps). 
MERCURY—'57 Monterey 4-dr., $2,150* 


$3,500° 


(ps), $2,000* (ps). °56 Custom 4-dr., 
$1,410°. 
OLDSMOBILE — ’'56 (88) 2-dr., $1,730* 


"55 (88) Holiday, $1,120°. "53 (88) 
Super 4-dr., $835° (ps). "52 (88) Super 
4-dr., $350°. "49 4-dr., 2 at $100°. 

PLYMOUTH—’57 Belvedere (8) 4-dr., $1,- 
900° (ps), $1,825° (ps). "56 Savoy 4-dr., 
$1,100. 

PONTIAC—’'56 Star Chief 4-dr., $1,535° 


(ps). 
MISCELLANEOUS—'56 Chevrolet (6) %- 
ton pickup, $1,205. "55 Chevrolet (8) %- 


NEW YORK 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVSLY FOR AUTO DEALERS 


You are 100% safe because all titles 
ond checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





Thruway Auto Auction, Inc. 
Route 18B Buffalo, New York 
EVERY MONDAY 


Insured Checks — Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 
Flying Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 

pick you up. 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Insured 
Checks and Titles (Wed.). 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 



















MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 


—. 


ton pickup, $750; Ford %-ton vickup, 
$690. '54 GMC %-ton pickup, $545, ‘59 
Chevrolet %-ton pickup, $330. 


CHICAGO 


(Arena Auto Auction, Sale every Tues 
day. Prices are for sale of Dec. 3.) 
(Good sale, Despite rain and snow 
throughout the day 324 cars sold out of 
501 consignments.) 
BUICK—’57 Special Hardtop, $2,160*, $1. 
945°. '56 Super 4-dr., $1,595* (ps), $1,. 


490°; Century 4-dr., $1,500*; 3 
conv., $1,400° (ps); Hardtop, $1,409 
$1,245*. °55 Special Hardtop, $1,209: 


4-dr., $975* (ps); conv., $945* (pg): 
Century Hardtop, $905* (ps). '54 3 } 
Riviera, $855*; Hardtop, $810*, $685. 
Super 2-dr.; $825*; RM 4-dr., $825° (pg): 
Century 4-dr., $680*. ‘53 Super 4-dr, 
$535*, $405*; Special 4-dr., $465* (ps). 
"52 Super 4-dr., $345* (ps). °51 Speciaj 
4-dr., $235*; Riviera, $220. 
CADILLAC—’58 (62) 4-dr., $5,010* (ps), 
'57 (60) sedan, $3,985* (ps), $3,725 
(ps); coupe de Ville, $3,690* (ps); Hard. 
top, $3,620* (ps). '55 (60) sedan, $2,395 
(ps), $2,220* (ps); (62) coupe, $2,305* 
(ps); 4-dr., $2,170° (ps), $1,700° (ps); 
coupe de Ville, $2,100* (ps), $2,050" 
(ps); conv., $2,100* (ps). 
CHEVROLET—’58 Impala conv., $2,859* 
(ps); Hardtop, $2,775* (ps); Bel Air (8) 
Hardtop, $2,590° (ps); 4-dr., $2,470*, 
’57 Bel Air (8) conv., $1,805* (ps); Hard. 
top, $1,800*; 4-dr., $1,450; 2-dr., $1,430°; 
Two-ten coupe, $1,605*; Hardtop, $1,600*; 
4-dr., $1,525; 2-dr., $1,500*, $1,375, §$1,. 
350, $1,330; conv., $1,350. '56 Bel Air 
coupe, $1,410°; Hardtop, $1,395*; 2-dr., 
$1,120; Two-ten 4-dr. Hardtop, $1,240*; 


2-dr., $1,050, $1,015*, $1,010; 4-dr, 
$975*, $895, $820. ‘55 Bel Air station 
wagon, $1,105*; 4-dr., $1,000* $895* 


$885*, '$870*; Two-ten 2-dr., $860, $785: 
4-dr., $700°; One-fifty 2-dr., $545, 

’54 Bel Air coupe, $865*°; 4-dr., $580*; 
2-dr., $550°; Two-ten Delray, $590; 4 
dr., $550*; 2-dr.. $455*, $420, $250. ‘53 
conv., $475°; 4-dr., $275. °52 4-dr., $290, 
$260°. 


CHRYSLER — '56 Windsor 4-dr., $1,290° 
(ps). °55 NY 4-dr., $1,420°; Hardtop, 
$995° (ps). 

DeSOTO — '57 Fireflite Hardtop, $2,100* 
(ps), $2,005° (ps). "56 Firedome 4-dr., 
$1,435° (ps); coupe, $1,275°. °54 4-dr,, 
$360°. ‘53 Hardtop, $305*. ‘52 4-dr., 
$225°. 

DODGE—’57 Coronet 4-dr., $1,800*. °55 


Royal Hardtop, $900*. °54 Coronet 4-dr., 
$475*, $470. 

EDS EL — ’58 Corsair Hardtop, $2,930*; 
Citation coupe, $2,830°; Ranger 4-dr., 
$1,830. 

FORD—’'58 Fairlane (8) Hardtop, $2,850* 
(ps). '57 Thunderbird, $2,680°; Fairlane 
(8) Hardtop, $2,350*° (ps), $2,085* (ps); 
Country sedan, $1,935*, $1,920° (ps); 
Victoria, $1,910° (ps), $1,820* (ps), $1,- 
750*, $1,700° (ps), $1,690° (ps), $1,640*; 
conv., $1,905*° (ps), $1,835* (ps); Coun- 
try Squire, $1,890° (ps), $1,765° (ps); 
Custom 2-dr., $1,460°; 4-dr.. $1,335, $1,- 
275. ‘56 Fairlane Victoria, $1,375* (ps), 
$1,190° (ps); Country sedan, $1,235*; 
Custom Ranch Wagon, $1,080; 4-dr., 
$995°; Main 2-dr.. $810°. ‘55 Country 
Squire, $1,200*°; conv., $995*°; Victoria, 

(Continued on Page 37, Col, 1) 


PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 








TENNESSEE 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 














WASHINGTON 





SOUTH SEATTLE 


10844 E. Marginal 'Way Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 

































Crossroads 


. . . where they meet... 
buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 













You will reach both groups 
through an ad in Automotive 
News. 
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Solve Your Christmas Gift Problem . . . Right Now! 


Give AUTOMOTIVE NEWS To Your Friends In The Industry 
$14.00 .... Two Years 
$8.00.....One Year 


This letter will be sent in your name: 
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Please send your gift subscription list to us 
with the following information for each person 
you wish to receive AUTOMOTIVE NEWS: 


GRGRD  cnnessererssessaressnnsensneseensnssnnesonnsnnmnsnestnntnenasnsisanenbannneminnseenntagssanenst SOOO) CGC OS  cecercserecesccntsssssnnnsenscsesscnsnenesneensisntmamnnstinemnemanensias 

ER ccnnssninnessserncmassentensecsemnaibimnnnninnih NO cinininienneennseneenemenenie PEO Ca ceccnstcenccsestsnctennesenrenentatinciniinnencemnnennnmnimnantin 

Vote? Bi ett0O.cccceccccssscsssscessscccsnsecccscscenseccsnanecasecsesensccousnccsencsereqscceneccenes «= wsessgnoeoonenagnanenadnecoanseasseocensessssesacusnessanssessnessssssnsnssmeessnnsscasssoosooosnassascensees 
ONE YEAR |_| TWO YEARS | | 


NOTE: If the person receiving the gift is already a subscriber, AUTOMOTIVE NEWS 
will extend the expiration date for the period of your gift subscription. 


Automotive News 





Penobscot Building Detroit 26, Michigan 
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5 Teen-Agers 
Win Scholarships 
In Ford Contest 


DEARBORN.—Five high school 


AUTOMOTIVE NEWS, DECEMBER 16, 1957 


Current Prices on U. S. Cars 


prices 


2-seat stat. wag., $4,868; 4-dr. 3-seat stat. 


$124 for Fairlane and Fairlane 500; 
Custom 300—4- 





$137 


995. 
brakes standard.) 


away Hydra- 
brakes standard on Series 98.) 


—4-dr, sed., $3,112; 4-dr. hardtop, 

2-dr. hardtop, $3,262; conv., $3,529; . 
2-seat hardtop stat. wag., $3,623. Series oR 
—4-dr. sed., $3,824; 4- dr. hardtop, $4,006; 


2-dr. hardtop, $4,020; conv., 


—, 


$4,360 0, 


Matic, power steering 


PACKARD—Hawk—2-dr. 


(Automatic 


hardtop, 


and 


$3,339 


der 


Dower 


$3, 


Dower 


gested base factory rices, Federal | wag., $5,083 300-D—2-dr. hardtop, $5,173; | for Custom 300.) dr. e9 - 
students who represented MajOTr| gyeise tax amounts ons euggested dealer | conv., $5,603. (TorqueFlite and power steer- $2,119; 2-dr. sed., $2,065; bus, 2-dr., $1,-| PLYMOUTH—(Prices are for six-cylinder ¥ 
the National Teen- Not in- | ing standard on Saratoga, New Yorker and Fairilane—4-dr. sed., $2,285; 2-dr. sed., | models. For V-8s, add $107.) Plaza—4-dr, $e 
newspapers at the onal Teen-| delivery-and-handling charges. 7.50; $¢ 
variable items sed on to | 300-D. Power brakes standard on 300-D.) 523 231; 4-dr. hardtop, $2,428.73; 2- dr. | sed., $2,169; 2-dr, sed., $2,11 bus. epe., 
Ager Press Conference here in Oc-| cluded are pas . hardtop, $2,364.12. Fairlane 500—4-dr. sed., | $2, 028.25. Savoy—4-dr. sed., $2,304.75: 9. ai 
the retail buyer, such as State and local CONTINENTAL—4-dr, sed., $6,072; 4- 2: 2 -dr, hard-|dr. sed., $2,254.25; 4-dr. hardtop, $4 
tober have been awarded college charges and op- ; | $2,437.72; 2-dr. sed., $2,383.72; 4-dr. hard , ; ‘32. ; 
taxes, transportation es dr, hardtop, $6,072; 2-dr. hardtop, $5,825; 9 hardt 2,444.72; | 399.50; 2-dr, hardtop, $2,328.50. Belveder HU! 
scholarships. tional equipment, conv., $6,283. (Turbo-Drive, power steer- | ‘OP. ‘hen r3 2-dr. hard Op, | $2.4 (v-8| —4-dr. sed., $2,439.75; 2-dr. sed., $2 388.500, LIN 
Judging was based on news| (Copyright, 1957, by Automotive News) | ing, power brakes standard on all models.) | 514)” $3'172.69. Station Wagons—2-dr. 2-| 4-dr. hardtop, $2,527.50; 2- rar. hardtop, 32. G 
el ~ 7 : 2- = 56.50; conv. (V-8 std.), « 
stories written by 135 students 1958 MODELS DeSOTO — Firesweep — 4-dr. sed., $2,-| seat Ranch Wagon, $2,406.76; 2-dr. 2-seat | 4 * 
Danes _ | 818.50; 4-dr. hardtop, $2,953; 2-dr. hard-| Del Rio Ranch Wagon, $2,513.24; 4-dr. | 2-dr. hardtop (V-8 std.), $3,066.50. St, 
a Stet anak hai on Naess, “dr nen” sso, 3-ar, | top, $2,889.50; conv.,” $3,218.50; 4-dr. 2-|2-seat Ranch weer, $2,400.76; | 4-dr._ 2- jen “a iommpeney— oa, 2-cct De Fs! 
on e ro abou emselves a PAA: C6 -~seat | Seat stat, wag., $3,266; 4-dr. 3-seat stat. | seat Country Sedan, $2, .24; 4-dr. 3-sea » , -50; 4-dr. 2- e 
d th a ad stionnaire | er’t®,, $2744; conv., $3,081; Siar, atop | Wag., $3,408, Firedome——4-dr. sed., $3,085; | Country Sedan, $2,674.24; 4-dr. | 3-seat | 485.50; ‘2-dr. '2-seat Custom, $2,553.25; 6s 
an eir grades on a questionnaire | stat. wag., $3,145; 4-dr. 2-seat hardtop . a-dr. d-soat Custom, §2,607; 4-dr. 3, Mu 
1 stat. wag., $3,261. Century—4-dr. sed., $3,- 4-dr. hardtop, $3,234.50; 2-dr. hardtop, $3,- | Country Squire, $2,803.90. . y A ; seat H 
which included questions on cur-/| Set Y'Gr’ hardtop, $3,436; 2-dr. hardtop, | 177.50; conv., $3,488.50. Fireflite—‘4-dr.| syqPERIAL —Imperial—4-dr, sed., $4,-| Custom, $2,747; 4-dr. 2e0at Sport, #2, . 
rent events, history and industry. | $3 36g: conv., $3,690; 4-dr. 2-seat hardtop | sed., $3,582.50; 4-dr. hardtop, $3,731; 2-dr. | 945: 4-dar, hardtop, $4,945; 2-dr. hardtop, | 759-75; 4-dr. 3-seat Sport, $2,899.75. : 
Frances Brown, 17, Los Angeles, | stat. wag., $3,831. Super—4-dr. sed., 8. aan eee Gade: ale bau cael =, $4,638.50. Crowa—4-dr. sed., $5,632; 4-dr.|_ PONTIAC—Chieftain—4-dr. sed., $2,638; $ 
ae aa .| 789; 2-dr. hardtop, $3,644. Roadmaster 7 - ee 9E,USU;, SCF. on . | hardtop, $5,632; 2-dr. rdtop, ,388;|2-dr. sed., $2,573; 4-dr, hardtop, $2,792: OL! 
won the top award, an $8,000/ °"4’a- haratop, $4,667; 2-dr, hardtop, $4,-| $4.172. Adventurer—2-dr. hardtop, $4,071; | cony., $5,758.50. LeBaron—4-dr, sed., $5,-|2-dr. hardtop, $2,707; conv., $3,019: 4-ar 
scholarship. She represented t he| 557; conv., $4,680. Limited—4-dr. hardtop, nities end ATorqueFlite | standard 0” | 968.50; 4-dr. hardtop, $5,968.50. (Torque- | 2-seat stat. wag., $3,019; 4-dr, 3-seat stat 
125. re an . Flite, power steering, power brakes stand-| wag., $3,088. Super Chief—4-dr. sed. $2,. 
Los Angeles Herald & Express at | $5,112; 2-dr. hardtop, $5,002; conv., $5 aaadant on Advamne.> , a 
(Variable-piteh Dynafiow standard on Cen- ——= oS Canes. ard on all models. ) 834; 4-dr. hardtop, $2,961; 2-dr. hardtop, , 
the conference held in connection|;yry and Super; Fiight-pitch Dynflow| DODGE—Coronet Six—4-dr. sed., $2,-| LINCOLN—Capri—4-dr. sed., $4,951; 4-| $2,880, Star Chief—4-dr. sed., $3,071; 4 b 
with the 1958 Ford press preview. standard on Roadmaster 75 and Limited. | 529.50; 2-dr. sed., $2,448.75. Coronet V-8—| dr. hardtop, $4,951; 2-dr. hardtop, $4,803.|dr. hardtop, $3,210; 2-dr, hardtop, $3,122: $ 
Oth winners were: Powering steering standard on Super, Road-|4-dr, sed., $2,637; 2-dr. sed., $2,556.25; | Premiere—4-dr. sed., $5,565; 4-dr, hardtop, | 4-dr, 2-seat stat, wag., $3,350. Bonneville H 
‘ er Ss . master 75 and Limited, Power brakes /|4-dr. hardtop, $2,764; 2-dr. hardtop, $2,- | $5,565; 2-dr. hardtop, $5,318. (Turbo-Drive, | —2-dr. hardtop, $3,481; conv., $3,586, ( 
Marcia Robinson, 16, Miami, rep-| standard on Roadmaster 75 and Limited.) | 679; conv., $2,941.50. ——., = — power brakes standard on RAMBLER—Deluxe Six—4-dr. sed., $2, 4 
Her . She CADILLAC — Series 62 — 4-dr. hardtop, | $2,797; 4-dr. hardtop, $2,915.25; -dr. | all models. 047. Super Six—4-dr. sed., $2,212; 4-dr, $s 
oe Ganse mares 4 ald. S $4,891; 4-dr, extended-deck hardtop, $5,-| hardtop, $2,854. Custom Royal— 4-dr. sed., MERCURY—Monterey—4-dr. sed., $2,-| hardtop, $2,287; 4-dr. 2-seat stat. wag., $2. $ 
receiv a ’ award. 079; 2-dr. hardtop, $4,784; conv., $5,454; $3,030; 4-dr. hardtop, $3,142; 2-dr. hard- 721; 2-dr. sed., $2,652; 4-dr. hardtop,| 506. Custom Six—4-dr. sed., $2,327; 4-dr, 2. 
Bettie Schottenfels, 17, Detroit, | Sedan de Ville 4-dr. hardtop, $5,497; Coupe — é tin nen Sees, tan $2,840; 2-dr, hardtop, $2,769; conv., $3,-|2-seat stat. wag. $2,621. Rebel V-8—Super PA 


representing the Detroit Free 
Press. She won a $1,500 scholarship. 

John C. Farrell, 17, Aurora, Colo.; 
Denver Post; $1,000. 

R. Don Thompson jr., 17, Atlanta; 
Atlanta Constitution, $800. 

Judges were William Dwight, 
publisher of the Holyoke (Mass.) 
Daily Transcript 4 Telegram; D. 
Tennent Bryan, publisher of the 
Richmond (Va.) Times Dispatch 
and News-Leader, and L. A. Weil 
jr., publisher of the Grand Rapids 
(Mich.) Herald. 


Snow-Tire Fraud 


Bared by FTC 


WASHINGTON.—The Federal 
Trade Commission has approved a 
consent order prohibiting Hiram B. 
Hundley, who trades as Ben 
Hundley Tires, Inc., Washington, 
from cutting additional grooves in 
ordinary tires and selling them as 
top-quality snow tires. 

The FTC said Hundley cut addi- 
tional grooves in ordinary tires to 
give the appearance of snow tires 
and advertises them as new, 
factory-built, 100 level, first-line 
snow and slush tires. 

The agreement is for settlement 
Purposes only and does not consti- 
tute an admission by Hundley that 
he has violated the law, the FTC 
said. 


Cherry Eyes Capitol 

GALENA, Kans.—Auto dealer 
Walter Cherry has announced his 
candidacy for the Republican nom- 
ination for governor in 1958, He 
said he has been urged “by various 
persons in this state” to make the 
race and “after consideration, I find 
the situation interesting.” 


de Ville 2-dr. hardtop, $5,251. 
Seville 2-dr, hardtop, $7,500; Biarritz conv., 
oi Brougham 4-dr. hardtop, $13, 074. 
ty Special—4-dr. hardtop, $6,232. Series 
76 6-pase. sed., $8,460; 8-pass. limousine, 
$8,675. (Hydra-Matic, power steering, 
power brakes standard on all models.) 

CHEVROLET — (Prices are for six- 
cylinder models. For V-8s, add $107.) Del- 
ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
2-dr. util. sed., $2,013, Biscayne — 4-dr. 

d., $2,290; 2-dr. sed., $2,236. Bel Air— 
4-dr. sed., $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,511; 2-dr. hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734, Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr. 2-seat Yeoman, $2,467; 4-dr. 
2-seat Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 2-seat Nomad, 
$2,728. Corvette — hardtop cpe. or conv. 
(V-8 std.), $3,631. 

CHRYSLER — Windsor —4-dr. sed., $3,- 
129; 4-dr, hardtop, $3,279; 2-dr. hardtop, 
$3,214; 4-dr. 2-seat stat. — $3,616; 4- 
dr. 3-seat stat. wag., $3,803 
4-dr. sed., $3,818; 4-dr. hardtop, $3,955; 
2-dr. hardtop, $3,878. New Yorker—4-dr. 
sed., $4,295; 4-dr. hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 


Vermont Dealer 
Provides Pension 
For Employes 


ST. ALBANS, Vt.—A pension plan 
under which employes can retire at 
65 on more than $200 a month has 
been established by Benoit Motor 
Sales, Inc. (Chrysler-Plymouth). 

Albert J. Benoit, president of the 
firm, said the plan was set up in 
cooperation with the New England 
Mutual Life Insurance Co. 

An employe becomes eligible after 
five years with the firm, said Benoit. 
Entire cost of the program is borne 
by the company, he added. 

Under the plan, Benoit continued, 
an employe who retires at 65 will 
receive about $55 a week, including 
Social Security benefits. 

“If an employe is forced to retire 
before the age of 65, his family will 
receive benefits till the children 
reach 21,” he said. 

Six employes now are covered by 
the program, Benoit said. 


2-seat Sierra, $3,034.75; 4-dr. 3-seat Sierra, 
2-seat Custom Sierra, $3,- 
3-seat Custom Sierra, $3,- 


$3,176.25; 4-dr. 
212.25; 4-dr. 
354.25. 


EDSEL—Ranger—4- 
$2,519; 4- 


dr. sed., 
2-dr. hardtop, 
top, 
hardtop, $3,425; 


top, $3,535; conv., 
—Roundu 


dr. 
dr. 


p-—2-dr. "2-seat, 


Bermuda—4-dr. 
seat, $3,247. 


2-seat, 


sed., 


hardtop, 
Citation—4-dr. hardtop, $3,615; 2-dr. hard- 
$3, 801. Station Wagons 
$2,876. Villager— 
4-dr. 2-seat, $2,933; 4-dr. 3-seat, 
$3,190; 
(Automatic transmission 
standard on Corsair and Citation.) 


FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $107 for station wagons; 


$2,592; 2- 
hardtop, $2,678; 
$2,593. Pacer—4-dr. 
$2,735; 4-dr. hardtop, $2,863; 2-dr. hard- 
$2,805; conv., $3,028. Corsair—4 


2-dr. $3,346. 


$2,990. 
4-dr. 


sed., 


081. 

hardtop, 
conv., 
hardtop, $3,577; 


$3,365; 


hardtop, $3,498. 


-dr. 


3- 





muter, 


ger, 
$3,775. 

steering, 
Lane; Mere-O-Matiec standard on Montclair, 
Voyager and Colony Park.) 


OLDSMOBILE — Series 
sed., $2,772; 4-dr. 
hardtop, $2,893; conv., 


$2,837; 
$2,971; 
221; 


top, $3,944; 


$3,635 


2-dr. 
2-dr. 


$3,035 ; 


; 4-dr. 
(Multi- Drive 


-dr. 


sed., 
2-dr. 


$3,236 ; 
hardtop, 

$3,536; Turnpike Cruiser 4-dr. 
2-dr. 


Turnpike Cruiser 
Park Lane—4-dr. 


4-dr. 


2-seat 


88 — 4-dr. 


4-dr, 2-seat stat. wag., $3,284; 


4-dr. 
$3,284; 


hard- 
2-dr. hardtop, $3,867; conv., 
$4,118. Station Wagons—2-dr. 2-seat Com- 
Commuter, 
$3,105; 4-dr. 3-seat Commuter, $3,201; 2-dr. 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 

: 2-seat Colony Park, 
Merc-O-Matic, power 
power brakes standard on Park 


sed., 
hardtop, 
$3,- 
4-dr. 
2-seat hardtop stat. wag., $3,395. Super 88 


—4-dr, sed., 
$2,636. Custom—4-dr. 
hardtop, $2,532; 
$2,751. 
$2,587; 4-dr. 2-seat stat. wag., $2,881. 
tom—4-dr. sed., $2,732; 4-dr. ‘hardtop, $2.. 
822; 4-dr. 
2-seat hardtop stat. wag., $3, 116, 


STUDEBAKER—Scotsman 6—4-<dr., 
$1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat, 
$2,055. Champion 
$2,253; 2-dr. sed., 
—4-dr. sed., 
4-dr. 


Am 


4-dr. 


sed., 


$2,342; 4-dr, 2-seat stat. 
$2,457; 


2-seat stat. 
— Super — 4-dr. 


wag., 
4-dr, 
wag., 
sed., 
Cus. 


2-seat stat. wag., $3.026; 4-dr. 


6 — 4-dr. 


sed., 
sed., 


$2,189, Commander V4 


President V-8—Classic 4-dr. 


6 cpe., 
352; 
$3,282. 


$2,378; 2-dr. hardtop, $2,493; 
2-seat Provincial stat. wag., 
sed., 


$2,644. 
$2,639; 
2-dr. hardtop, $2,695. Hawks—Silver Hawk 
$2,219; Silver Hawk V-8 cpe., 
Golden Hawk V-8 2-dr. 
(Overdrive standard 


$2,- 


hardtop, 


on “ Golden 





New Commercial Car Registrations, 
All States for October, 1957-1956 


Truck 


registrations by states 


are released here weekly, as 


compiled by ®. L Polk repre- 


sentatives in state capitals. 
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Every _— precaution has been 


exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
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_ ae 2-dr., $325*; Deluxe 4-dr., $270 (ps). 135*. °57 Custom (8) Royal 4-dr., $2- 
53,339. RAMBLER—’55 Cross Country, $1,200*. 050*. °56 Coronet Lancer, $1,310*. '55 
4-dr, e e WILLYS—’57 station wagon, $1,575. Model Breakdown Custom (8) Royal 4-dr., $1,075* (ps). ’53 
ries 9% MISCELLANEOUS—’54 Ford 1-ton truck. Coronet (8) Diplomat, $360. 
= se = aor u Cc I on r / ces Of Auction Averages FORD—’58 Fairlane (8) 500 Victoria, $2,- 
Dower LOS ANGELES Dee. 1007 Mov, Oct, | S68. (es), CRETE. Oy Semmentes, 
r (Harold Henry’s Los Angeles Auto Auc- Model To Date 1957 1957 Faishane’ th) bos ayuher '32 we, Coun- 
tion, Sale every Tuesday. Prices are for $2,852 * * * : Viete 7 ° 
‘ae (Continued from Page 34) sale of Nov. 26.) try sedan, $2,145* (ps); Victoria, $2,100 
Dower . . 26. 1,826 $1,882 $1,984 (ps), $2,050* (ps), $2,000* (ps), $1,995° 
oma? . . . . . 
/linder $730*; 2-dr, sedan, = hy ge geis*’ wys.bas* (pe). or » Buk Saree Geel Sen nivtora, 92,060°," "be iepee 1,297 sam 1,378 dus wana Gaon oom: g2,008° 
345° Crest 4-dr., ’ , ’ Ss). , + , * . ’ 
—_ 505°, $500°; Victoria, $690*, $455; 2- $2,350* (ps); Fairlane (8) 6 pass. station sieese’ - guasse. gi.aeo"” Su aeoe on - — on Si ens° ‘to 2 ~ SY eee 
5; 3 dr., $420. °53 Crest 2-dr., $470*; Victoria, ae anaes (Sn abe S- (ps), $1,040* (ps), $985*°; Special Ri- 396 441 471 (ps); Fairlane (8) sedan, $1,500; Custom 
 '. $400; Main “2. a si Tie*: Guano is; Sohal Wagon +i viera, $1,200* (ps); 4-dr., $1,025*; Super e738 pa (8) 2-dr., $1,550, $1,425; 2-dr., $1,320°. 
vi HUDSON—'54 Hornet, . Be , : ’ Riviera, $1,190* (ps); RM 4-dr., $1,185* 259 ’56 Thunderbird, $2,405, $2,305, §2,200°, 
88.50: LINCOLN—'57 Premiere Hardtop, $3,185* 580; 2-dr., $1,295. 56 Country sedan sta- (ps). °54 Super 4-dr., $850* (ps); Riviera 195 216 220 $1,975*; Fairlane (8) Victoria, $1,510* 
e' 5 $2,975* (ps). "56 Premiere tion wagon, $1,330*; Fairlane (8) 4-dr., :. Se > > > 
D, $2,. (ps) vy $2 225° (pe); 4-dr $1 $1,310: Custom (8) 2-dr $1,295. 5S $700*; Special Riviera, $770*. °51 RM * 190 185 (ps), $1,460* (ps), $1,445* (ps), $1,425°*, 
: nv ,275*, . ; -ar., hd ’ ; -ar., , le -dr. . . *. sedan 
“ury— ne a 55 Capri Hardtop, $1,300* Country Squire station wagon, $1,450*; S-Gt., SEB. $1,420", $1,330°, $1,300%; Country . 
Sta- goo* (ps). , Custom (8) Ranch Wagon, $1,130*; Fair- | CADILLAC—'57 (62) coupe, $4,300* (ps); See: ee es —— a $1,250° ; eS, 
it De. MERC URY—’56 4-dr, station wagon, $1,- lane (8) 2-dr. Hardtop, $1,080*, $945*, coupe de aie “amen” tt), b sedan Average $1,055 $ 751 $ 795 oo $1 ogee a, Sen on’ =! 
ase 685° (ps); Montclair coupe, $1,410*;| $920. °53 Hardtop, $595*; 2-dr.. $480*.| 98 Ville. $3,805" (pe), #0 (ps). $3-| — sNot computed. 015°, $1,010*. °55 Thunderbird, $1,825*; 
oan Monterey coupe, $1,130*. "55 Monterey| '52 Ranch Wagon, $300*; 2-dr.. §210. '51| 200), (ps); coupe de mite, $3,275" (pa). Country ‘Sedan, $1,300*, $1,135; Fairlane 
= Hardtop, $1,145* (ps), $1,040*, $1,015*;| club coupe, $140, "50 2-dr., $225. Soham gutede tne), "SB couse cc Vine Victoria, $1,200°, $1,050; conv., $1,075*: 
ae oar, oreo; 2-de., $200. Bo fiarttop | IMPERIAL —'58 2-dr. Hardtop, $4,800°| $2,375 (ps); 4-dr. sedan, $2,050° (ps).| $1,620°, $1,585*; sport sedan, $1,600°;| sedan, $1,065*," $1,000*; 4-dr.. $975° 
| 4-dr., $560; 2-dr., $395. >| (ps). s 54 (60) 4-dr., $1,955* (ps). "53 (62)| 4-dr., $1,430*; 2-dr., $1,305*; Two-ten| (ps), $810*; Custom 4-dr., $960*; Ranch 
2,638; 35°. '51 4-dr., $200°. LINCOLN—'54 Cosmopolitan coupe, $810*.| 4 ar. $1,005* (ps). ’52 coupe de Ville,| station wagon, $1,545°, $1,520*; One-| Wagon, $940; Custom (6) 2-dr., $1,025°. 
2.183; OLDSMOBILE—'58 (98) 2-dr. Holiday, $3,- | mERCURY—'57 Monterey Hardtop, $2,130°|  go65* (ps), $675; conv., 2 at $600* (ps),| fifty, $1,400. °55 ‘Bel ‘Air (8) Nomad| ‘54 conv., $540*; Custom (8) 4-dr., $500*; 
a 505° (ps). 57 (98) 4-dr. Holiday, yo oot | (8): '56 Montclair 4-dr. Hardtop, $1,-| 455°. ‘51’ coupe de Ville, $640°; 4-dr.,| station wagon, $1,625° (ps); sport coupe,| Custom (6) 2-dr.. $320. 53 Custom (8) 
; stat, (ps), $2,520° (ps); 4-dr. ater 2 ). | 655% (ps), $1,435°; Custom 4-dr., $1,-| $625 $575*, $200; conv., $500*. °50| $1,360*, $1,325*, $1,300, $1,245°, $1,235°; | 2-dr., $480, $475, $420; 4-dr., $425°; Main 
» 482 (ps); (88) 4-dr. Holiday, $2, ps). | 365%; station wagon, $1,305. ’54 Monterey| 4 ar.’ $335*: conv., $325*. °49 4-dr.,| 4-dr., $1,250%, $1,220° (ps), $1,015*; Bel| 2-dr., $305; Pace Car, $275; Ranch 
ee "56 (98) Holiday, $1,835" (pe). Sligey, | 4;0F-. ,$845°, $830°. "53 Monterey conv.,| g275¢, $150*; conv., $190*. "48 4-dr.,| Air (6) 2-dr. $1,080*, $1,050*, $845; Two-| Wagon, $210*. ’52 Main 2-dr., $375; Cus- 
3,129, $1.525 rei 4aee: 2dr. $1,385°, '55 (98) ae. $140. endings FO ten (8) 4-dr., $975. '54 Bel Air 2-dr.,| tom 2-dr., $225, '51 club coupe, $175. 
a 525°, : . oe : : ~ar., . ‘ CHEVROLET—’58 Bel Air (8) sport sedan, $785*, $750; conv., $705*; Two-ten 2-dr., | HUDSON—’52 Hornet 4-dr., $125°*. 
neville Holiday, $1,395° (ps), $1,375*, $1,320° | OLDSMOBILE—’57 (98) 4-dr. Holiday, $2,- $2,770* (ps); sport coupe, $2,700*; Bis- $525. '°53 Two-ten club coupe, $525; One- | mm@PERIAL—’57 4-dr. ea ibe (ps). 
5. (ps); (88) Holiday, $1,275* (ps), $1,225°; 600* (ps); (88) Super 2-dr. Holiday, cayne (8) 4-dr., $2,650*, $2,600°, '57 Bel fifty sedan, $510; Bel Air 4-dr., $500, '52| EINCOLN—57 Premiere coupe. $2,925* 
-_ 4-dr., $1,200° (ps). °54 (98) Holiday, $2,450° (ps); (88) Holiday, $2,200*, ’56 Air (8) sport sedan $2,235* (ps), $2,- 4-dr., $185. '51 coupe, $195. °50 conv., (ps). °55 Capri coupe, $1,750° (ps). 53 
4-dr, $960* (ps), $680°; (88) Super 4-dr., (88) Super 4-dr., $1,700° (ps). °54 (98) 030° (ps); 4-dr., $2,200* (ps), 2 at $1,- $100*. Capri coupe $305°, - . 
» $2, $930* (ps). "53 (98) Holiday, $570*;| 4-ar. $1,060* (ps). 900* (ps), $1,880° (ps), $1,875° (ps), | CHRYSLER — ‘54 NY 4-dr., $950° (ps), , : 
4-dr. 2-dr., $370° (ps). PLYMOUTH—’57 Belvedere (8) 4-dr., $1,- $1,735*: 5s rt cou $2,085*, $2,035° $700* (ps). '53 NY Town & Country MERCURY — '57 Monterey coupe, $2,110° 
Super PACKARD—'53 2-dr., $205°. 800°, "54 4-dr., $375. '53 Hardtop, $270.| (ps) $i,925* (ps); Two-ten (8) station|  §745°. F "| (ps). °56 Monterey coupe, $1,610° (ps) ; 
wae. 2 et eo Herat cones, | PONTIAO — ’5S7 Chieftain station wagon,| wagon, $1,900°; 4-dr., $1,605°, $1,500*; | DeSOTO—'s7 Firesweep Sportsman, $2,315* an eLioo™ "tS keenteree meme, She 
ar, . . F $2,140°. "56 Star Chief Hardtop, $1,575*, sport coupe, $1,475*; Two-ten (6) 4-dr., (ps) , . 7 . : , . 
wag. pe ay eaves Gun $1.450° (ps). °53 Chieftain 4-dr., $345°:! $1,460, '56 Bel Air (8) sport coupe,| DODGE—'58 Custom (8) Royal conv., $3,- (Continued on Page 38, Col. 1) 
“ $1,235*; Savoy 4-dr., $970. '55 station 
= wagon, $950°, $795, $780°; Belvedere 4- 
"dr. dr., $850° (ps), $735*, $665°; Savoy 


4-dr., $710*, $570; Plaza 4-dr., $630, 

aed $595; 2-dr., $525, $495. ‘54 Belvedere 

. Hardtop, $510; Savoy 4-dr., $420; Plaza 

4-dr., $385, $300; conv., $350°. "53 Cran- 
brook 4-dr., $280. 


RE 


on PONTIAC—'56 Star Chief Catalina, $1,485° 
2644, (ps), $1,430*; Chieftain Catalina, $1,270° 
> 639: (ps). "55 Star Chief conv., $1,190° (ps); 
Hy. ; Chieftain 2-dr., $840; station wagon, 
awk $805*: 4-dr. sedan, $770*. °54 Star Chief 
2 Catalina, $700°, $645°; 2-dr., $360, °53 
oan Chieftain 4-dr., $460*, $390, $250°, $240°, 
$220° 
) RAMBLER — ‘55 station wagon, $1,065*; 
Hardtop, $840. °54 station wagon, $770. 
STUDEBAKER — °54 Commander club 
coupe $450°. °53 Hardtop, $435*. 
MISCELLANEOUS—’57 Isetta conv., $615. 
5S Volkswagen 2-dr., $855; Chevrolet 
pickup, $575. ‘54 Ford %-ton pickup, 
$645. 
DETROIT 
(Motor City Auto Auction. Sale every 
Monday. Prices are for sale of Dec. 2.) 
, (Plenty of buyers. Bidding not too 
'O- brisk, Sold 81 cars out of 186 consign- 
AL ments.) 
BUICK — ‘57 Special conv., $2,225*. ‘56 
45441 Century conv., $1,435; Special 2-dr., $1,- 
45172 175°. "55 Century Hardtop, $1,075*; Su- 
per 2-dr., $1,050° (ps); Special sedan, 
8672 $1,050*, $825. °54 Super 2-dr., $775°. °53 
8853 4-dr., $380. "52 Special 2-dr., $240; Super 
155 sedan, $170. '51 sedan, $175°. '50 sedan, 
1932 $100°. 
~~ CADILLAC—’53 coupe de Ville, $720* (ps); 
11@ conv., $795*. "50 club coupe, $425. 
_o CHEVROLET — 56 One-fifty' 2-dr., $885. 
23% ‘55 station wagon, $1,100° (ps), $825; 


1893 Bel Air club coupe, $1,050° (ps). "54 Bel 
Air 2-dr., $590. ‘53 Bel Air 2-dr., $330. 


= "51 sedan, $155, $150. 
aman CHRYSLER—’'54 Windsor club coupe, $200. 
213 DODGE—'54 Coronet club coupe, $405. '53 
1810 Coronet sedan, $300°, $265. ‘51 club 


42% coupe, $220°. 

5060 FORD—'56 Fairlane (8) sedan, $990. ‘55 

ss Country Squire, $1,275*, $1,060° (ps), 
3650 $950°; Fairlane 2-dr.. $735*; conv., $900. 

i "54 Ranch Wagon, $715, $655; 2-dr. se- 
78 dan, $525*. "53 station wagon, $585; club 





“Changing to Texaco brought me real money” 














_ 6% coupe, $600 $465°; Victoria, $555* (ps); 
6606 2-dr., $420°, $405; 4-dr., $315; conv., 
5424 $425. "52 sedan, $300; conv., $300°. 50 
76879 2-dr., $200. 
76052 MERCURY—'56 Custom club coupe, $1,- 

300°. "53 4-dr., $335°. "51 sedan, $175°. says Charles K. Stowers, 
037 "50 sedan, $105°*. 
bI714 NASH—'53 Ambassador sedan, $250°, ’52 successful Texaco 

. , bes . 

been a a Oe Dealer in Dallas, Texas. 
shed. OLDSMOBILE — ‘56 (88) sedan, $1,390° 


(ps). °55 (88) Super Holiday, $1,340°*; 
— 2-dr. sedan, $1,150°. ‘54 (88) Super 2- 
dr.. $725°; club coupe, $705* (ps). ‘53 
club coupe, $675° (ps); conv., $365°. '52 
sedan, $255° (ps). 
PLYMOUTH — '56 Plaza 2-dr., $875. ‘55 
Plaza 2-dr., $560, $450. '53 club coupe, 
$300; 2-dr., $300; 4-dr., $235. 
PONTIAC—’57 Star Chief sedan, $2,000*. 
"56 Star Chief club coupe, $1,150*, $1,- 
050°. °55 Chieftain club coupe, $1,040; 
: sedan, $865°. "54 club coupe, $750. ‘52 
sedan, $285° (ps). 
STUDEBAKER—’53 club coupe, $285. 
—e eo Ford F-100 pickup, 


LITTLETON, COLO. 


(Colorado Auto Auction, Inc. Sale every 
Monday. Prices are for sale of Dec, 2.) 


BUICK—’57 RM _ Riviera, $2,750° (ps); 
Special 4-dr., $2,000* (ps). ‘55 Special 
station wagon, $1,455*. '53 Special 4-dr., 
$315*. '51 Special 2-dr., $220; RM 4-dr., 


6 reasons why you can make 
money as a Texaco Dealer! 


THE BEST petroleum products, known and accepted by car 
owners in all 48 states. Continuous research and develop- 
ment insure that Texaco will always have outstanding 
products. 





“I tried one dealership, then changed 
to another, but never made any real 
money until I changed to Texaco in 
1939. I was selling 2,900 gallons 

a month then. I've grown steadily. 
Now I am doing 50,000 gallons and 
expect to reach 65,000 gallons a 
month by the end of the year. 







THE BEST and biggest national advertising program . . . 
constantly selling Texaco Dealers to car owners everywhere. 





THE BEST point-of-sale promotion material to help bring 
customers in and bring them back! 





“T’ve found that any help you ask from 
Texaco — within reason — you'll get. 











$150°. THE BEST customer credit card—in fact, the only petroleum 
8286 CADILLAC—'58 (62) de Ville, $5,- , : c y pe . 
6715 300* (ps); 4-dr. sedan, $5,150° (pe). "OF credit card honored under one sign in all 48 states . . . and That’s how Texaco keeps its large, 
isa (62) coupe de Ville, $4,335° (ps), $4,050° in Canad ; ‘ 
pL outdo" ips); tras sedan’ Ss'eso> (pe)’ ya ee national Dealer Family together — 
24927 "56 ey ees See ’ ‘ . ps ° e ° > + 
rs Eldorado Bizas* pe). 88-62) aw: = BEST retailer ee-Sees doesn’t pe with > with more take-home money. 

»600° (ps). ealers . . . cooperates with them in promoting their sales 

647 | CHEVROLET — '58 Nomad 4-dr. stati pe P 8 ‘ iti 
a wae, $3,710°; Bel Air (8) sd Hard- of nationally advertised and accepted TBA products. y a any ambitious man who has 

Op, $2,680* (ps), $2,600* (ps), $2,600°, : 
1422 $2,570*, $2,500*, $2,455*, $2,430*. °57 Bel : : Peepers fe €o rtunity to get a Texaco 
— Air (8) 2-dr. Hardtop, aniioe, 2 at $1,- THE BEST opportunity to cash in on “touring deal ot pa 4, = own boss. I sa 
u7s6 2dr, B1480", One-Atty sae, $1,350, "66 business—because motorists know they can get b P P F Y> 
7656 Bel Air (8) 2-dr. ‘Hardtop, $1,450°, $1,- i 
ie le me he th, ee che famous Texaco products wherever they drive. etter take it. 
2056 $1,100; One-fifty (8) 4-dr., $1,135*, $875, THE TEXAS COMPANY 
7336 $750. ‘55 Bel Air (6) 2-dr., $595. *54 Bei 
580! Air 4-dr., $790*; One-fifty 2-dr., $495. 
Bi ———— eee DIVISION OFFICES: Atlanta, Ga.; Boston 16, Mass.; 
aS CHRYSLER —'05 NY ‘-ar., $1,330" (ps). WRITE OR PHONE TODAY if you'd like to be Buffalo 9, N. Y.; Butte, Mont.; Chicago 4, IIL; 
M414 $320° (De). cae Hardt a a your own boss—a Texaco Dealer. Let's talk — 2, a eee ees oe * — 
aan DeSOTO —’ : re : 3 ndianapolis 1; Ind.; ‘ 3 
anne paths Bh fat. $100" a ara it over. No obligation. Get in touch with the seuitiee a. Dien. Mow Aree 16, La.; New Sock 
, of (pe). "64 Coronet (6) a-dr. gare.” Texaco Division Office nearest you. 17, N. Y.; Norfolk.2, Va.; Seattle 1, Wash. 



























*53 Monterey coupe, §455*; conv., $405°. 
"51 4-dr., $225°. 

NASH—'52 Statesman 4-dr., $155. 

OLDSMORBILE — '58 (88) Super Holiday, 
$3,500° (ps). ‘57 (98) Holiday coupe, 
$2,465° (ps). "56 (88) Holiday, $1,505°. 
’55 (98) conv., $1,550° (ps); (88) Super 
Holiday, $1,375* (ps). '53 (88) Super 
4-dr., $665°. ‘52 (98) 4-dr., $200°. ‘51 
(98) Holiday, $200°. 

PLYMOUTH—'57 Belvedere (8) 4-dr., $1,- 
825° (ps); sport coupe, $1,820°. '56 Bel- 
vedere (8) sport coupe, $1,325*; sport 
sedan, $1,325°; Savoy (8) 4-dr., $1,050; 
club sedan, $1,025*; 2-dr., $900; Savoy 
(6) club sedan, $955. '55 Belvedere 4-dr., 
$940°. ‘54 Belvedere Suburban, $800*; 
sport coupe, $775*. °53 Cranbrook conv., 
$335. °52 station wagon, $305; club 
coupe, $285. '51 4-dr., $125. "50 station 
wagon, $220. °49 station wagon, $190; 
4-dr., $150. 

PONTIAC—’ 57 Star Chief Catalina, $2,130*° 
(ps). °56 Chieftain station wagon, $1,- 
205°; 2-dr. $1,150°, $1,075*; Catalina, 
$1,100*. °55 Chieftain Catalina, $1,050°. 
‘54 Star Chief conv., 
(ps); Chieftain 4-dr., $475°*, "53 
Catalina, $450, $440°; 4-dr., $430°, $340°. 
"52 4-dr., $225°. ‘51 Catalina, $205°; 
4-dr., $175. 

STUDEBAKER— 56 Power Hawk, $1,360*. 
*53 Champion coupe, $410°*. 


WILLYS—’50 4-dr. station wagon, $250. 








BUICK—’55 Special 2-dr., 


CHRY: 





(Continued from Page 37) 
025*. °54 Monterey coupe, $750*, $710*°. MISCELLANEOUS — '57 Chevrolet Handy- 


man, $1,825* (ps); Ford Ranchero, $1,- 
700*; Austin, $2,340; Isetta, $620. '56 
Chevrolet %-ton pickup, $850; Ford F-100 
%-ton pickup, $845; Austin 4-dr., $900; 
Jaguar sedan, $1,930; Volkswagen 2-dr., 
$1,465. '55 Chevrolet %-ton pickup, $875; 
Jaguar 4-dr., $1,490*; Porsche Roadster, 
$2,170, '54 Chevrolet %-ton pickup, $625; 
Sunbeam conv., $450; Metropolitan conv., 
$495. °53 Hillman conv., $305; Jaguar 
4-dr., $555; MG Roadster, $900; GMC 
%-ton pickup, $425. Hillman conv., 
$300, ‘51 Dodge %-ton pickup, $265. '48 
Hillman conv., $165. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 


Thursday, Prices are for sale of Dec, 5.) 


(Retall off. Wholesale fair with prices 
holding. Sold 55 cars out of 72 consign- 
ments.) 
$975. 
tury 4-dr., $770. °53 Super 4-dr., $375; 
Special Riviera, $270; RM Riviera, $720. 
*52 Special 4-dr., $210. 


CADILLAC — '56 (62) coupe, $2,400. °51 
(62) 4-dr., $350. 
CHEVRO — ‘56 Corvette, $1,700. "54 


station wagon, $725. ‘53 Two-ten 2-dr., 
$475. °'52 4-dr., $285, $230; club coupe, 
$300; conv., $140. '51 2-dr., $300, $250. 

SLER—’'53 Hardtop, $315. 52 station 
wagon, $400. 





54 Cen- | 


AUTOMOTIVE NEWS, DECEMBER 16, 1957 


DeSOTO—’'53 4-dr., $395. 
$185, $165. 

DODGE—’53 Meadowbrook 4-dr., $215. 

EDSEL—’57 Hardtop, $2,330. 

FORD—’55 Main 4-dr., $330, '54 Custom 
4-dr., $575, $465. '53 Custom 2-dr., $270. 
"52 Custom 4-dr., $275. '51 2-dr., $135. 

MERCURY—’53 Hardtop, $625. 

NASH—’54 Statesman 4-dr., $345. 

OLDSMOBILE—’'55 (88) Super conv., $1,- 
445. '53 (88) Super 4-dr., $340, 51 (88) 
2-dr., $110, $105. 

PONTIAC—’57 Chieftain 2-dr., $1,600. '53 
4-dr., $400; coupe, $380. 

STUDEBAKER—’52 4-dr., $100. 

MISCELLANEOUS—’55 Willys panel truck, 
$380. "52 Kaiser 2-dr., $100. 


JENISON, MICH. 


(Grand Rapids Auction. Sale every Tues- 

day. Prices are for sale of Dec. 3.) 

(Market soft and hard to sell. A real 
nice consignment of cars, but buying was 

very selective. Sold 68 cars out of 196 
offered.) 

BUICK—’57 Special 2-dr. Riviera, $2,155*. 
"56 Special 4-dr., $1,890*°, $1,555°, $1,- 
525°; Riviera, $1,400°, $1,320°; Century 
4-dr., $1,495°, '55 Century 4-dr., $1,200*° 
(ps), $1,195°; 2-dr., $1,125°. '54 Special 
4-dr., $900°, $600. °53 Super Riviera, 
$515* (ps); Special 4-dr., $265, '52 4-dr., 
$275* (ps), $180°, $145. 

OADILLAC—’56 (62) club coupe, $2,850° 
(ps). "55 (60) 4-dr., $2,200° (ps). °51 
(62) 4-dr., $445°. 

| CHEVROLET—’58 Bel Air 2-dr., $2,475*. 
"57 Two-ten (8) 4-dr.. $1,275*. "56 Two- 
ten station wagon, $1,405*, $1,275*. 55 
Bel Air club coupe, $1,070*; Two-ten 2- 
dr., $750. '54 Two-ten 2-dr., $600°. °52 
4-dr., $225. '50 2-dr., $150. 

CHRYSLER—’52 NY 4-dr., $190* (ps). 


"52 4-dr., $205, 





Please Send Check With Your Order to 


Automatiue News, 


DEPT. A—2666 PENOBSCOT BLDG. 


DETROIT 26, 


MICHIGAN 





DeSOTO—’53 Firedome 4-dr., $385*. 

DODGE—’53 Coronet 4-dr., $300*%, $275. 

FORD—'57 Skyliner conv., $2,425* 
Fairlane (8) 500 4-dr., $1,685*, $1,565°; 
Custom (8) 4-dr., $1,560*, $1,440°, 
420°. '56 Fairlane (8) 2-dr., $1,430* (ps); 
Country sedan, $1,300*; Custom 2-dr., 
$1,125* (ps). '55 Custom Ranch Wagon, 
$980°; club coupe, $965; 4-dr., $800°, 
$610. "54 Custom 2-dr., $565*, 52 station 
wagon, $285. 

LINCOLN — ‘57 Premiere 4-dr., $3,135* 
(ps). '56 Capri club coupe, $1,745* (ps); 
Premiere 4-dr., $1,075* (ps). "52 club 
coupe, $415°. 

MERCURY — '57 Turnpike Cruiser 4-dr., 
$2,530* (ps). '54 4-dr., $380°. 
OLDSMOBILE — ‘58 (98) 4-dr., $3,345° 
(ps). °56 (88) 4-dr., $1,475*; 2-dr., §1,- 

250. '55 (88) 2-dr., $890. 

PLYMOUTH—’57 Belvedere club coupe, $1,- 
815°. °54 coupe, $625. "52 4-dr., $180°. 
*51 4-dr., $140. 


| PONTIAC—’52 4-dr., $205*. '51 4-dr., $165. 


RAMBLER—’55 4-dr., ‘52 station 
wagon, $250. 
MISCELLANEOUS—'56 Ford %-ton pick- 


up, $800. 


PORTLAND, ORE. 


(Portiand Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of Dec, 3.) 
BUICK—’57 Special 4-dr. station wagon, 

$2,400* (ps). '56 Special 4-dr. Hardtop, 

$1,775*; Super 2-dr. Hardtop, $1,685* 

(ps). °55 Century 2-dr. Hardtop, $1,255* 

(ps); 4-dr. Hardtop, $1,185*; Special 2- 

dr. $975°. °53 Super 4-dr., $500° (ps), 

$355°; Special 2-dr., $455; 4-dr., $395°. 

"51 Super 4-dr., $220°. 

CADILLAC—’52 (62) 4-dr., $865°, $610°. 

*50 Special 4-dr., $635°. 
CHEVROLET—’'58 (8) 4-dr. station wagon, 

$2,530*. °57 Bel Air (8) 2-dr. Hardtop. 

$2,025*; 4-dr. sedan, $1,835*, $1,825°; 


$620°. 





A Valuable Sales Tool for Every Dealer, 
Dealer Salesman, and Factory Executive: 


Automotive News Auto Show Issue for 1958 


®@ Photographs of 1958 Automobiles* 
@ Latest Engineering Developments 
®@ Comparative Price Chart 
® Complete Specifications 
® Truck Section 
@ Foreign Car Imports 
@ Market Trends 


* All in Full Color 


Automotive News 


December 2 Issue 


EXTRA COPIES AVAILABLE... BUT SUPPLY IS LIMITED. 75< EACH. 


oe 
Two-ten (6) 4-dr., $1,650, °'56 TWo-ten 
(8) 4-dr. station wagon, $1,700°; 2. 
sedan, $1,220; Two-ten (6) 4-dr., $1,159: 
2-dr., $1,000; Bel Air (8) 2-dr. !'ardtop 
$1,635*; 4-dr. sedan, $1,565* ().3), ‘55 
Two-ten (8) 4-dr, station wagon, * 1,345+. 
Delray, $1,100*; 4-dr. sedan, $1,'55; (6) 
station wagon, $1,070; Bel Air (6) 4-dr, 
$1,225* (ps). '54 Two-ten (6 4-dr. 
$685*; One-fifty 4-dr., $685*. 53 \ wo-ten 
2-dr., $635, $565, $555; 4-dr., $:.20. ‘59 
4-dr., $360, $355; club coupe, $32:), $325 
51 4-dr., $275; 2-dr., $145. "50 2-dr, 


$180; 4-dr., $170*. 

DODGE—’57 Royal 2-dr. Hardtop, 51,995+, 
‘56 Custom Royal 4-dr., $1,330" (pg). 
2-dr., $1,240*, $1,210*, $1,065°, $1,050* 
$1,035*. '55 Royal 2-dr. Hardtop, $1,125+ 
(ps). '54 Royal 2-dr. Hardtop, $565, '5) 
4-dr., $350, 50 2-dr., $195°. 

FORD—'57 Fairlane (8) 500 2-dr. liardtop 
$2,005*; 4-dr. station wagon, $1,999: 
4-dr., $1,820*; Custom (8) 300 2-.r., $1: 
680°; 4-dr., $1,450, $1,445. 56 Thunder. 
bird, $2,340*; Custom (8) 4-dr. station 
wagon, $1,635°; 2-dr., $1,120*, $1,030, 
$1,000, $950; 4-dr., $900*°; Fairlane (8) 
Hardtop, $1,585* (ps), $1,480* (ps); 2. 
dr., $1,395*; station wagon, $1,560* (ps), 
$1,200* (ps). '55 Custom station wagon, 
$1,315*, $1,215°; 4-dr., $930°; 2-dr. 
$855, $805; Fairlane (8) 4-dr., $1,115*; 
Main Ranch Wagon, $1,055; 2-dr.. $699, 
’54 4-dr. station wagon, $925*; Main 2. 
dr., $520. '53 4-dr, station wagon, $855*: 
2-dr. Hardtop, $655°; 2-dr. sedan, $410* 
52 Custom 4-dr., $445; 2-dr., $365. '5] 
2-dr., $240; club coupe, $180. ‘50 2-dr, 
$135; 4-dr., $100. '49 2-dr., $110. 


MERCURY—'55 Montclair 2-dr. Hardtop, 
$1,305* (ps); Monterey 4-dr., $1,005*, 
*54 Custom Hardtop, $855. '52 Monterey 
4-dr., $475*. '50 4-dr., $170; 2-dr.. $145, 
"49 4-dr., $125. 

NASH—’'54 Ambassador 4-dr., $625*. ‘53 
Statesman 4-dr., $385. 

OLDSMOBILE — '56 (98) 2-dr. Hardtop, 
$1,950° (ps), $1,875° (ps); (88) 4-dr, 
$1,360*. '55 (88) Super Hardtop, $1,495" 
(ps); (98) 4-dr., $1,305* (ps). '54 (98) 
Hardtop, $1,250*; (88) 4-dr., $1,055*; 
2-dr., $975*. '53 (88) Super 4-dr., $595*, 

PACKARD— 53 4-dr., $625* (ps). ‘51 club 
coupe, $145°. 

PLYMOUTH—'56 Belvedere 4-dr., $1,450* 
(ps); Suburban, $1,100; Savoy (8) 4-dr., 
$1,095. ‘55 Belvedere Hardtop, $1,030*; 
Plaza 2-dr., $700. '54 Savoy 2-dr. $530. 
"53 Cranbrook 4-dr., $360, '50 club coupe, 
$245. 

PONTIAC — '57 Chieftain 4-dr. Hardtop, 
$2,215* (ps); Safari 4-dr. station wagon, 
$2,100*. '55 Chieftain Hardtop, $1,030*. 
’53 Chieftain 4-dr.. $430°, $410*. ‘51 
Hardtop, $295*. '48 4-dr., $120. 

RAMBLER—'53 station wagon, $565. 

MISCELLANEOUS—’57 Volkswagen, $1,- 
515. "56 Ford Consul, $875; Volkswagen 
2-dr., $1,350, $1,325, $1,300; Ford %-ton 
pickup, $970, $885. °53 International \- 
ton pickup, $385. °52 Chevrolet %-ton 
pickup, $370; Dodge “%-ton pickup, $415; 
Willys panel, $310. °51 Ford %-ton pick- 
up, $520; Dodge %-ton pickup, $350. '30 
Chevrolet truck, $270. ‘46 Chevrolet \- 
ton pickup, $195. 


SEATTLE 


(South Seattle Auto Auction, Sale every 
Wednesday. Prices are for sale of Dec, 4.) 
BUICK—'55 Special Sport coupe, $1,275°. 
CADILLAC—’'56 (62) coupe, $3,025* (ps). 

"49 (62) sedan, $365°. 
CHEVROLET—’'58 Impala Sport coupe, §2,- 

995° (ps). "57 Bel Air (8) 4-dr., $1,925° 

(ps): Two-ten (8) station wagon, $1,- 

980°; Hardtop, $1,770°. "56 Two-ten (8) 

station wagon, $1,710°; 4-dr., $1,390°*, 

$1,375*, $1,220; One-fifty station wagon, 
$1,230; 4-dr., $1,175; 2-dr.. $1,080, $1,- 


| HUDSON—’53 Wasp 4-dr., $400°. 


070, '55 Two-ten (8) station wagon, $1,- 
305; 4-dr., $1,105; 2-dr., $880°, $655; 
Bel Air (6) Sport coupe, $1,115; 4-dr., 


$860. "54 Delray 2-dr., $745. '53 Two-ten 

2-dr., $465, $335. "52 4-dr., $315. ‘51 4 

dr., $295°*, $260. '50 2-dr., $190. 
EDSEL— ‘58 4-dr. station wagon, $3,000° 


(ps). 

FORD—'57 Fairlane (8) 500 Hardtop, $2,- 
150° (ps); 4-dr. sedan, $1,985° (ps); 
Custom 300 4-dr., $1,665°. ‘56 Fairlane 
Hardtop, $1,570° (ps); 2-dr., $1,485° 
(ps); Victoria, $1,410°; Custom station 
wagon, $1.695°; 4-dr. sedan, $1,120°, 
$1,100*. ‘55 Fairlane Victoria, $1,095°. 
’54 Victoria, $800° (ps). '53 Main 2-dr., 


$305. "52 Victoria, $$565°; conv., $445°*; 

coupe, $395°; 2-dr.. $395°; 4-dr., $375°. 

"51 2-dr., $260, $215, $210. 
HUDSON—'53 Hornet 4-dr., $370°. 


LINCOLN—'58 Premiere Sport coupe, $5,- 
200° (ps). 

MERCURY—'58 Monterey Sport coupe, $3.- 
150° (ps). "56 Montclair conv., $1,390° 
(ps). "52 Monterey Sport coupe, $465*. 

NASH—'53 Statesman 4-dr., $400*, $275. 
"S51 4-dr.. $135. 

OLDSMOBILE— 56 (98) 4-dr., $1,870 (ps); 
(88) Sport coupe, $1,720*° (ps); 4-dr., 
$1,465*. "55 (98) 4-dr., $1,460°, $1,450° 
(ps). 

PACKARD—'54 Clipper 4-dr., $620°*. 

PLYMOUTH — ‘56 Belvedere Sport coupe, 

; Savoy 2-dr., $1,225*; Plaza 4 

. "55 Plaza 4-dr.. $795°; 2-dr., 
$775. "54 Savoy 4-dr., $465, $445. '53 4- 
dr., $295. 

PONTIAC—'56 Chieftain Sport coupe, $1,- 
470* (ps). '53 Sport coupe, $630*°; 2-dr., 
$375*. ‘50 Sport coupe, $240*. 

RAMBLER—’52 station wagon, $410. 

STUDEBAKER—’50 Champion 2-dr., $140*. 

MISCELLANEOUS — '57 Borgward 2-dr., 
$2,000; Volkswagen 2-dr., $1,645. ‘56 
Volkswagen 2-dr., $1,400. "53 Ford %- 
ton pickup, $560. °51 Dodge %-ton pick- 
up, $290. '48 Austin 4-dr., $155. 


FLINT 


(Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of Dec, 4.) 
(Prices seemed fairly steady, 
however, activity at the auction is pick- 
ing up which indicates more activity at 
the retail level. Sold 98 cars out of 152 
consignments.) 
BUICK—’57 Special Riviera, $2,270* 
175*, $2,155°; 
"56 éentury conv., $1,540*, $1,300*; 


420°. '55 Special Riviera, $1,130* (ps), 
$820; Super Riviera, $1,120* (ps). ’54 
Super 4-dr.. $780*°. ‘53 Special 4-dr., 


$400; 2-dr., $395°*. 


CADILLAC—'57 (62) coupe, $3,535* (ps). 
$1,- 


‘56 (62) club coupe, $2,380* (ps). 
CHEVROLET— 57 Bel Air (8) 4-dr., 


710* (ps); 2-dr., $1,500; Two-ten (8) 
4-dr., $1,500*. '56 Two-ten (6) station 
wagon, $1,425*, $1,330*%; 2-dr. $1,130, 
$865; Bel Air (8) conv., $1,200*; 4-dr., 


$1,200*, $1,020; 2-dr., $1,130, $1,100. ’°55 
Bel Air (8) club coupe, $1,000*, $1,075*, 
Hardtop, 
2-dr., $655. '54 Bel Air club coupe, 


$935*, $875*; 
$955°*; 
(Continued on Page 39, Col, 1) 
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Super Riviera, $2,100*. 
Spe- 
cial Hardtop, $1,515*, $1,395*; 2-dr., $1,- 
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'53 Two-ten station wagon, $525; 
ir., $375, $315; 2-dr., $255; Bel Air 4- 
dr $400; 2-dr., $315; One-fifty 2-dr., 
): 4-dr., $245, 51 4-dr., $210; 2-dr., 
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popce _'57 Royal Lancer club coupe, $1,- 
05*. 

FORD '57 Fairlane (8) 500 2-dr., $1,850* 
(ps); 4-dr., $1,760*; Fairlane (8) 2-dr., 
$1,640*; Custom (8) 300 2-dr., $1,400. 
156 (8) 6 pass, station wagon, $1,225; 
Fairlane (8) 4-dr., $1,070*; Custom (8) 
9-dr., $1,025*; 4-dr., $970*. '55 Country 
sedan, $1,270*; Ranch Wagon, $870; Cus- 
tom 4-dr., $850°, $605; 2-dr., $740; 6 
pass, station wagon, $830. '54 Country 
Squire, $770*; Custom club coupe, $615°*. 
53 Custom 2-dr., $325*°; conv., $305°; 
Victoria, $300. "52 club coupe, $345*, ‘50 
2-dr., $170. 

MERCURY—’56 Custom club coupe, $1,- 
235°, '53 Custom 4-dr., $230. 

OLDSMOBILE—’56 (98) Holiday, $1,690* 
(ps); (88) Super 4-dr., $1,510* (ps). '55 
(28) Super 4-dr., $1,020*°, '54 (88) 4-dr., 
$815*. "50 4-dr., $115*. 

PLYMOUTH—’ 56 Plaza 2-dr., $605. '55 Bel- 
vedere Hardtop, $930°; Savoy club sedan, 


$650. 
PONTIAC—’56 Chieftain 2-dr., $980°. °55 
Star Chief conv., $1,040*°; Chieftain Cat- 


alina, $940°, $750; 4-dr., $700°. ‘53 
Chieftain 2-dr., $385*; 4-dr., $200°. °'50 
4-dr., $110. 


WILLYS—’'51 station wagon, $100. 

MISCELLANEOUS—’57 Lioyd conv., $825; 
Metropolitan Hardtop, $1,125; Skoda 2- 
dr. $900; VolKswagen 2-dr., $1,570, $1,- 
525. °54 Chevrolet Utility, $300; Ford %- 
ton panel, $475. 


FARGO, N. D. 


(Tri-State Auction Co, Sale every Friday. 
Prices are for sale of Dec. 6.) 
(Sold 69 cars out of 124 consignments.) 


BUICK—’'54 Riviera Hardtop, $875*. ‘51 
RM coupe, $165°. 

CADILLAC—’'51 conv., $505*. 

CHEVROLET—'57 Two-ten 4-dr., $1,590*, 
$1,570*, 2 at $1,560° $1,545°, '56 Two- 
ten 4-dr., $1,280°, $1,200*, $1,190, $1,150. 
"53 One-fifty 4-dr., $235. ‘52 Hardtop, 
$350°. "51 2-dr., $160. ‘50 4-dr., $140°. 

CHRYSLER—’57 NY coupe, $2,185* (ps). 
’51 Windsor sedan, $160°. 

DODGE—’'51 Coronet sedan, $100. 50 Cor- 
onet 4-dr., $110. 

FOR D — '57 Custom 4-dr., 2 at $1,690°, 
$1,550°, $1,545°; 2-dr., $1,390. 56 Fair- 
lane Victoria, $1,360° (ps); 4-dr., $1,325; 
Custom 4-dr., $1,200*, $1,175*; 2-dr., $1,- 
075. 55 Custom 4-dr., $1,025; Fairlane 
4-dr., $1,010°; Town sedan, $840°; Main 
4-dr., $735. '54 Custom 4-dr., $680; 2-dr., 
$650, $420. '53 Victoria, $775*. ‘51 Cus- 
tom 2-dr., $175*; 4-dr., $155, $115°. 

MERCURY—’'56 Custom 2-dr., $1,105. °54 
4-dr., $775. "53 Monterey 4-dr.. $465. 

OLDSMOBILE—'56 (88) Hardtop, $1,555, 
$1,530° (ps), $1,525° (ps), $1,415° (ps). 
"62 4-dr., $295°. "51 4-dr., $200°. 

PACKARD—'51 4-dr., $105°. 

PLYMOUTH—'57 Plaza 4-dr., $1,450. ‘54 
Belvedere 4-dr., $485°. '52 2-dr. $105. 

STUDEBAKER—'53 Champion 2-dr., $325. 
"52 Champion 4-dr., $155. 

MISCELLANEOUS—'56 Ford %-ton pick- 
up, $855. "53 Ford %-ton pickup, $290°. 
‘51 Studebaker i-ton pickup, $390. °50 
GMC %-ton pickup. $325. ‘49 Ford \%- 
ton pickup, $215. 


CHICAGO 


(Greater Chicago Auto Auction. 
every Thursday. Prices are for sale of 
Dec, 5.) 

Sold 323 cars out of 567 consignments.) 


BUICK—’'57 Super Riviera, $2,200° (ps). 


"56 RM Riviera, $1,575° (ps); 4-dr., $1,-| 


454° (ps); conv., $1,510° (ps); — 
Riviera, $1,505* (ps), $1,500° (ps), 7 
275* (ps); Special Riviera, $1,430°. ‘55 
Century Riviera, $1,105*; Special Riviera, 


$1,100° (ps), $1,070°, $1,055°, $1,050°, 
$995° (ps), $970, $965; Super Riviera, 
$975°; 4-dr., $830°. ‘54 Special Riviera, 
$795*, $750°; conv., $655°. ‘52 Super 


Riviera, $245°. '51 Special Riviera, $220*. 


CADILLAC—'58 (62) sedan de Ville, $5,- 
500° (ps). "57 (62) coupe, $3,660° (ps). 
"56 (62) sedan de Ville, $2,950° (ps); 
coupe, $2,865° (ps); 4-dr., $2,705° (ps). 
"55 (62) coupe de Ville, $2,245° (ps); 
coupe, $1,800*° (ps); 4-dr., $1,580° (ps). 
"54 (62) coupe, $1,555° (ps). "53 (62) 
4-dr., $925° (ps). "51 (62) coupe, $500° 
(ps); 4-dr.. $300°. 


CHEVROLET—'58 Impala coupe, $2,750* 
(ps). "57 Bel Air (8) 4-dr., $1,800°, $1,- 
700*, $1,610* (ps); Sport coupe, $1,710* 
(ps); Two-ten (8) 4-dr., $1,575*; Two- 
ten (6) 2-dr., $1,425*, $1,200. '56 Bel Air 
(8) Sport coupe, $1,435*, $1,375* (ps), 
$1,350° (ps); conv., $1,295*; Bel Air (6) 
.4-dr., $1,105*; Two-ten (8) 2-dr., $1,190*, 
$1,120, $1,115, $1,180*; Two-ten (6) 2- 
dr.. $920. ‘55 Bel Air (6) Sport coupe, 
$985*, $950° (ps); coupe, $785; 2-dr., 
$675* (ps); Two-ten (8) 4-dr., $915°*; 
Two-ten (6) 2-dr., $750; 4-dr., $730°*, 
$660. °54 Bel Air Sport coupe, $815°*, 
$650*°, $635*, $510° (ps); 4-dr., $690*, 
$615*; 2-dr., $520, $455, $450; station 
wagon, $600°. '53 Bel Air 2-dr., $450°; 
Two-ten 2-dr., $305. ‘52 4-dr., $200. 

CHRYSLER—’56 NY 4-dr., $1,690* (ps). 
"54 Windsor 4-dr., $560°, ‘52 4-dr., $305*° 
(ps). 

DeSOTO—’'54 Firedome 4-dr., $660*, $575°*; 
Hardtop, $515*. 

DODGE — ’57 Royal (8) Lancer, $1,900*. 
‘56 Royal (8) Lancer, $1,365*, $1,350*, 
$950*; Custom Royal 4-dr., $1,115*; Cor- 
onet 4-dr., $950°. '55 Royal (8) Lancer 
2-dr., $915* (ps); conv., $550*. °54 Cor- 
onet 4-dr., $320*. "52 Meadowbrook 4-dr., 
$280, $205. 

FORD—’57 Country Squire, $1,920* (ps); 
Country sedan, $1,770*; Fairlane (8) 500 
Victoria, 2 at $1,800*, $1,720°, $1,665°; 
Custom (8) 300 4-dr., $1,600*, $1,525*; 
Ranch Wagon, $1,600*, $1,500; 2-dr., $1,- 
500*, $1,490°, $1,465*, $1,450°, $1,315*. 
‘56 Thunderbird, $2,195*; Fairlane (8) 
Victoria, $1,375*, $1,370*, $1,360°, $1,- 
200, $1,150*, $1,125*, $1,000*; 4-dr., $1,- 
205; Custom (8) 2-dr., $985, $810, $795; 
Ranch Wagon, $885. ‘55 Thunderbird, 
$1,805* (ps); Fairlane (8) Victoria coupe, 
$1,035*; conv., $575*; Custom 4-dr., $735, 
$660*, $600°; 2-dr., $550. '54 Crest Sun- 
roof, $510*, $480*; station wagon, $465. 
53 ‘Crest Victoria, $575*, $560*; Main 
2-dr., $370*; Custom 2-dr., $370; Ranch 
Wagon, $340*, $315*; 4-dr., $295*. °52 
Crest Victoria, $425*, $410*, $400°*; Cus- 





Sale | 





tom 4-dr., $300, $215. '51 4-dr., $305, 

10. 

HUDSON—’54 Wasp Hollywood, $360*. ’53 
2-dr., $200. 


IMPERIAL—’57 4-dr., $3,025" (ps), $3,- 


000* (ps). 
LINCOLN — ’57 Premiere coupe, $3,035* 


(ps). '54 Capri coupe, $1,025* (ps). ’53 
Cosmopolitan 4-dr., $675*. ‘51 coupe, 
$215°*. 


MERCURY—’57 Montclair Hardtop, $2,035* 
(ps). °56 Montclair coupe, $1,390* (ps), 
$985* (ps); Custom coupe, $1,200*, ‘55 
Monterey coupe, $1,125* (ps); Custom 
2-dr., $800, $790*, $775*, $740*. '54 Mon- 
terey 4-dr., $680*, $625*, $585*; coupe, 
$665*, $640°, $445*; Custom 2-dr., $525, 
$465. °53 coupe, $355*; 2-dr., $270. 

NASH—’56 Ambassador 4-dr., $1,050* (ps), 
$825*. '54 Statesman 4-dr., $400, $300. 

OLDSMOBILE—’57 Fiesta station wagon, 
$2,525* (ps); (88) Super Holiday, $2,225* 
(ps); (98) 4-dr., $2,200* (ps); conv., 
$2,140* (ps); (88) 4-dr., $1,655*°. °'56 
(88) Super 2-dr. Holiday, $1,645° (ps), 
$1,625* (ps), $1,600* (ps), $1,460*, $1,- 
450°; 4-dr., $1,420*, $1,405*; (88) Holi- 
day, $1,310°, $1,300*. °55 (98) Holiday, 
$1,305* (ps); conv., $1,180* (ps); (88) 
2-dr., $1,075* (ps), $1,065*%; Holiday, 
$1,010*. '54 (98) 4-dr., $1,095* (ps); (88) 


2-dr., $770*. °53 (88) 4-dr., $500°; 2-dr., 
$405*, $350°; conv., $385°. °52 4-dr., 
$215°. 


PACKARD—’53 Clipper 4-dr., $275*; 2-dr., 
$250. 


PLYMOUTH—’57 Belvedere Hardtop, $1,- 
850° (ps); Savoy 4-dr., $1,395*; Plaza 
4-dr., $1,240*, °56 Belvedere Hardtop, 
$1,185* (ps); conv., $1,170*; Suburban, 
$995; Savoy 4-dr., $940; Plaza 2-dr., 
$790. °55 Belvedere 2-dr., $715; Savoy 
4-dr., $675, $605, $595*. '54 Savoy 4-dr., 
$450; 2-dr., $360, $300, $245; Plaza 2-dr., 
$275. '53 Cranbrook 2-dr., $345, $340; 
Cambridge 2-dr., $215. '51 Hardtop, $215. 

PONTIAC—’56 Star Chief Catalina, $1,- 
250°; conv., $1,300* (ps). ’55 Chieftain 
station wagon, $1,125*, $1,030*; Star 
Chief conv., $1,010* (ps); Catalina, 
$985*. °54 Catalina, $450°; 2-dr., b 
*53 Chieftain Catalina, $375*; 2-dr., 
$335*. '52 2-dr., $260*. '51 4-dr., $235. 

RAMBLER—’57 Cross Country, $1,615, °56 
Cross Country, $1,325, $1,175*, $1,125. 
"55 Cross Country, $970. '53 conv., $315*. 

STUDEBAKER — ’'55 Commander 4-dr., 
$585; President 4-dr., $560. 

WILLYS—’52 Hardtop, $300. 

MISCELLANEOUS—’56 Ford %-ton pick- 
up, $835, "52 Chevrolet panel truck, $200. 


ALBANY 


(Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
Dec, 2.) 

(Car prices held steady to firm at the 
auction here today. Buyers from many 
points attended. Bidding was vigorous 
and the auction was fast, Sold 92 cars 
out of 118 offered.) 


BUICK—’57 Special Riviera, $2,100*. °56 
Super 4-dr., $1,635* (ps); Special 2-dr., 
$1,390*. '55 Super Riviera, $1,260*; Cen- 
tury Riviera, $1,175* (ps); Special Ri- 
viera, $1,140°; 4-dr., $1,040*. °54 Cen- 
tury Riviera, $790*; Special 4-dr., $740*; 
2-dr., $725; Super 4-dr., $670*; RM conv., 
$650* (ps). 

CADILLAC—’57 (62) coupe, $3,785* (ps). 

(Continued on Page 40, Col, 3) 





rie SRR 
Used-Car Salesmen Win Awards— 


Four out of the six used-car salesmen at William Lehman, Inc. (DeSoto-Plymouth), 
Miami, Fla., qualified for cash prizes in Chrysler Corp.'s recent used-car sales contest. 
The other two salesmen missed qualifying for third place honors by one and two 
units. The dealership won the prizes in the Class A division (400 or over projected 
1957 new-car sales). Shown during presentation ceremonies are, seated, from left, 
William Lehman, dealership owner, and salesmen Steve Hurt, Charles Sullivan and 
Charles Young. Standing: E. G, Haggerty, district manager; S. C. Ransom, Atlanta 
zone manager; B. M. Walker, DeSoto regional manager, and Roger Dixon, dealer- 
ship sales manager. 





The story of the upside-down car 


HEY, DON’T PARK YOUR NEW CAR 


UPSIDE DOWN! 


if 


YOU CAN PARK RIGHT-SIDE UP. WE PUT IN 


| ALWAYS PARK 
UPSIDE DOWN. 


KEEPS OIL UP IN MY ENGINE 


... CUTS FRICTION 
WHEN | START! 


IT OIL PLATES YOUR ENGINE®... 
CONQUERS FRICTION AND CORROSION. 
i 


‘ 


aU 


sell exclusive Oil-Plat 


Oil-Plating. By means of : 1 
ic action, it actually “plates 4 


magneti 


tough film of lubricant onto the entire 
engine. It never drains down, even over- 
Result? Faster, safer, friction- 
free starts . . . automatic warm-up - - - 
up to 80% less friction wear! 


Oil-Cleansing . . . 2 second great dis- 


covery .. . conque rosio! 
tralizing combustion acids instantly! 


CONOCO all-season Super Motor Oi 


night! 


a unique 


rs corrosion by neu- 





x) _-7 THAT'S FOR ME! 


particles of 


them in harmless oil suspensions until 
drain-time. 

i des 
Simplifies inventory, too 2 gra 
pc all cars. Build profits and cus- 
tomer confidence 
trade-in with Conoco all-season Super. 
Contact your Conoco 0 
Continental Oil Co., Houston, Texas. 


CONOCO ALL-SEASON SUPER MOTOR OIL. 
IT STAYS UP IN YOUR ENGINE... 
NEVER DRAINS DOWN. 
4 


/ 
4 


NO -~~ 
KIDDING? 


LOOKS LIKE EVERYTHING'S 
ON THE UP-AND-UP NOW. 


YOU BET! OIL-PLATING 
NEVER LETS YOU DOWN. 
\ 


ing’ from break-in to trade-in! 


What’s more, this additive “scoops up” 


dirt and dust . . . holds 


from break-in to 
ffice or write 


GUARANTEED AGAINST 
LUBRICATION FAILURE 


© 1957, Continental Oil Company 
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SPRING 
SUSPENSION PROBLEMS, 
MR. DEALER? 


Earn a nice profit and satisfy your customers by 
stabilizing their weakly sprung cars and pick-up trucks with 
HELLWIG adjustable spring stabilizers or overloads. 
The established and reliable (11 Yea ELL WIG 
line is the finest overload and:stabilizing-3ys: 
today; and all with-no« 
no-welding — jus 


available 


"Incr oe n F 
Glendale, Califot ‘ 
you literature which tells the whole story 
on how to correct the weak spring situation 
that exists on all late model cars. Manufactured in 
California and Missouri and available through 
HELLWIG distributors or from a HELLWIG warehouse. 





SELF-CLOSING DOME TOPS 
For 100 or 120 Ib. Grease Drums 
55-gal. Drums 
Sefe — Sanitary — Fireproof 
USE THEM FOR: Dirty rags 
Trash Empty oil cans 
Paper towels Waste paper 
100 or 120 Ib. size— 
Minimum order 3...................-.-......$6.00 ea. 
55-gal. size—Minimum order 3........$8.50 ea. 


CHARLES PRODUCTS CO. 
HUTCHINSON, KANSAS 





Used-Car Auction Prices 


(Continued from Page 40) 


’56 (60) 4-dr., $2,930*° (ps); (62) conv., 
$2,610° (ps). ‘54 (60) 4-dr., $1,765* 
(ps), $1,690*. °50 coupe, $250°. 

CHEVROLET—’57 Two-ten (6) 4-dr., $1,- 
510°; One-fifty (6) 2-dr., $1,300. '56 Bel 
Air (8) 4-dr., $1,200*; Two-ten (6) 2-dr., 
$1,125*, 2 at $960, $940; 4-dr., $1,010, 
$960, °55 Bel Air (8) 4-dr., $1,075*; Two- 
ten (6) station wagon, $820; 4-dr., $635; 
One-fifty (6) 2-dr., $590. °'54 Bel Air 
2-dr., $725*, $660°; Two-ten Delray 
coupe, $600. '53 Two-ten 4-dr., $450, 
$425, $225; One-fifty 2-dr., $360, °52 
4-dr., $340°; 2-dr., $340. 

DODGE—’58 Royal Lancer coupe, $2,760° 
(ps). °53 Coronet 4-dr., $250°. '52 Coro- 
net 4-dr., $130. 

EDSEL—’'58 Pacer 4-dr., 


FORD—’58 Country sedan, $2,590° ‘57 
Fairlane (8) 4-dr., $1,700*. '56 Country 
sedan, $1,375*; Ranch Wagon, $1,260*; 
Custom (8) 4-dr., $1,035*; 2-dr., $900. 
‘55 Custom Ranch Wagon, $1,040, $890, 
$600; 4-dr. sedan, $900; Fairlane (8) 
4-dr., $990°. "54 Custom (6) 2-dr., $525. 
’53 Crest conv., $460; Ranch Wagon, 
$425; Custom 2-dr., $420; 4-dr., $380°. 

HUDSON—’53 Hornet 4-dr., $190. 

MEROCURY—’56 Montclair sport coupe, $1,- 
380°, $1,370°; Medalist sport coupe, $1,- 
230°. °55 Monterey 4-dr., $1,080° (ps); 
Custom 2-dr., $860*. "53 Monterey sport 
coupe, $300. °52 4-dr., $280. °51 Custom 
4-dr., $180°. "50 2-dr., $160. 

NASH—’55 Ambassador 4-dr., $760° (ps). 
’54 Metropolitan coupe, $480. 

OLDSMOBILE — ‘56 (88) Holiday coupe, 
$1,455*. "55 (98) conv., $1,200° (ps); 
4-dr, sedan, $1,050°. °54 (88) Holiday, 
$960°. "53 (98) conv., $410° (ps). 

PACKARD—’53 Clipper 2-dr., $220°. 

PLYMOUTH— 55 Plaza (6) 2-dr., $560. "53 
4-dr., $250, $150. 

PONTIAC—’56 Chieftain (8) Catalina, $1,- 
150. °53 Chieftain 2-dr., $300. ‘52 Chief- 
tain Catalina, $260°. 

STUDEBAKER—'55 President 4-dr., $770*; 
Commander 4-dr., $720°*. 

WILLYS—’57 Willys Jeep, $725. 

| MISCELLANEOUS — '57 Chevrolet %-ton 

pickup, $1,060. ‘56 Ford Consul, $710. 


$2,660°. 


(Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of Dec. 4.) 
| (The market held fairiy steady this 
| week. We had a very active sale with a 


cial 2-dr., $805°. 


‘S53 Special Hardtop, $465°, 
"51 Special 4-dr., $305. 
OADILLAC—'S6 (62) sedan, $3,110* (ps). 
"S4 (62) coupe de Ville, $1,690° (ps); 
4-dr., $1,610° (ps). "53 (62) 4-dr., $1,- 
110° (ps). "51 (62) 4-dr., $475*. "50 (62) 


‘54 Special 4-dr. $690°. 


$460*, $290. 





Just turn it on and listen! 
Magnified sound locates rat- 


tles quickly. 





NOW—LOCATE CAR RATTLES QUICKLY! 


New Improved Breeze RATL-CHEK magnifies sounds, 
finds noises without road test 


Now can keep your customers’ cars 
from “rattle-traps”. Here’s the first 
instrument locating rattles 
and car noises in mere minutes — without 
time-wasting road tests. The new Breeze 
RATL-CHEK is an electro-mechanical 
device that works on the principle of 
magnifying the vibration frequency of 
the noise. 
Simply clamp the vibrator on the car 
at any point, sit in the car and turn 
a knob on le frequency control 
unit. Vibration is set up and the unit 


bolt connections 


a profit. 


us for complete 


(Gag) BREEZE CORPORATIONS, INC. 
Gas) 700 Liberty Avenve citenctbie these 


“tunes in” the annoying rattle at its fre- 


the sound until it can 


uency, magnifyin 
Gelvacind cxtibrand qutchly ond censested. 

Rattles; window noise or other loose 
of the car can be found 
and corrected, thus satisfying your cus- 
tomer and giving him a 


er car — at 


Test after test has proved the efficiency 
and profit. possibilities of the RATL- 
CHEK. All electrical parts 
writer Approval. Ask your jobber or write 


meet Under- 


DEALER PRICE 


$125” 





WAREHOUSE POINT, CONN. | 





4-dr., $375*. °49 (62) 
$220*. 

CHEVROLET—’57 Bel Air 4-dr., $1,675* 
(ps). °56 Two-ten 4-dr., $1,200*, $1,175*, 
$1,125*, $1,075*, $995, $985, $975, $950; 
2-dr., $940. °55 Two-ten 4-dr.. $920*, 
$700, $675. '54 Bel Air Hardtop, $775; 
One-fifty 2-dr., $440. °53 Bel Air Hard- 
top, $490*, $400. °52 club coupe, $365°, 
$195, $180; Hardtop, $275*. ‘51 4-dr., 
$330*, $255, $155°; 2-dr., $240°. °49 2- 
dr. $105. ° 

CHRYSLER—’55 Windsor 4-dr., $1,080*. 
"54 Windsor 4-dr., $325*, '53 NY 2-dr., 
$325*. °51 Windsor 4-dr., $130*. 

DeSOTO—’56 Firedome 4-dr., $1,300* (ps). 
°53 4-dr., $420°*. 

DODGE—’53 Coronet 4-dr., $360*; Meadow- 
brook 2-dr., $270. °52 Coronet 4-dr., 
$260*, $160. °51 4-dr., $100. °50 2-dr., 
$120. 

FORD—’57 Country sedan, $1,700; Fair- 
lane (8) 500 4-dr., $1,650; Custom 300 
4-dr., $1,470*, $1,175*; 2-dr., $1,175. °56 
Fairlane 2-dr., $940. °55 Fairlane Vic- 
toria, $1,050*; conv., $820; Custom 2-dr., 
$655; Main 2-dr., $600; coupe $500. '54 
Custom station wagon, $655, $510, $495; 
4-dr., $455, $390; Victoria, $450. °53 
Ranch Wagon, $460*. '52 Country Squire, 
$400, $350, $305, $290, $235, $220. ‘51 
4-dr.. $175, $165*, $160, $125. '50 4-dr., 
$135, $100, 

HUDSON—'53 Hornet 4-dr., $190. 

LINCOLN—’53 Capri 4-dr., $455* (ps). 
Capri conv., $280*. 

MERCURY—'57 Monterey conv., 
"54 2-dr., $680, $560*. 
$325. ‘52 2-dr., $250. 
coupe, $190; 4-dr., $130. '49 4-dr., $100. 

OLDSMOBILE—’'54 (88) 2-dr., $610. °53 
(88) 4-dr., $700°, $330°, $325°. °52 2- 
dr., $425°. 

PLYMOUTH—’56 Savoy 4-dr., $950. °55 
Savoy 2-dr., $630. ‘53 Hardtop, $305*; 
2-dr., $250, $205. °50 2-dr., $130. 

PONTIAC—’S4 Chieftain 2-dr., $330°. °53 
4-dr., $425*, $325, $310*. '52 4-dr., $190. 
"50 4-dr., $110. 

RAMBLER—’55 Cross Country, $950. 

’53 Champion 4-dr., $275. 


station wagon, $475, $315. 
STUDEBAKER 
MISCELLANEOUS—’55 Ford F-600, $700; 
1-ton express, $650. ‘52 Jaguar Mark 
VII, $395. °51 Dodge dump truck, $510; 


%-ton panel, $110. 
* * * 


— Auctions in Brief — 


DANVILLE, VA. 

Danville Auto Auction. Sale every Wed- 
nesday (Dec. 4). Sales are lagging our 
usual custom as we approach the year’s 
end. Sold 136 cars out of 168 consignments. 

* * * 


VALDOSTA, GA. 

Tom Hewitt Auto Auction. Sale every 
Friday (Dec. 6). Today’s sale really looked 
good. Dealers were here doing their Christ- 
mas shopping. Weather was fine. 

* * * 


OMAHA 
Richard Abel Auto Auction. Sale every 
Thursday (Dec. 5). Market strong. A much 
more brisk sale. The later model cars went 
much better. 


coupe de Ville, 


"52 


$1,975°*. 
"53 4-dr., $425, 
"51 conv., $245; 


"53 


* * > 


ST. LOUIS 
St. Louis Auto Auction, Sale every Tues- 
day and Friday (Nov. 26 and 29). Market 
good, especially on 1954 and older models. 
Prices steady. Sold 169 cars out of 277 con- 
signments. 


* * - 
INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc. Sale 
every Thursday (Dec. 5). Increase in con- 


signment. Bidding very active. Sold 85 per- 
cent of cars consigned. 


Truckers Fight 
Rail Bid to Haul 
GM Cars by Road 


WASHINGTON. — Attorneys for 
the American Trucking Assns., the 
National Automobile Transporters 
Assn., the ATA Contract Carrier 
Conference and six independent 
trucking firms have asked the In- 
terstate Commerce Commission to 
deny the applications for contract 
carrier rights which would permit 
the trucking subsidiary of Southern 
Pacific Railway Co. to haul Gen- 
eral Motors cars into eight Western 
states from points in California. 


At hearings on four consolidated 
cases involving rights sought by 
Pacific Motor Trucking Co., Peter 
T. Beardsley, director of the ATA 
law department, told the ICC that 
Southern Pacific would be engaged 
in three kinds of transportation of 
GM autos if the rights were 
granted . 


Beardsley said it would be a 
common carrier by rail, as well as 
being a common carrier by motor 
truck and a contract carrier by 
truck. The shipments in question 
originate at GM assembly plants 
at South Gate, Raymur and Oak- 
land, Calif. 


He pointed to the limitations 
contained in the Interstate Com- 
merce Act and the National Trans- 
portation ‘Policy against unre- 
stricted trucking operations by 
railroads and said that if ever such 
restrictions were to be applied, the 
ICC should apply them in these 
cases, and deny the applications. 








No Charge 
for Children 


Air-Conditioned Rooms 


Television and Radio 
Convenient Parking 
WOodward 3-7100 
Jerry Moore, gen. mgr. 
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FREE TELETYPE RESERVATIONS 
FOR ALL ALBERT PICK HOTELS 


NO BULB 
co) 
SOCKET TO 


Unequalied for all 
spot & panel jobs 


@ intense, even field of boking 
energy 
@ Rugged 750-wott ceramic 
type leve-coated § intro-red 
generator does jobs twice os 
fost os bulbs. Unoffected by 
vibration 


BURN OUT 


Ory Clime Lamp Corp., Greensburg, Ind 


AUTO 
TURNTABLES 
* 


Manufactered by 


Macton Machinery Co. 
DYKE LANE 
Stamford 2, 
Conn. 


Special offer 


(Limited time only) 
aa “7 | 


eh | 
TREND —— | 


| 
| 


SS 


Regular price $1.75 


Order Motor Trend for yourself — 
friends! The right gift anytime. Spec 
offer for limited time only... order ne 


MOTOR TREND, Dept. 1- 


Hollywood 28 * Californ 
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Machinists Announce Plans .. . 





Northwest Dealers Face Union Drive Pi. 


By Frank Gawronski 
Staff Writer 


HE newly formed Columbia 
= Basin Automotive Trades Coun- 
cil is set to launch a “hard-hitting 
automotive organizing program” 
throughout the Northwest. 

The campaign for auto mechan- 
ies was announced by Harold J. 
Gibson of Portland, Ore., vice- 
president, International Assn. of 
Machinists, following a meeting of 

Machinists repre- 
sentatives from six 
Northwest states. 
The union repre- 
sentatives, meeting 
in Spokane, reported 
on a month-long survey just com- 
pleted that reveals more than 15,000 
automotive employes in the area 
are eligible for Machinists member- 
ship. 

Gocoréing to the union survey, 
these potential members are em- 
ployed in dealer shops, independent 
garages and service stations, mu- 
nicipal, county and state shops and 
miscellaneous shops of various 
types. 

The council set the pace and 
pattern of the organizing drive 
with the signing of its first con- 
tract covering employes at C & V 
Auto Service (Edsel), Moses Lake, 
Wash. The dealership is owned by 
Jack Childress and Larry Van 
Keulen. 

The two-day automotive meeting, 
the first to be held in the North- 
west, was highlighted by a strong 
speech by Howard Tausch, Machin- 
ists automotive coordinator and co- 
chairman of the Teamsters- 
Machinists Joint Organizing Com- 
mittee. 

Tausch outlined the committee’s 
work on a national basis and listed 
methods whereby the committee 
can assist in the Northwest cam- 


paign. 
t * 


* 

HE conference included a “work- 

shoo” forum that reviewed the 
latest techniques in organizing ap- 
proaches. It also demonstrated how 
even the “most stubborn” shops can 
be organized. 

__In preparation for the allout 


Used-Car Dealer 
Blames Complaint 


On ‘Persecutors’ 


CLEVELAND. —Carl C. Helbig 
jr., proprietor of a Cleveland used- 
car lot which the Better Business 
Bureau said is the target of numer- 
ous complaints, told AvtTomorive 
News he believes he is being per- 
secuted by new-car dealers and the 
BBB. 

Helbig described Helbig Auto 
Sales as a used-car lot specializing 
in new-model sales. Most of the 
1958 cars are bought from Detroit 
dealers, he said. A major gun- 
jumper on new-model introduc- 
tions, the lot displayed the Edsel 
before it was introduced by fran- 
chised dealers. 

The latest complaint, according 
to a Cleveland newspaper story 
based on BBB reports, involves the 
Sale of a 1949 car to a deaf-mute. 

The deaf-mute said the car had 
no brakes or low gear, which 
caused him to collide with another 
car on his way home from the lot. 
Helbig said the complainant drove 
the car 3% weeks before return- 
ing it. He said the car was repaired 
and is being held until costs are 
paid. 

Helbig denied the newspaper re- 
port that the car had been re- 
Possessed. He said his lawyers are 
determining what action to take 
against the BBB and the newspaper. 
The BBB did not seek his side of 
the story until after the article was 
published, he added. 

The BBB said complaints now 
are being studied by the Dealers’ 
& Salesmen’s Licensing Board in 
Columbus. Helbig said a board rep- 
resentative had investigated his 
operations two months ago and re- 
ported there was no basis for 
action. 

Helbig admitted he had a “few” 
complaints from customers, but 
said “that’s only natural when you 
do the large volume of business 
that we do.” He said the BBB ap- 
parently gets customers’ names 
from the title bureau. 


drive, delegates were also briefed 
on subjects relating to the or- 
ganizing field. These included Na- 
tional Labor Relations Board 
procedures, methods of conduct- 
ing organized meetings, how to 
handle home visits to nonmem- 
bers, creation of an industrywide 
pension program, and union in- 
tervention into problems facing 
automotive workers. 

Al Schultz, Machinists Grand 
Lodge representative, has been ap- 
pointed automotive coordinator for 
the Northwest area. In this position, 
he will head the Northwest organiz- 
ing drive and coordinate the activi- 
ties of the various local lodges. 

a + * 


Vote on Strike Fund 


EANWHILE, the Machinists ex- 
ecutive council has authorized 
a special referendum for next Feb- 
ruary to give union members a 
chance to vote on a proposal to set 
up a $35 weekly strike benefit. 
The proposal will increase the 
Grand Lodge per capita tax on 





regular monthly membership dues 
from $1.30 to $2. Fifty cents of | 
the $2 tax to the Grand Lodge | 
will be set aside for the strike | 
fund. 


Payments will be made to mem- 
bers, eligible under Machinists laws 
to receive benefits, when victimized 
or engaged in an authorized strike. 
Payments from the fund will begin 
when $2 million is accrued. 

Mechanics at two Washington 
Ford dealerships won union repre- | 
sentation recently in NLRB elec-| 
tions. 


Employes at Haley’s, Inc, voted 
for representation by Machinists | 
Lodge 1486, while Teamsters Local 
922 was voted in at Lee D. Butler, | 


Inc. 
* + o 


Economist Speaks 


Avromceas manufacturers got 
some labor advice last week 
from Prof. Jules Backman, a New 
York University economist. 


Speaking at the University of 
Michigan industrial relations con- | 
ference in Ann Arbor, Mich., Prof. | 
Backman said the automotive in- | 
dustry would be doing the nation 
a service if it joined forces and | 
resisted “excessive increases in 
labor costs” next year. 


“Unless industrywide bargaining 
is adopted, the United Auto Work- 
ers will again be able to capitalize | 
on the intensely competitive situa- | 
tion among the Big Three by pick- 
ing them off one at a time,” he said. | 

The auto and steel industries are | 
the key industries in wage bargain- 
ing, Backman said, adding that pre- 
determined wage increases in long- 
term contracts prevent a breathing 
spell in the rise of costs and wages. | 

> * = 

Ford Workers Laid Off 
QN THE factory front, Ford Mo-| 
tor Co. announced it will lay 
off an additional 2,750 workers this | 
month in Detroit area Ford plants, 
bringing to 3,300 the total number 
to be laid off in December in the | 
area. 

Earlier the company confirmed 
reports that about 550 would be | 
laid off at its parts plant in Ster- 
ling Township, Mich. About 1,500 
workers in other Ford plants in 
the country already have been | 
furloughed. 

A company spokesman said the 
layoffs will permit an adjustment 
of production schedules in line with 
inventories. 

Already laid off are some 600 em-| 
ployes at the Ford-Edsel assembly 
plant in Mahwah, N. J.; 100 at the 
Mercury-Edsel plant in Wayne, 
Mich., and 185 at its Chicago stamp- 





Sutter Leaves Hospital, 


Recuperates at Home 


INDIANAPOLIS.—Frederick M. 
Sutter, president of NADA, has | 
been released from a hospital 
after exploratory surgery. He is 
recovering in his home in Colum- 
bus, Ind. 

Doctors reported Sutter free 
from any serious disorders and 
on the way to oe although 
weak after the stay in the hos- 
pital. 








GET ae OF POISONOUS 
GAS FUMES 


With a Tested and Approved 


ing plant. Approximately 500 have 
been laid off at the Cleveland 
stamping plant, according to the 
union. Another 60 at Milpitas, Calif., 
were dropped from payrolls by fail- 
ure to replace persons who quit. 

At its annual convention in At- 
lantic City last week, the AFL-CIO 
officially endorsed higher wages, a) 
shorter work week and greater | 
fringe benefits as objectives in 1958. 
The union also came out against! 
proposals for a voluntary wage 
freeze and modification of the 40-| = 
hour work week limit. 

In a speech at the convention, 
Walter P. Reuther, UAW president, 
denounced “price rigging” by big | 
industries and called for higher! 
wages to boost consumer purchas-| 
ing power and stimulate the econ- 
omy. He said key industries are | 
operating 15 to 20 percent below | 
capacity. 

“What we do at the bargaining 
table next year,” he told convention | 
delegates, “will be an important! 
factor in restoring a dynamic bal- 
ance to our economy.” 
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cars in a row. 
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OVERHEAD SYSTEMS . . . 
2 inlets serving ” two of four 
cars in a row .. . . $206.25 


pea ea 


| UNDERFLOOR SYSTEMS . 
. as low as $296.45 f.0.b. 


Tre NATIONAL SYSTEM 


of GARAGE VENTILATION, 





ee re ate 


147 W. WILLIAM STREET, DECATUR, ILLINOIS 
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Standard 





SYSTEM 


6 Systems to suit your needs. Over- 
head and underfloor models install 
easily in present or new buildings. 
Every NATIONAL System comes with 
motor and blower unit, ducting, and 
car service extensions—a complete 
“packaged kit'’—ready to install. 
There is a qualified NATIONAL man 
near you. Write today for literature 
and prices. 


f.o.b. 


















Standard 
| kit, 2 floor — serving any 2 of 4 


INC. 


of Exclusive Garage Ventilating Equipment 














healthy Car... 
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up to 90% increase in your 
Service Department Sales 


Here is a positive way to make certain 
the new cars you sell will return to your 
service department. At no cost to you, 
Valvoline will guarantee the performance 
of all Valvoline-lubricated chassis and 
engine parts up to 33,000 miles . . . or 24 
months. Just a few of the many benefits 
you will receive are .. . Up to a 90% 
increase in your service sales .. . A com- 


Write Valvoline today, Dept. AN-1257, for the big new 36-page. 
fully illustrated book which will give you every fact and detail 


about the 33,000 Mile Guaranty. 


VALVOLINE OIL COMPANY 
(DIV. OF ASHLAND OIL & REFINING COMPANY) 
General Offices and Refinery—FREEDOM, PENNSYLVANIA 
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plete advertising and promotion program, 
including plenty of sales aids, to help you 
promote the Free 33,000 Mile Guaranty 









Program to your customers . . . Helps in- 
crease TBA sales . . . By offering more, 
you outsell your competition ... keeps 






you familiar with the car you will be 
asked to trade, assuring an 
“easier-to-sell’’ used car. 
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Featured... 


NADA Lists Agenda 


For Miami 


WASHINGTON. — NADA last 
week announced three more special 
features of its 4ist annual conven- 
tion which is scheduled for Jan. 11- 
15 in Miami Beach. 

The afternoon of Jan, 14, NADA 
said, has been set aside for 
“family-type” make meetings. 
There will be five concurrent ses- 
sions during which dealers from 
each corporation will meet with 
officials of their line. 

Three business consultants will 
be available for conferences with 
dealers during the convention, and 
a session entitled “The Customer 
Speaks” has been slated for the 
final afternoon of the parley. 

Here is a list of the sites and 
moderators of the five make meet- 
ings: American Motors — Aladdin 
Room, Algiers Hotel; Bill Hermann, 
AMC member of the NADA Indus- 
try Relations Committee. Chrysler 
Corp.—_Ballroom, Seville Hotel; 
Charles C. Freed, NADA past 
president. 

Ford Motor Co.—Grand Ballroom, 
Fontainebleau Hotel; Foster W. 
Talbott, Ford member of Industry 
Relations Committee. General 
Motors—Miami Beach Auditorium; 
Carl E. Fribley, NADA past pres- 
ident. Studebaker-Packard—Moulin 
Rouge Room, de Lido Hotel; Byron 
C. Hawn, S-P member of Industry 
Relations Committee. 

The business consultants who 
will be on hand to help dealers 

solve management problems are 
Cc. P. Williams, Guy B. Arthur 
jr. and John Williamson. 
Dealers who wish to consult with 

them may make an appointment by 
writing NADA, 2000 K St., N.W., 
Washington. Appointments also 
may be made at the NADA con- 
vention booth beginning at 9 a. m. 
Jan. 11. 

The “Customer Speaks” panel 
will be moderated by Frederick J. 
Bell, NADA executive vice- 
president. Speakers will be Philip 
Talbott, president, U. S. Chamber 
of Commerce; Ray Farabee, pres- 
ident, National Students Assn., and 
Mrs. A. N. Satterlee, chairman, con- 
sumer division, National Federation 
of Women’s Clubs. 

NADA announced last week that 
all booth space for the 11th annual 
Equipment Exhibition has been sold 
out. The show will occupy 51,000 
square feet of floor space with 82 
exhibitors utilizing more than 185 
booths. 

An outline of other events sched- 
uled for the dealer convention 
appears below. 


Saturday, Jan. 11 


A service session is scheduled for 
the first day. It will be opened by 
Charles B. Tutan, convention chair- 
man and a Miami Beach Dodge- 
Plymouth dealer. 

Speakers will be John A. Wil- 
liamson, Birmingham (Ala.) sales 
training and management con- 
sultant; John H. Lander (Dodge- 
Plymouth, Georgia NADA 

, and Charlies A. Klaus, 
vice-president, Maremont Auto- 
motive Products, Chicago. 

Used-car problems will occupy 
center stage in the second half of 
the opening-day program. The 
lineup: Charles C. Freed (Dodge- 
Plymouth), Utah NADA director; 
H. L. Galles jr. (Cadillac- 
Oldsmobile), New Mexico NADA 
director, and Clarence Staufenbeil, 
Cadillac national used-car manager. 


Sunday, Jan. 12 


Dealers will return to Miami 
Beach Auditorium Sunday after- 
noon for the final-series of service 
talks. Leading off will be Jack 
Hayman, merchandising manager, 
E. I. du Pont de Nemours & Co. 

Following Hayman will be 

Philip B. Hopkins, Chrysler Corp. 

director of service development 

and training, and David Reese, 

Philadelphia Oldsmobile dealer. 

Sunday evening, Tennessee Ernie 
Ford and his entertainers will stage 
@ musical program for delegates 


and their families. He will appear 
through the courtesy of Ford divi- 


sion. 
Monday, Jan. 13 


Chairman Tutan will call the con- 
vention to order Monday morning. 


Parley 


He will be followed by NADA 
President Frederick M. Sutter, who 
will deliver the annual president’s 
report. 

Next will come the keynote 
address, to be delivered by Eddie 
Rickenbacker, U. S. aviation hero 
and board chairman of Eastern 
Air Lines. He will speak on 
“Time of Opportunity.” 

The afternoon program wil] be 
opened by Robert Whitney, pres- 
ident, Marketing Audits Institute, 
New York. Following him will be 
W. Heartsill Wilson, assistant to 
the Plymouth sales vice-president. 


Tuesday, Jan. 14 


William E. Holler, retired Chev- 
rolet general sales manager, wil] be 
honored at a Tuesday breakfast by 
NADA’s “30-Year Club.” 

Three speakers will address a 
truck session Tuesday. They are: 
Wallace B. Spielman, president, 
J. B. E. Olson Corp.; Dr. Herbert 
G. True, associate marketing pro- 
fessor, Notre Dame University, 
and Arthur O. Dietz, president, 
CIT Financial Corp. 

The make meetings will be held 
Tuesday afternoon, and the evening 
program is highlighted by the 
NADA Convention Dance in the 
Grand Ballroom of the Fountaine- 
bleau Hotel. 


Wednesday, Jan. 15 


Two members of the Bureau of 
Advertising, American Newspaper 


Publishers Assn., will stage an 
“advertising spectacular’ Wednes- 
day morning. 

Edward A, Falasca, promotion 
director, and Roland R. Postel, 
Detroit regional manager, will 
narrate and illustrate through 
the use of props the theme, “Make 
Advertising Your Self-Portrait.” 

Bell will moderate the “Customer 
Speaks” panel Wednesday after- 
noon. Final event on the program 
will be the NADA Revue Wednes- 
day evening. It will star Lawrence 
Welk and his orchestra, presented 
through the courtesy of Dodge. 


* * * 


Regional Vice-Presidents 


Named by NADA for ’58 

WASHINGTON. — Nine new re- 
gional vice-presidents of NADA 
have been named and the three 
others have been reelected for 
1958. 

Reelected are William H. Mitchell, 
Region I; William L. Mallon, Re- 
gion II, and Ray D. Wilson, Region 
XI. 

Newly elected are William M. 
McCune, succeeding Walter M. 
Duncan, Region III; A. Leftwich 
Sinclair, succeeding J. M. Walker, 
Region IV; Al Long, succeeding A. 
E. Bob White, Region V; W. R. 
Bryden, succeeding Frank Collard, 
Region VI. 

Also, W. S. Edwards, succeeding 
L. Flowers Hamrick, Region VII; 
W. N. Neff, succeeding William C. 
Davis, Region VIII; R. D. McKay, 
succeeding H. Mead Norton, Region 
IX; William J. Cleveland, succeed- 
ing H. L. Galles jr., Region X, and 
C. E. Webster, succeeding Charles 
Haight, Region XI. 


MEWA Sets Aside $25,000 
For Reorganization Study 


ASHEVILLE.—The board of di- 
rectors of the Motor and Equip- 
ment Wholesalers Assn. has voted 
$25,000 to finance initial steps 
toward reorganization of associa- 
tions in the automotive after- 
market industry. 

The move was made, the group 
said, to improve, not merely 
change, the association structure. 

The board’s discussion centered 
on the report of the association’s 
reorganization committee which 
has met with other interested as- 
sociations’ committees but has not 
yet recommended any joint pro- 
posal 


The committee consists of A. J. 
Thompson, Piston Service Co., Se- 
attle, chairman; Jay T. Davis, 





Styled by S-P— 


In shimmering gold motifs, two lovely 
ladies wear gowns fashioned in the 
themes of the Studebaker Golden Hawk 
and the Packard Hawk. At right, Jo Ann 
Brines appears in the Golden Hawk dress 
designed by the stylists at Studebaker- 
Packard Corp. The gown is created from 
a golden cloth and a stylized Golden 
Hawk, resembling the corporation em- 
blem, is perched upon her left shoulder 
with a chain running from its leg to a 
slave bracelet above her elbow. Hawk 
tail fins are attached to the hips. At left, 
Barbara Dixon models a dress made of 
gold Mylar, an adaptation of the indus- 
trial material used in the gold fender 
fin inserts on the 1958 Packard Hawk. 


Motor Parts Co., Corpus Christi, 
Tex.; J. F. Creamer, Wheels, Inc., 
New York, and A. S. Hatcher, A. S. 
Hatcher Co., Macon, Ga. 

The committee has correlated 
various proposals and suggested 
methods for attaining industry 
reorganization which have been 
forthcoming from various 
sources, among which are those 
advanced by state wholesaler 
associations. 


At the MEWA board meeting, the 
the directors adopted a resolution 
commending the committee for its 
prolonged efforts to establish a 
sound basis for industry reorgani- 
zation and approving “in broad 
outline” a proposal developed at 
a meeting of manufacturers and 
wholesalers. 


The proposal calls for a new 
association with a board of di- 
rectors made up of two whole- 
salers for one manufacturer “pro- 
vided the authority of the joint 
council or board does not infringe 
upon the independence of the 
wholesaler and manufacturer 
groups provided for in the pro- 
posal.” 


The MEWA board, it is said, 
believes this proviso to be in 
keeping with the proposal that 
the wholesaler and manufacturer 
groups would have the power of 
acting independently. 

Other proposals were considered 
with great popularity being ac- 
corded the recommendation of vari- 
ous state associations that the 
independence of both manufacturer 
and wholesaler segments of the 

industry be preserved in a manner 
that will be acceptable to the mem- 
berships of each association in- 
volved. 


Hudson Plant Reported 


Sold to Wrecking Firm 


DETROIT. — American Motors 
has sold the old Hudson auto 
plant and 20 acres of land on 
which it stands to Arrow Wreck- 
ing Co., Dearborn, according to 
reports here. 

The plant will be torn down 
immediately, the reports said, but 
there are no plans at present for 
the land. The property is on 
Detroit’s East Side. 





Sound Sleuths’ Workroom— 


Chrysler Corp. engineers can duplicate almost any outdoor condition in testing 
cars and trucks in this new sound and vibration analysis laboratory. A car's drive 
train can be completely exposed to lab observation for the first time in automotive 


history, Chrysler says. 


Vehicle Vibrations Studied 
In New Chrysler Labs 


DETROIT. — Newly constructed 
laboratories with a built-in “elec- 
tronic highway” and test rooms for 
giving cars and trucks the scien- 
tific “shakes” were unveiled last 
week by Chrysler Corp.’s engineer- 
ing division. 

Called the most complete lab- 
oratories of their kind in the 
automotive industry, they are de- 
voted exclusively to the precise 
measurement and study of 
sounds and vibrations of cars 
and trucks in action. 

Karl Pfeiffer, executive engineer 
in charge of laboratories and ve- 
hicle testing,. said that for the 
first time in automotive history, en- 
gineers are able to isolate and 
analyze invisible vibrations in car 
and truck drive trains (engine, 
transmission, propeller shaft and 
rear axle assembly). 

These vibrations, as tiny as ten- 
thousandths of an inch, can be pin- 
pointed as possible sources of noise 
in the drive train and corrected, 
he said. 

Vibrations are detected by put- 
ting cars and trucks—motionless— 
through road tests at simulated 

up to 125 miles-per-hour 
on an “electronic highway.” 

The test equipment is de- 
signed to duplicate, electronically, 
nearly any outside driving condi- 
tion—at all speeds and on all 
types of grades—from plains to 
mountain slopes. 

In the “shake analyzer” rooms, 
Chrysler engineers can give cars 
and trucks a tortuous workout, 
more severe than would be possible 
on the worst chuck-holed road. 

To do this they use two electro- 
magnetic vibrators, each capable of 
exerting 200 pounds of force and 
giving cars up to 500 shakes per 
second. 

Pfeiffer said “shaking a car or 
truck in this manner permits us 
to make detailed, close-up studies 
of the behavior of numerous pro- 
duction and experimental parts. 

“The information gained in the 
shake tests is valuable in guid- 
ing quality designs of new frame 
components and chassis parts.” 

Construction of the nine-room 

sound and vibration analysis lab- 
oratories was started last February 
and is now 90 percent completed. Al- 
ready in operation are the drive 
train and “shake” analysis rooms. 
Three other laboratories, one of 
which will include “quiet rooms,” 
are to be finished in early 1958. 

“Advances in engine design for 
increased economy and perform- 
ance,” Pfeiffer continued, “usually 
necessitate changes elsewhere in 
the car—particularly in other parts 
of the drive train. These changes in 
drive-train design must be analyzed 
as to their effect on the over-all 
quietness of car operation. 

“Until these new facilities were 
put into operation, full exploration 
of this important area has been 

impossible, because road tests 
naturally resulted in wheel vibra- 
tions which obscured those built 
up in the drive train.” 

A 14-foot long, ceiling-high con- 
sole along one wall contains over 
a mile of electrical wire and has 
100 lights and scores of dials and 


meters that indicate results of tests. 

Also, rapid accurate readings of 
the extent of vibration in any two 
separate points in the drive train 
can be made on modern cathode-ray 
oscilliscopes. 

Closed - circuit television also 
plays an important role in sound 
and vibration studies, said Pfeiffer. 

“Any of the parts under study 
are in places which you can’t see 
when the car is being driven,” Pfeif- 
fer explained. “For example, you 
can’t ride on the underbody to 
watch the front and rear suspension 
in operation, or vibrations set in 
motion by irregular road surfaces, 
but you can place this television 
camera on the underbody so you 
can watch the vibrations on a TV 
screen.” 


Texas Dealers 


Pick Members of 
Make Committee 


AUSTIN, Tex.—Members of the 
Texas Automotive Dealers Assn. 
who have been named to the NADA 
National Make Advisory Committee 
for 1958 have been listed by the 
association. 

Each dealer named will represent 
all dealers for his make of vehicles 
in the state. Those elected are: 

Buick—E. C. Spires, San Antonio; 
Chevrolet—D. L. Johnson, Dallas; 
DeSoto—George R. Ranes, Dallas; 
Ford—E. A. Kinsel, Beaumont; 
American Motors—P. K. Williams, 
Austin; Packard—C. J. Day, Texar- 
kana; Studebaker—William M. Lee, 
Houston. 

Chrysler—R. W. Burke, Fort 
Worth; Dodge—W. T. Ryan, Fort 
Worth; Lincoln-Mercury—R. M. 
Pearson, Hous ton; Oldsmobile— 
Sam H. White, Houston; Pontiac— 
Frank Gillman, Houston; Cadillac— 
W. E. Alderson, Lubbock, and 
trucks—J. D. Hufstedler, Lubbock. 


2 Edsel Staffs 


Move to Dearborn 


DEARBORN.—A second major 
step to consolidate all Edsel divi- 
sion headquarters staff operations 
in one location was completed Sat- 
urday. The purchasing and manu- 
facturing staffs, which have been 
located at 6200 W. Warren Ave., 
Detroit, were moved into new quar- 
ters at the division general office 
building, Oakwood Blvd. and the 
Edsel Ford Expressway. 

Approximately 45,000 square feet 
of space in the Oakwood Blvd. 
building has been converted into 
new offices for the 200 manufactur- 
ing and purchasing employes. The 
space formerly was a manufactur- 
ing area when the building was 
headquarters for Ford’s Continental 
division. 

The final Edsel staff relocation 
will take place late in January. At 
that time, the Edsel Technical 
Service Center, including its heavy 
automotive test and repair equip- 
ment, will be moved into new facili- 
ties now being completed at the 
general office building. 
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CATA Calls Law ‘Poorly Drafted’ ... 


Illinois Loan Curbs Begin Jan. I 


issued by the CATA, the associa- 
tion said the bill was opposed be- 
cause “it is loosely and poorly 
| drafted and has no provisions for 
rate caps nor for the separation 


By W. M. McCarty 
Staff Correspondent 
CHICAGO.—A new Illinois Retail | 
Sales Installment Act, which was| 
opposed by the Chicago Automobile | 
Trade Assn., the Illinois Automo- | of finance and insurance charges. 
tive Trade Assn. and major finance; “As such,” the bulletin continued, 
companies, will become effective | “it gives the public no protection 
Jan. 1. | against the major abuses of install- 
In a tax and legal bulletin | ment financing — excessive interest 
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Automotive News 


SERVICE TRAINING DEPARTMENT 


For Better Mechanic Education 


Publications advertised in this section are not 
produced by Automotive News but carry our recom- 
mendation and we guarantee your satisfaction. 


arsh COMPANY PRESENTS A 


NEW PICTURE-STORY 


MANUAL WHICH COVERS ... 
The Controlled Coupling 

Hydra-Matic 
Covers all Controlled Coupling 


Cm Hydra-Matic Transmissions 


(Jetoway, Strato-Flight, Flashaway). Over 
250 pages, 600 pictures. 
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eoncecatie® 


¢c h4 
Pe aceeiain 
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Each manual covers . . . 


Fundamentals 

Diagnosis 

On-The-Car Service 

Total Overhaul 

Complete Flat Rate Data 
Tool and Equipment Data 


| HM-1001 | Covers all 


Dual-Range Hydra-Matic 
Transmissions thru 1957. Over 
250 pages, 500 pictures. 


rt Dol Hydra-Matic 
Transmission Transmission 


eam ry re ttt 


5 MUBIEE Covers all 


— Fordomatic, Merc-O-Matic 
* and Turbo-Drive Transmis- 
sions thru 1957. Over 200 
pages, 450 pictures. 





Please order by manual number $450 each 


Mail orders with check or money order to: 


AUTOMOTIVE NEWS, Service Training Department 
2666 Penobscot Building, Detroit 26, Michigan 
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40th Annual Statement 


Condensed 
for Year Ended October 31, 1957 















ASSETS 
Cash on hand and in bank.................................- $ 9,758,676 
U. S. Government bonds................. -- 1,730,453 
Notes receivable, less reserves... .. 58,574,007 
Sundry accounts receivable...... 174,163 
Prepaid interest and insurance 255,130 
Repossessed automobiles............ 29,923 
Fixed assets, at depreciated cost. 812,214 
$71,334,566 
LIABILITIES 
Notes payable, unsecured, short term............ 39,478,000 
Notes payable, unsecured, long term.............. 10,625,000 
Accounts payable, accruals and reserves...... 3,243,757 
Mortgage on home office building.................. 155,756 
Capital funds: 
Subordinated notes... $6,795,000 
Preferred stock................ 2,700,000 
Common stock and surp 8,337,053 
SD Se De ksitetttnninnesctitennitnnistttaatsinstaneree 17,832,053 
$71,334,566 


New peaks were attained in our fortieth 
anniversary year for profits, volume and assets. 
Continued expansion in 1958 is assured by new 
offices recently established. 


A. J. BLASCO J. FRANK HUDSON 
President Chairman of the Board 
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rates and the ‘packing’ of finance 
charges.” 

The bill requires that all con- 
tracts shall be in writing and that 
the printed portion shall be in at 
least eight-point type. Certain sec- 
tions must be in 10-point type— 
such as an admonition to the buyer 


not to sign the contract without! 


reading it or if it contains any 
blank spaces. 
All contracts must contain sales 


price, downpayment, charge for in- 


surance and other benefits, official | 


fees, the principal balance, the 
amount of the finance charge, the 
time balance and the time-sales 
price. 

Upon execution of the contract, 


Midland Steel, 





‘Ross Engineering 


Now Combined 


CLEVELAND.—Merger of J. O. 
Ross Engineering Corp., 
its subsidiaries, and Midland Steel 


including | 
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| Products Co. became effective Dec. | 


7, following approval by sharehold- | 


ers of each company. 


Wade N. Harris is president of 


| the new firm, Midland-Ross Corp. 


Midland-Ross, headquartered in 
Cleveland where Midland’s execu- 
tive offices have been located since 
1924, has total manufacturing space 
of approximately 2,000,000 square 


| feet at 10 plants of its four fully 


decentralized operating divisions— 


ithe Cleveland, Detroit, Owosso 


(Mich.) and the J. O. Ross Engi- 
neering divisions. 

These plants are located in Cleve- 
land, Detroit, Owosso, New Bruns- 
wick, N.J.; Los Angeles, Boston, 
Dayton, O., and Montreal. 

The company also has 12 sales 
and engineering offices, with 250 
engineers, in major cities from 
coast to coast and in Canada. Em- 
ployment at its plants and offices 
amounts to 6,500. 


Midland-Ross, with total assets 
of about $60 million, will do a vol- 
ume of business in excess of $100 
million in 1957, Harris said. 

Saxton W. Fletcher, president of 
J. O. Ross Engineering Corp., con- 
tinues as president of the Ross divi- 
sion, which includes the Ross sub- 
sidiaries John Waldron Corp., 
Ross Midwest Fulton Corp. and 
Ross Engineering of Canada, Ltd. 


|He is also a vice-president and a 


director of Midland-Ross. 








ee Beaudry Heads 


Arizona Assn. as 


Quebedeaux Quits 


PHOENIX, Ariz.—John L. Que- 
bedeaux, who is leaving the retail 
auto business Jan. 1, has resigned 


|as president of the Arizona Auto- 





mobile Dealers Assn. His dealer- 
ship, Quebedeaux Chevrolet, Phoe- 
nix, has been sold to Fletcher) 


Jones, Los Angeles. 
Succeeding him as AADA pees 


dent is Lee Beaudry, Beaudry M 
tors (Chrysler-Plymouth), Tucson. | 
Beaudry formerly was vice-| 
president of the association. 
Lou Mason, Southern Arizona | 
Auto Co., Douglas, has been elected | 
vice-president, and Frank Duffy, | 
Coulter Cadillac, Phoenix, has been | 
appointed to the board of directors. 


+ 7 
Building | 

(Continued from Page 1) 
Building, where National Auto 
Shows are expected to be held after 
its completion in 1960. 

The building was designed by 
Harley, Ellington & Day, who 
have designed several of the civic 
buildings in Detroit’s new Civic 
Center along the Detroit River. 
Bids were let last week. 

Site of the new building is the 
land from E. Jefferson to Larned 
St., formerly occupied by the famed 
deTuscan Fencing School building, 
which is being torn down. 
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the seller must deliver to the 
buyer immediately a completely 
filled-in copy signed by the seller. 
An acknowledgement of such de- 
livery may be made by the buyer 
separately or it may be included 
in the contract. 

Until a copy of the contract 
signed by both buyer and seller is 
delivered to the buyer, a buyer who 


has not received eetvery of the 
goods has the right to cancel the 
contract and receive immediate re- 
fund of all payments and redelivery 
of all goods traded in. 

Violation of the act is a misde- 
meanor and is punishable by a fine 
of not more than $500. Violators 
also are barred from recovery of 
any finance charge. 


Fast-Selling Safety “Extra”... 


Houser's SAFETY DOOR LOCK 







i 00% EFFECTIVE Keeps 


children safe while riding 
in rear seat! +; 


per pair 
Pkd. 6 P Only 2 Styles 
on Colesteh Cash in on growing demand for safety! Ss all Cgoder 


DISPLAY 
CARD 


Clever HOUSER Safety Door Locks re- 
place rear door handles, prevent open- 
ing from inside. Just SNAP them on in 
MONEY - BACK GUARANTEE! 









Jobber or 
Order Direct: 


HOUSER tren 


ENGINEERING & MFG., INC. lat) 





minutes. 


$5.66 per Card 
of 6 pair 
(Specify make 
of car) 


WHEN WILL 
BLAKE’S CAR 
BE READY? 





Here’s how you can help increase 


SERVICE JOBS UP TO 50%, 


with your present setup ! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


GOING TO MIAMI BEACH? 


Be sure to see... hear... try Executone at 
the N. A. D. A. Convention Booths 183-184. 


Leci/one 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 








| 
! 
| 
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J 


EXECUTONE, INC., 
415 Lexington Ave., 


—— i 17, N. Y. 


Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 


Name 





Firm__s srsaceseaernennsteectncemnaseetetitetamestinaamaseasatmaaaitaaticsaaal 
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In Canada—331 Bartlett Ave., Toronto 
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Portland’s Turnout Also Declines .. . 





157,500 Attend S.F. Auto Show 


(Continued from Page 6) 


show, and will represent South 
Dakota in the.finals in California, 
Broderick said. 

Nearly 30,000 viewed 1958 auto- 
motive products and imports at 
the five-day St. Paul show, spon- 
sored by the Automotive Dealers 
of St. Paul and Saintpaulites, Inc. 
It was the city’s first show in 22 
years. 

Large crowds were reported at 
the three-day Auto-Rama in Man- 
chester, N. H. A 1958 Renault 
Dauphine and other prizes were 
awarded to visitors. The show was 
sponsored by the Manchester Ex- 
change Club for the benefit of its 
charity fund. 

The six dealers in Lebanon, Tenn., 
staged a show and sale of 1958 
models in a tent set up in a shop- 
ping center. 

* + > 

— than 160 cars representing 

about 35 domestic and foreign 
makers will be exhibited at the 
Upper Midwest Show in Minneapo- 
lis Municipal Auditorium Jan. 3-11. 
The Minneapolis Automobile Deal- 
ers Assn. is sponsoring the show. 

General chairman of the event 
is H. E. Warren and Max Winter 
is the producer. Winter said he is 
lining up prominent personalities 
for a stage presentation. 

The first American show devoted 
exclusively to foreign cars will be 
held in Los Angeles at Shrine Ex- 
position Hall Jan. 9-19. 

Producer Ted Bentley said Los 
Angeles was chosen as show site 
“because it is the largest single 
market for imported cars in the 
country, accounting for 25 percent 
of U. S. sales annually.” 

He said the largest selection of 
foreign cars ever seen under one 
roof in the U. S. would include 
about 300 models from 50 manufac- 
turers in Great Britain, Germany. 
Italy, Sweden and France. 

Other features include entertain- 
ment, fashion shows and exhibits 
of parts, accessories and service 
available to the import owner. 

> > 


Clearwater (Fla.) Automo- 

bile Dealers Assn. is counting on 
visitcrs from the North for a record 
turnout at its annual show Jan. 
23-25 in the Municipal Auditorium. 
William Crown sr., chairman of 
the show committee, said about 

100 models are expected to be 

exhibited. 

Baltimore also is anticipating a 
new high in attendance at its an- 
nual offering in the Fifth Regiment 
Armory Jan. 25-Feb. 1. 

J. Cavendish Darrell, show man- 


Car Manufacturers 
Report on Sales 
Of 1958 Models 


(Continued from Page 2) 


the previous month and 1,652 ahead 
of Sept., 1956, Lund said. 
Lincoln 

Lincoln and Continental Mark II 
sales in November were 25 percent 
higher than sales for the same 
month a year ago, according to 
Joseph E. Bayne, general sales 
manager for Lincoln and Mercury 
division. 

Bayne said retail deliveries to- 
talled 3,914, the second highest 
November total in history. The 
November high was set in 1948, 
when 4,375 were sold. 

“This is the best monthly start 
we have ever had. Our introductory 

sales. have reduced dealers’ stocks 
below normal levels,” Bayne de- 
clared. . 


Willys 
Factory sales of Jeep vehicles for 





the current quarter will be the| © 


highest of any three-month period 

of the year, it is annouriced by C. A. 
Watson, general sales manager. 

Watson reported that November 
and October sales to Jeep dealers 
established consecutive new 
monthly highs for 1957. He said 
December sales will place fourth- 
quarter volume more than 20 per- 
cent above the previous peak 
quarter. 

. Retail deliveries during Novem- 
ber were 42 percent above the aver- 
age of the previous 10 months, 
Watson added. 





ager and executive director of the 
Maryland Automotive Trade Assn., 
said models of every U. S. car will 
be on display, plus dream cars, 
antiques, racing, sports and foreign 
cars. 

A new feature this season will 
be the “Celebrity Corner,” where 
recording stars and celebrities from 
all walks will hold forth. There also 
will be a number of contests in 
which visitors will compete for 
prizes. j 

Miss Auto Show will be named to 
reign over the week-long event. 

= * * 

N EXTRA day, a Sunday, has 

been added to the Milwaukee 
show scheduled Feb. 8-16. The Mil- 
waukee County Automobile Dealers 
Assn. expects the additional Sun- 
day—usually good for about 25,000 
visitors—to boost total attendance 
to an alltime high. 

The 1956 show drew 134,000 per- 
sons, almost double the number 
who passed through the gates at 
the 1951 exposition. 

The “Auto Show in Motion” 
again will be a major attraction. 
The show features 18 new autos 
—one from each line—passing in 
review on a turn-table stage. 
With each car will be a beauty 


New Sales ‘Pitch’ 
By Chrysler Uses 
Old Approaches 


PHILADELPHIA. — Chrysler 
Corp.’s Philadelphia zone has come 


up with a sales and merchandising | 


campaign bearing a new title but 
stressing old-fashioned merchandis- 
ing approaches. 

The plan, called “MCDAM,” was 
presented to 96 field men of all di- 
visions at a closed meeting at the 
Sheraton Hotel. The plan then was 
presented to wholesalers of Chrys- 
ler, DeSoto, Plymouth and Dodge 
cars, who now are introducing it 
to dealers. 

MCDAM stands for “Manpower, 
Compensation, Demonstration, Ad- 
vertising and Merchandising.” 

At the meeting were C. P. Noo- 
nan, Eastern area director for 
Chrysler Corp. Automotive Group 
Marketing Organization; A. R. Mar- 
zelli, new-vehicle manager for the 
Eastern marketing area, and M. J. 
Logan, zone manager for Chrysler 
Corp. 

Field men were instructed to sell 
fundamentals rather than pressure 
and price. Emphasis will be placed 
om demonstrations for prospects and 
sound selling of quality. Retailers 
will be asked not to wait for pros- 
pects to visit showroom, but to 
make home calls. 

The program is expected to bear 
fruit by next spring, said Fred 
Paige, Dodge area sales promotion 
manager. 

Other area sales promotion man- 
agers who participated in formu- 
lating the program are Ralph 
Bushlin, Chrysler; Barry Brown, 
DeSoto, and Don Hornung, Plym- 
outh. 





Sales Campaign Launched— 


C. P. Noonan, Eastern area director for 
Organization, points to the name of Chrysler Corp.'s new sales and merchandising 
program. Looking on are A. R. Marzelli, center, new-vehicle manager for the Eastern 
marketing zone, and M. J. Logan, Philadelphia zone manager for Chrysler Corp. 


queen wearing the latest fashions. 

Four night-club and variety acts 
have been engaged for a stage 
revue. They are the Woodsons, the 
Florida Trio, Martez & Lucia and 
| Alverdi & Delores. 

Because of the demand for 
Ppassenger-car space, there will be 
no trucks in the show and no ex- 
hibits by allied groups, according 
to Murel Humphrey, general chair- 
man. 


Every fcot of the 150,000 square | ¥ 


feet of floor space in Milwaukee 


Auditorium and Area has been|| 
allocated to dealers in the county, |i 


he said. i. a 


NOTHER “first” show is sched- 

uled by the Tampa (Fla.) Auto- 

mobile Dealers Assn. in Ft. Hesterly 
Armory Jan, 23-28. 

Vie Sharpe jr., show committee 
chairman, said every manufacturer 
will be represented and that 45 ac- 
cessory dealers will have exhibits. 

There also will be music, a 
fashion show and 18 beauty 
queens to add glamor, Sharpe 
said. 

An attendance of 50,000 is the 
goal of the six-day show, according 
|}to Jerome J. Berger, producer. He 
said Tampa dealers plan to make 
the show an annual event. 

Miss Henrietta White, Tampa 
bank clerk, will reign over the 
| festivities as “Miss 1958 Model.” 

> > = 

RRANGEMENTS are incom- 
| plete for shows in Denver and 
Cheyenne, Wyo. The Denver event 
is scheduled Feb. 10-15 in the Den- 
ver Coliseum and the Cheyenne 
show Feb. 21-23 at the Frontier 
Pavilion. 

Tom Braden, executive vice- 
president of the Metropolitan 
Denver Automobile Dealers Assn., 
said an attendance of about 75,000 
is anticipated. He said past 
crowds have approximated this 





A Chicago producer has been 
signed to provide entertainment, he 
added. 

The Laramie County Automobile 
Trades Assn., spcnsor of the Chey- 
enne show, expect this season’s at- 
tendance to top the 9,500 who saw 
the display of ‘57 autos. 

John E. Lueras, a member of 
the show committee, said negotia- 
tions are under way for the appear- 
ance of a band and stage acts. 

Autos will share honors with 
sports, homes and boats at a 4-in-1 
show scheduled for Toledo’s Civic 
Auditorium Feb. 1-8. 

= > > 

N THE season's finale in the 

New York Coliseum, new models 
from six nations will be exhibited 
at the annual International Auto 
Show. 

Charles Snitow, show president, 
said it would be the largest show 
of its kind. Combined displays 
from England, France, Germany, 
Italy, Sweden and the U. S. will 
utilize more than 200,000 square 
feet of space, he added, com- 
pared with 88,000 two years ago. 

Another feature of the show will 
be an extensive display of motor- 





cycles and scooters, Snitow said. 
OR 


Chrysler Corp. Automotive Group Marketing 


PS Py... 


Italian Sportster 


rca 


for '58— 








Alfa Romeo has introduced a new 2000 series for 1958 which includes this Spider 
roadster and a four-door sedan. The Spider is priced at $4,982. The Italian firm will 
continue to market the smaller Givlietta series in the U. S. 





Parts Producers Consider 
Disbanding Association 


(Continued from Page 2) 


was far too much duplication of as- | Michigan. 


sociation efforts by other organiza- 
tions without any group actually 
| covering today’s needs. 


This memo was followed by a 
formal letter Nov. 26 from Downie 
to all members in which he dis- 
| cussed the organization’s problems 
and asked for the advisory vote on 
| continuing the organization. Re- 
| sults of this informal balloting are 
| expected to reach APMA this week. 


Downie wrote that for some 
|years the organization had been 
drifting and that it could no longer 
supply the services to its members 
| for which it was formed. 


| When the association was 
formed, he continued, there were 
sufficient subjects of common in- 
terest. But these subjects, Downie 
said, have gradually disappeared 
and it has become increasingly dif- 
ficult for the officers to come up 
with a program that was suffi- 
ciently interesting for a majority of 
members. 


Although some members feel 
that the disbanding of the as- 
sociation is inevitable, other 
members and some APMA offi- 
cers feel that the organization 
ean still be saved, possibly on 
a curtailed basis. 


If the members decide to ter- 
minate the organization, there will 
be an effort to continue it until 
the middle of 1958. 


Directors of APMA are Joseph A. 
Anderson, A C Spark Plug; Ed- 
ward J. Budd jr., Budd Co.; S. D. 
Den Uyl, Bohn Aluminum & Brass 
Corp.; J. P. Falvey, Electric Auto- 
Lite; R. C. Ingersoll, Borg-Warner; 
William G. Laffer, Clevite Corp.; J. 
E. Martin, Dana Corp.; H. G. 
McGin, Eaton Mfg. Co.; A..J. Mum- 
mert, McQuay-Norris Mfg. Co.; R. 
F. Peo, Houdaille Industries; H. L. 
Pierson, Detroit Harvester Co., and 
George Spatta, Clark Equipment 
Co 


Behind the decline of the APMA 
are the following factors: 

1. The gradual decline of Govern- 
ment work which has made the 
parts makers less dependent on the 
association for representation in 
and information from Washington. 

The association’s Washington of- 
fice is still operating but it will 
definitely be discontinued even if 
the organization is not disbanded. 

2. The trend to diversification 

into non-automotive parts which 
has seen some of the association’s 
largest members reduce their 
automotive work to as little as 
30 percent of their total sales. 

3. The geographical decentraliza- 
tion of the auto industry to all 
parts of the country. While the 
parts makers haven’t exactly fol- 
lowed in the steps of the auto in- 
dustry, there has been a gradual 
movement away from Detroit and 


Dealer Off to,Europe 

WARRENTON, Mo. — Joseph W. 
Powell, owner of Powell Motor 
Sales (Studebaker-Packard), won 
a trip to Europe for sales achieve- 
ment, and he and Mrs. Powell have 
departed on the first leg of a 20- 
day journey. 





APMA now has mem- 
bers in 32 states. 

4. The increasing competitiveness 
and the decline in profits in the 
auto parts business which has com- 
pelled marry firms to eliminate 
every possible expense—sometimes 
including APMA dues which are 
based on the number of employes 
the company has. 

However, APMA officials deny 
that the membership rolls have de- 
clined appreciably. 

5. A duplication of services by 
other associations. 

6. A decline in the need for labor 
and wage statistics by parts mak- 
ers. This has been one of the as- 
sociation’s leading functions. 





Ford Division 
Ups Iacocca, 


Chase in Sales 


DEARBORN.—Two major Ford 
division sales management appoint- 
ments were announced today (Dec. 
16) by W. J. Cooper, Ford division 
general sales manager. L. A. Ia- 
cocca is the new car marketing 
manager, and Wilbur Chase jr. is 
the new truck marketing manager. 

Iacocca succeeds Chase Morsey 
jr., whose appointment as Detroit 
district sales manager was an- 





W. Chase jr. L. A. Incocca 


nounced recently. In his new post, 
Iacocca will direct the car adver- 
tising, sales promotion, training and 
market analysis activities of the 
Ford division’s general sales office. 
Wilbur Chase will have comparable 
responsibilities in the truck field. 

Ford division truck marketing 
manager since October, 1956, Ia- 
cocca has had wide experience in 
Ford sales throughout the East and 
South. He has been sales manager 
of the Washington (D. C.) sales dis- 
trict, and assistant sales manager 
of the Philadelphia sales district. 

He joined Ford Motor Co.’s sales 
staff at Dearborn in 1946, and from 
1946 to 1951 held a succession of 
positions in fleet and truck sales. 

Wilbur Chase also has been with 
Ford since 1946. From then until 
1951, he held a series of posts at 
Long Beach in truck and fleet sales, 
and was manager of truck and fleet 
sales in the Los Angeles district 
from 1951 to 1953. 

He was the western region truck 
sales manager in 1953 and was 
manager of sales promotion and 
training of the region in 1955. He 
was named executive assistant to 
the western region sales manager 
at San Jose in January, 1957, and 
was named Kansas City district 
sales manager in April of this year. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U, 8, PRODUCTION ONLY) 









































Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
Dec. 14, Week, Dec. 7, December Dec. 15, Dee. 14, 
1957 1956* 1957* To Date  1956* 1957 
AMERICAN MOTORS 3,250 3,173 2,923 6,173 99,865 106,241 
ee Oe < \ebsiletstn: eames 6,887 1,345 
TIL « aisecsncswcenenesevicteinyerne | senseboete a 17,290 3,561 
en 3,250 2,544 2,923 6,173 75,688 101,335 
CHRYSLER CORP. ...... 23,925 29,408 21,611 45,536 823,981 1,193,175 
OUP YONOR onnnennenecccesesceceeee 2,200 3,005 2,275 . 4475 90,486 115,813 
Imperial ................. 725 745 713 1,438 10,984 37,090 
IED -caisscrccceceosecterssossons 2,000 3,566 2,247 4,247 98,085 116,247 
BOD ccsesercseccccesecscesesvers 5,800 7,092 6,117 11,917 194,013 287,572 
Plymouth. .................... 13,200 15,000 10,259 23,459 430,413 636,453 
FORD MOTOR. .............. 39,275 49,846 36,803 176,078 1,586,125 1,815,450 
MIDIS covccccccccccccece  snensesees a ae 1,300 444 
EEE snacisrsnscmnectcoseresveusete a ' anne 550 SD inhale 53,544 
SEINE duibisatiniccniesesoiemsiveniense 32,200 41,351 30,035 62,235 1,305,623 1,458,184 
= 950 1,212 868 1,818 45,568 35,674 
ROT OUEY ones ccncscecccceececee 5,600 7,265 5,350 10,950 233,634 267,604 
GENERAL MOTORS.... 81,230 73,652 76,790 158,020 2,945,162 2,683,139 
SUI. sisncastennecdoteennsitinicse 11,600 14,490 10,969 22,569 511,302 388,258 
ee 3,360 4,337 3,336 6,696 133,531 147,141 
SUIIIEEE cicssencecceistonnioes 46,400 37,647 43,584 89,984 1,563,740 1,450,673 
Oldsmobile 10,670 10,997 10,010 20,680 415,345 370,709 
ID. icclisencadecaaeleuimede 9,200 6,181 8,391 18,091 321,244 326,358 
TE TEEPE s  caccteccsesinpesncccie 1,274 2,294 1,379 2,653 92,062 71,025 
NEE -iceibinicsivnnscntvernes al ~ ecmada 76 150 13,277 5,011 
SE cdctscoweenstisns 1,200 2,294 1,303 2,503 78,785 66,014 
Total Cars, UD. S...........148,954 158,373 139,506 288,460 5,547,195 5,869,030 
*Revised —— 
COMMERCIAL CARS 
(0, S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan.1 | 
Ended Same Ended Output, T To 
Dec. 14, Week, Dec. 7, December Dee. 15, Dee. 14, 
1957 1956* 1957* ToDate 1956* 1957 
CHEVROLET 7,600 7,929 8,260 15,860 340,660 338,803 | 
a 153 80 150 303 4,951 5,591 
eee 60 80 51 111 3,449 2,685 
a a cocina 1,600 2,022 1,642 3,242 87,887 74,851 
FORD ...... 6,165 6,097 5,998 12,163 291,917 324,697 | 
ar 1,490 1,726 1,486 2,976 88,284 66,431 | 
INTERNATIONAL ...... 2,895 3,394 2,795 5,690 131,916 116,770 
ciate, 350 394 295 645 17,991 16,857 | 
STUDEBAKER .... 128 303 157 285 13,799 9,122 
CN ia cticteccaeiitiae 335 399 316 651 20,388 18,032 
sas 1,520 1,590 1,364 2,884 62,470 58,219 
MISCELLANEOUS*** 72 40 70 142 3,305 3,351 
Total Trucks, U. S....... 22,368 24,054 22,584 44,952 1,067,017 1,035,409 
Total Cars, Trucks, 
ress 171,322 182,427 162,090 333,412 6,614,212 6,904,439 
Total Cars, Trucks, 
I 7,595 12,618 5,524 13,119 452,906 398,156 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....178,917 195,045 167,614 346,531 7,067,118 7,302,595 
“Revised. Misceliancous includes Corbitt, Marmon-Herrington, Federal, Four-Wheel- 
Drive, etc. 
N. B.: All U. S. totals include cars and trucks for military orders. 
***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway 
included in Mack totals. 








Edge Out Food in Montana... 


Cars Take Biggest Bite 


(Continued from Page 3) 


cars on the highways today and 
by 1965 there will be 85 million,” 
Chaffin said. “The market will con- 
tinue, so why should this condition 
in our business exist? Mainly be- 
cause the manufacturer and dealer 
do not get together and agree on a 
distribution plan that is adequate. 


“A plan which will eliminate 
bootlegging, cross-selling and un- 
ethical practices indulged in by 
some dealers in this country is 
one answer and it is a plan in 
the public interest.” 

Elson G. Sims, Vincennes, Ind., 
NADA speaker, said auto retailing 
is facing its biggest threat in 30 
years. 


“This situation is so serious 
that the great masses of dealers 
in this country are dangerously 
approaching the precipice of 
bankruptcy,” Sims said. 

Dealers paid special tribute to 
Chaffin for his leadership during 
the recent illness of NADA Presi- 
dent Frederick M. Sutter. 


Ray Wirth, Thisted Motors 


(Dodge - Plymouth), Great Falls, 
was elected president to succeed 


Roy E. Murray jr. Murray 
Motors (Buick), Butte. Murray 
was named chairman of the 
board. 

John M,. Ryall, Gateway Ford, 
Livingston, was elected first vice- | 
president, and Norman G. Brekke, | 
Erickstein Motors (Ford-Mercury), | 

cobey, second vice-president. New 
directors are Charles A. Tomcheck, 
Tomcheck Chevrolet, Townsend, 
and Leonard W. Dee, Dee Motors 
(Chevrolet), Anaconda. 


Holdover directors are James 
Dowen, Dowen Motors (Buick), 
Havre; Archie M. Cochrane, Coch- 
rane Motors (Ford), Billings; Rod- 
ney J. McCall, H. O. Bell Co.} 
(Ford), Missoula; Charles W.) 
Cooley, Cooley Motors (Chevrolet), , 
Lewistown; Arnold J. Hannah, | 
Hannah & Holmes Motors (Dodge- | 
Plymouth), Shelby; Robert V.) 
Kaiser, Tepee Motors (Ford), For- 
syth; Paul J. Bowman, Flathead 
Motors (Chevrolet), Kalispell, and | 
Chaffin, Northern Motors'! 
(Chevrolet-Buick), Bozeman. i 

William H. Fredericks, Helena, is | 
secretary-manager of the i 
tion. 





Weekly Rate Near High oes 


"97 Output Will Reach 
6 Million This Week 


(Continued from Page 1) 


depends on how many days the 
companies will be shut down for 
the Christmas holidays. Since 
the holiday falls on Wednesday 
some makers may only shut down 
for one day, while others may 
give two or more days off to em- 
ployes. 

Another highlight of this week’s 
operations will be the assembly of 
the seven-millionth vehicle of 1957, 
probably on Thursday (Dec. 18). 

* * ¢ 
A§ OF last Saturday, combined 
ear and truck assemblies for 
1957 stood at an estimated 6,904,439 
units, or just 1,019 units shy of the 
6,905,458 vehicles turned out during 
all of 1956. 

The production of the seven- 
millionth vehicle also will assure 
the makers of the fourth highest 
annual total in combined car- 
truck operations. 

Top year for combined car and 
truck operations was 1955, when the 
industry built 9,187,917 vehicles. 
Second-highest was 1950, when 8,- 
002,433 cars and trucks were as- 
sembled, and third-highest annual 
offering was 1953, when 7,344,617 
vehicles were made. 

> * = 
fap 148,954 cars produced last 
week was second this year, 
only to the 151,846 units turned out 
during the week ended Nov. 23, 


|}and represented 120.6 percent of 


Automotive News’ three-year index. 


|The 139,056 cars assembled the 
| previous week represented 113.0 
| percent of the index. 


Last week’s car output, how- 
ever, was 5.9 percent below the 
same week a year ago, when 
the makers rolled 158,373 cars 
from the assembly lines. 

All manufacturers except 
Studebaker-Packard recorded out- 
put gains last week. Chrysler Corp. 
was up from 21,611 to 23,925 for its 
highest weekly car output since the 
week ended Nov. 9; General Motors, 
uv from 76,790 to 81,230 units; Ford 
Motor Co., up from 36,803 to 39,275, 
and American Motors, up from 2,923 
to 3,250 on its Rambler production. 

* = > 


@TUDEBAKER-PACKARD drop- 
\” ped from 1,379 assemblies the 
previous week to an estimated 1,274 
units last week, due chiefly to 
absenteeism brought ’on by a snow- 
storm which blanketed South Bend 
in mid-week. 

Chrysler Corp.’s upward climb 
resulted mostly from sharp in- 
clines at Plymouth. 

Plymouth turned out an esti- 
mated 13,200 cars last week to chalk 
up its highest weekly yield since 
the week ended Aug. 31, when it 
assembled 15.144 cars. The previous 
week saw Plymouth assemble 10,- 
259. 


* * * 


OTHER Chrysler Corp. opera- 


N 
| I tions, Dodge was off from 6,117 


units a week earlier to an estimated 
5,800 last week; DeSoto dropped 
from 2,247 to 2,200; Chrysler divi- 
sion (excluding Imperial) was off 
from 2.275 to 2,200, and Imperial 
climbed from 713 to 725 assemblies. 
GM's upsurge from the previous 
week was due principally to 
another record-breaking achieve- 
ment at Chevrolet, w-hich has 
recorded new highs in both car 
and combined car-truck output 
in two of the last four weeks. 
Chevrolet’s produétion of an 
estimated 46,400 cars last week, 
which accounted for more than half 
of GM’s 81,230 assemblies, topped 
its previous high of 44,795 cars built 
during the week ended Nov. 23, and 
its combined output of an estimated 
54,000 cars and trucks erased its 
old mark of 53,630 units, also set 
during the week ended Nov. 23. 
* * of 
HE previous week Chevrolet 
turned out 43,584 cars for its 
third highest weekly output on 
record. Its combined output of 51,844 
cars and trucks the previous week 
also ranked among its best weeks 
for total vehicle assemblies. 
Chevrolet’s record-breaking 
achievements in car assemblies 
last week also brought the GM 
division within 7,511 units of 


overtaking Ford division in 
calendar-year production, 


If Chevrolet continues its pace of 
the last four weeks, excluding 
Thanksgiving week, and Ford 
continues its policy of working only 
a few plants on Saturdays, the GM 
division should take over leadership 
in year-to-date assemblies on 
Thursday (Dec. 19), which means 
Chevrolet has chopped away the 
more than 61,000-unit lead Ford 
enjoyed only eight weeks ago. 

* * > 

- OTHER GM operations, Buick 

climbed from 10,969 assemblies 
a week earlier to an estimated 11,- 
600 last week; Oldsmobile was up 
from 10,010 to 10,670 cars; Pontiac 
rose from 8,891 to 9,200 assemblies, 
and Cadillac returned to its normal 
week schedule of 3,360 units after 
having turned out 3,336 cars the 
previous week. 

Ford, which worked two of its 
12 assembly plants on Saturday 
last week, as compared with nine 
of 10 for Chevrolet, turned out an 
estimated 32,200 cars last week. 
The previous week, when it 
worked all its plants five days, 
Ford rolied 30,035 cars from the 
assembly lines. 


Mercury also recorded output 
gains last week as did Lincoln. 
Mercury was up from 5,350 cars 
the previous week to an estimated 
5,600 units last week, while Lincoln 
climbed from 868 to 950 units, Edsel 
was the only Ford Motor unit to 
show a decline as it dropped from 
a production of 550 cars a week 
earlier to an estimated 525 assem- 
blies last week. 

- > > 

r ADDITION to “Big Car” out- 

put, Ford division started pro- 
duction of its 1958 four-seater 
Thunderbird last week at the Lin- 
coln assembly plant in Wixom, 
Mich. Ford is expected to phase out 
on its 1957, two-seater models this 
week at its Dearborn assembly 
plant, marking the end of the two- 
seat Thunderbird. All ‘58 models 
wil] have four seats. 

In the truck field, U. S. manu- 
facturers turned out an estimated 
22,368 units last week, off slightly 
from the 22,584 assemblies the 
previous week. Last week’s com- 
mercial-car output, however, was 
off some 1,686 units the same 
week a year ago, when the manu- 
facturers rolled 24,054 trucks off 
the assembly lines. 

Canadian car and truck opera- 
tions jumped from an output of 
5,524 vehicles the previous week to 
an estimated 7,595 units last week 
as GM returned ® a five-day sched- 








Discuss Auto Imports— 


los Angeles’ acting Mayor, John S. 
Gibson jr., right, and Johannes Eerdmans, 
chairman, North American Committee of 
the British Automobile Manufacturers 
Assn., and president, Jaguar Cars North 
American Corp., discuss the influx of im- 
ported cars through the los Angeles cus- 
tom district this year. Gibson reported that 
over $80 million worth of imported cars 
were delivered to Los Angeles during the 
first nine months of 1957. He added that 
the increased imports are “giving a lift 
to California employment.” 





45 


ule, but still suffered from slow- 

downs at Chrysler and Ford. 
Chrysler again last week worked 

only on Friday, while Ford, al- 

though it is operating five days, 

has cut its assemblies by about a 

third from its November schedules. 

= + + 


Auto Employment Rises 
By 1,200 in Buffalo Area 

BUFFALO. — The Buffalo area’s 
basic auto industry and major sup- 
plier plants, with the annual model 
changover under their belts, have 
hired more than 1,200 additional 
workers in recent months. 

The 14 plants employ more than 
27,500 workers and have an annual 
payroll totalling some $140 million. 
The new workers they have added 
recently represent increases from 
shortly before the model change- 
over, 


11 Edsel Dealers 
Return to S-P; 
Most Will Dual 


SOUTH BEND. — Eleven 
Studebaker-Packard dealers who 
jumped to Edsel earlier this year 
have returned to the S-P dealer 
group. Most of them will continue 
to handle Edsel. 

The dealerships are: Ben Linden- 
busch, St. Louis; Don Rasmussen 
Co., Portland, Ore.; Gregg Motor 
Sales, Joliet, Ill.; Bill Hawley, Inc., 
Mason City, Ia.; Cook-Bonner 
Motors, Norman, Okla., and Curry 
Motors, Wenatchee, Wash. 

Also, Frank S. Bradford, New- 
buryport, Mass.; Morrow-Cahoon 
Motors Co., Yakima, Wash.; Mc- 
Goldrick Motor Co., Macon, Ga.; 
Windish Motor Sales, Galesburg, 
Ill., and Dawes Motor Co., Lawton, 
Okla. 


Poor Richard Club 
To Honor Colbert 


PHILADELPHIA.—L. L. Colbert, 
Chrysler Corp. president, will re- 
ceive the Poor Richard Club’s 1958 
gold medal of achievement Jan. 17 
at a dinner marking the 252nd an- 
niversary of the 
birth of Benjamin 
Franklin. 

The club said 
Colbert was cho- 
sen for the honor 
“because of 
achievements at- 
tained by Chrys- 
ler Corp. in 
merchandising, 
advertising and 
marketing during 
the last year.” 





L. L. Colbert 
Colbert will receive the award 


from Alfred P. Rexford, Poor 
Richard president, at the club's 
53rd annual dinner in the Belivue- 
Stratford Hotel. Previous winners 
include President Eisenhower, Vice- 
President Richard M. Nixon, Alfred 
P. Sloan jr. and Capt. Eddie Rick- 
enbacker. 


Buick Shifts 5 
On Zone Staffs 


FLINT.—Five changes in the 
Buick field sales organization have 
been announced. 

Leighton E. Campbell, present 
zone manager at Omaha, has been 
transferred to Chicago on the staff 
of J. W. Waddell, Midwest regional 
sales manager. Donald R. Marteeny, 
Milwaukee zone manager, succeeds 
Campbell at Omaha, and Jack R. 
Burton, Indianapolis zone man- 
ager, moves to Milwaukee to re- 
place Marteeny. 

Clifford H. Gray, present assist- 
ant zone manager at Pittsburgh, 
was promoted to manager of the 
Indianapolis zone, and will be suc- 
ceeded as assistant to Pittsburgh 
Zone Manager C. L. Foster jr. by 
George B. Shane, now car dis- 
tributor in the Cleveland zone. 


Bakelite Ups Prices 

NEW YORK.—An increase of one 
cent a pound on all phenolic ma- 
terials — liquid resins, powdered 
resins and lump resins—and mold- 
ing materials has been announced 
by Bakelite Co., division of Union 
Carbide Corp. 


ae 
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38,600 Deaths Estimated for Year... 


‘07 Traffic Toll Seen 
1,000 Below 1956 


CHICAGO.—There is good reason 
to believe the nation can save at 
least 1,000 lives on the highway in 
1957, according to the National 
Safety Council. This would place 
the 1957 traffic deaths at or below 
38,600. 

The council’s optimism is based 
on traffic death figures for the 
first 10 months of this year and 
the continuing improvement in 
the traffic toll. 


The 10-month figures show that 
about 800 lives were saved—31,350 
traffic deaths in 1957 compared 
with 32,167 in 1956. This was a drop 
of about 3 percent. 

The council also announced it 
now has a final figure of 39,628 
traffic deaths in 1956. This is 372 
below the preliminary figure of 
40,000 announced at the close of 
last year. 

The 1956 figure is the third high- 
est in the nation’s history. The all- 
time high of 39,969 was recorded in 
1941, and there were 39,643 high- 
way deaths in 1937. 


The council reported that the 
October toll this year was 3,480, 
about the same as 1946, which was 
the lowest since 1949 for that 
month. 

Not only has the numerical 
toll come down in 1957, but the 
mileage death rate of 5.6 for the 
first eight months of the year 

(deaths per 100 million vehicle 
miles) was the lowest for any 
comparable period. It compares 
with 6.0 for the corresponding 
period in 1956. 

Even more encouraging the 
council said, is the fact that of 46 
states reporting for 10 months, 29 
showed improved traffic records 
over last year. The decreases were 

26 percent in Montana, 21 percent 
in Idaho and 10 percent or more in 
nine other states. 

The 617 cities reporting to the 
counci] recorded a decrease of 3 
percent in traffic deaths during the 
first 10 months of this year. A total 
of 260 had decreases, 130 reported 
no change and 227 mentioned in- 
creases. 

Louisville was down 51 percent 





Forum 


(Continued from Page 3) 


ing them a fair shake on the going 
price of cars. 

In the metropolitan areas espe- 
cially, Wiles believes, buying is 
largely impersonal. The average 
customer is less inclined to worry 
about who sells him his car, He's 
more interested in the deal he can 
make. 

And this is the big market, for 
about two-thirds of America’s 
cars are sold in metropolitan 
areas by 10 percent of the dealers, 
according to Wiles. 





for the 10-month period, followed 
Milwaukee and Norfolk, Va., down 
43 percent each. Other cities cut- 
ting the toll by 30 percent or more 
were Richmond, Va., Tampa, Fla.; 
Fort Worth, Boston, Memphis and 
Seattle. 

In October, 455 of the reporting 
cities had perfect records. The 
three largest. were Richmond 
(237,500); Jacksonville, Fla. (204,- 
500) and Salt Lake City (182,100). 

For 10 months, 135 of the cities 
boasted perfect marks. The three 
largest were Lynn, Mass. (99,000), 
Rock Island, Ill. (49,500) and Ann 
Arbor, Mich, (48,300). 

Commenting on the reduced 





Obituaries 


Raymond Shaw, 63, 
Chek-Chart Founder 


CHICAGO.—Raymond Shaw, 863, 
founder and president of Chek- 
Chart Corp., died here Dec. 8. 

He founded his firm which pro- 
duces lubrication charts and in- 
structions in 1930 and assisted the 
U.S. and Canadian armies with 
lubrication problems during World 
War. II. He planned to retire Dec. 
- 7 : . 


Richard V. Werner 

ATLANTA.—Richard V. Werner, 80, 
died here recently. He founded Hein- 
Werner Motor Parts Corp. in Waukesha, 
Wis. 

* * 7 
Joseph R. Ryan 

OMAHA.—Joseph R. Ryan, 54, used-car 

and truck sales manager of McFayden Ford 


Co. and a vice-president of McFayden's 
Service Center, Inc., died Nov. 30, 
* * * 


Robert B. Wright Sr. 
MOULTRIE, Ga.—Robert B. Wright sr., 
66, Moultrie automobile dealer, died 
Nov, 29. 
* *. * 


John Brannan 
MISSION, Tex.—John Brannan, 76, Mis- 
sion automobile dealer, was killed in an 
auto collision Dec, 3. 
. * o 
Robert B. Cagle 
LAKE CHARLES, La.—Robert B. Cagle, 
42, president of Cagle Chevrolet, Inc., died 
Dec, 2 at his home here. 
* * * 


Mrs. William K. Herdt Sr. 
PEWEE VALLEY, Ky.—Mrs. William K. 
Herdt sr., 66, a partner in Herdt Motor 
Co., died Dec, 2 at her home here, She had 
been ill for a year with cancer. 
* * 


Louis George Thompson 


LOS ANGELES.—Louis George Thomp-| SALES OR GENERAL~ MANAGER — 47 


son, 83, retired automobile editor of the 
| Los Angeles Examiner, died Nov. 29 at 
| his home here. 

. . * 


Russell Pevy Crutcher Sr. 
CLEVELAND, Miss. Russell Pevy 
Crutcher sr., 53, an automobile dealer, died 
Nov. 30. He headed Crutcher Motor Co. 
(DeSoto-Plymouth). 
* e° s 


Frank H. Clemson 
STATE COLLEGE, Pa.—Frank H. Clem- 
son, a director of the Pennsylvania Auto- 
motive Assn., died Dec. 4. Mr. Clemson 
headed Clemson Motor Co. (Chrysler- 
Piymouth-Imperia!l) and had been in 4 
retail automobile business more than 


The customer may buy from his| Ye®"s. 


dealer cousin or a dealer he knows 
in the small town on the basis of 


friendship, but in the city, for the! ee N._ Trumbull, 


most part, he is going to buy on 
he basis of who makes it easiest 
or him and who gives him the 
most for the money. 

Certainly the reputation of the 
dealership is important. Mr. and 
Mrs. Car Buyer are not going to 
buy from dealers they feel have 
sharp practices. 

* 


* * 


Progress with Public 


Wies believes that dealers now 
are fully conscious of their 
public relations problems, “and that 
is a step in the right direction.” 

However, he said, there is no 
magic, mass formula for public 
approbation. Each dealer must earn 

the confidence of his customers on 
his own by reputable store prac- 
tices. 

Finally, he said, the system of 
distribution that prevails in any 
retailing field, be it groceries or 
automobiles, is that which brings 
the greatest value for the dollar. 

“You can’t freeze distribution 
practices,” he asserted. “When the 
customer changes his shopping 
practices, you either change with 
him or he passes you by.” 


| 


William N. Trumbull 
65, a 
ember of the Willys Motors accounting 
department for 36 years, died Dec. 3 at his 
home here. 
* * * 


Russell E. MacKenzie 

SOUTH BEND.—Russell E. MacKenzie, 
59, executive engineer for the automotive 
products section of Bendix products, died 
Dec. 9 at his home here. Before joining 
Bendix in March, 1956, he had been chief 
engineer of the truck division of Studebaker- 
Packard. He also had served with Zenith 
Carburetor Co. 

* * * 


Frank A. Forness 


SALAMANCA, N. Y.-——-Frank A. Forness, 
82, who had been an automobile dealer here 


TRUCK SALESMEN 


SALES MANAGER: Popular GM ii: 


TRUCK MANAGER or 


death rate the council commended 
drivers and traffic enforcement 
agencies and urged extreme cau- 
tion during December, traditionally 
the most dangerous month of the 
year. 


Purolator Offers Dealers 
Robe as Filter Premium 


NEW YORK.—A Troy robe, with 
carrying 
case, is being offered dealers as the 
special premium with a selection of 


a waterproof zippered 





— 


oil filters in the 1958 “Bonanzg 
sponsored by Purolator Pro ducts, 
Inc., Rahway, N. J. 

The robe is included in th: 
carton with every selection of 3% 
Purolator oil filter refills, the firm 
said. 


—., 
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Reaching an estimated 150,000 
RATES: TWENTY-TWO CENTS 


readers 
(22¢) 


engaged 
PER WORD FOR EACH 


in all branches of the nation's automotive industry 
INSERTION. 


POSITION WANTED ADS 


lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. 


Box Number ads are forwarded to advertiser 
IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


TEN DAYS 
WANT AD DEPT., 


HELP WANTED 


SALES MANAGER needed for large dealer- 


ship handling one of the ‘‘Big Three.’’ 
Must be able to take full charge of sales 
department and produce results. Please 
answer fully giving detailed statement of 
experience, Pay scale best in country. 
Our managers made over $30,000 each in 
1957. Your reply will be kept in strictest 
confidence. Our men know of this ad. 
Box 7707, c/o Automotive News, Detroit 
26. 

to handle national 
fleet accounts and supervise dealers. Free 
to travel. State experience in full and 
salary expected, Box 7709, c/o Automo- 
tive News, Detroit 26. 


SALESMEN—FIVE AUTOMOTIVE SALES- 


MEN needed by leading jobbers and dis- 
tributors to call on new-car dealers in 
Kentucky, Tennessee, North and South 
Carolina and Georgia, Thousands af parts 
and accessories to sell from easy-to-use 
catalog. Established accounts. Protected 
territory. We prepay freight. We are in- 
terested in a man for each state, who is 
looking for a permanent association with 
high earnings, This is not a nut and bolt 
deal. Guaranteed car expenses, salary and 
liberal commissions and bonuses. Experi- 
ence necessary. Send full particulars to 
qualify for personal interview. Box 7712, 
c/o Automotive News, Detroit 26. 


line in 
midwest town. An excellent opportunity 
with an old firm, with fine reputation, 
for a young man with proven ability as 
organizer and sales manager. Box 7727, 
c/o Automotive News, Detroit 26. 


NEW YORK EXPORT FIRM seeking per- 


son thoroughly acquainted with auto part 
business to manage parts department. 
Salary or profit sharing arrangement. Box 
7728, c/o Automotive News, Detroit 26. 


SALES MANAGER needed for foreign car 
distributor and importer located middle- | 


west. Must be young, aggressive, good 
organizer and thoroughly reliable. Give 
references—Strict confidence. Particulars 
Box 7749, c/o Automotive News, Detroit 
26. 
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years old—-24 in the automobile business. 
Can hire, train and direct salesmen, 
know all branches of the business from 
A to Z, hard worker. Looking for a 
dealer who may need a conscientious man 
who has drive, initiative and foresight. 
Will relocate. Box 7750, c/o Automotive 
News, Detroit 26. 





USED CAR MANAGER — Experienced all 


phases buying, reconditioning, merchan- 
dising—With record of results, not ex- 
cuses! Under 35; prefer west or south. 
Can invest. Box 7699, c/o Automotive 
News, Detroit 26. 


DO YOU NEED AN ASSISTANT in ov over- 


all management-sales management-crew/ 
fleet selling? Young ex-volume dealer 
“Big Three,’ 25 years’ experience, finan- 
cially able to retire but prefers to work 
and live in either San Francisco area, 
Florida or Phoenix, Arizona, for reasons 
of future retirement desires suitable con- 
nection. Also experienced in handling 
imports—-economy and sports cars. Avail- 
able for interview during N.A.D.A. con- 
vention, Miami or sooner at your place. 
Wire—Write Box 7713, c/o Automotive 
News, Detroit 26. 


sales manager. 
Twenty years’ experience with factory 
branch and large ‘“‘Big Two’’ dealer— 


Desire to relocate down south or east. 
Considered top notch truck specialist on 
new and used trucks. Family man with 
good character and references, I can put 
your truck department on volume paying 
basis. Box 7714, c/o Automotive News, 
Detroit 26. 





for 48 years, died Nov. 26. At the time of | 1MPORTED CAR-MANAGER ‘past seven 


his death he held franchises for Cadillac, 
Pontiac and International. Mr. Forness had 
been active in civic affairs and in sports, 
and for many years owned and handled 
race horses. 

* * * 


Walter G. Keenan 

CHICAGO.—-Walter G, Keenan, 68, re- 
tired partner in a Buick dealership, 
McFariland-Keenan, died Dec, 4. He retired 
four years ago after spending more than 
30 years as a Buick dealer on the South 
Side. 

* * * 


F. Pape 
CHICAGO.—William F. Pape, 92, a 
former executive of International Harvester, 
died Nov. 29. He retired in 1925 as sales 
manager of the firm’s old wagon division. 
In World War I he was a consultant to 
the Government on wagons and supplies. 


years highly profitable southern Califor- 
nia, volume foreign car agency—total of 
twenty years’ experience — fluent every 
phase of operation, will take over man- 
agement of existing agency or supervise 
formation of new deal—Also consider 
wholesale representation. Excellent refer- 
ences. Box 7704, c/o Automotive News, 
Detroit 26. 





YOUNG MAN, 31 years old, married, de- 


sires position managing or selling used 
cars for good, reputable dealer. Presently 
employed as general sales manager for 
Pontiac dealer in metropolitan Detroit. 
Five years’ experience managing Pontiac 
dealership, three years’ acting as assist- 
ant used-car manager for local Ford 
dealer, 12 years’ total selling experience. 
Available January ist. Would consider 
moving out of state depending on propo- 
sition. Box 7733, c/o Automotive News, 
Detroit 26. 


Add One Dollar 





GENERAL 


BOOKKEEPER - Office manager, 


BUSINESS MANAGER - Accountant. 


DEALERSHIP HANDLING 


GENERAL 


LARGE DEALERSHIP HANDLING 


DEALERSHIP HANDLING 


S30 Melis 
unopened. Display ads 


POSITION WANTED 


MANAGER—FORD desires to 
make a change after first of year. Pres- 
ent dealership selling over 40 new units 
per month, Would like to locate southeast 
or southwest. Ford factory approval, also 
performance record. Am not interested 
in filing applications, Will submit to in- 
terview anytime. Income for 1957 over 
$10,000 gross. Reply Box 7731, c/o Auto- 
motive News, Detroit 26. 

age 29, 
nine years’ GM experience, desires cen- 
tral states position in January, Box 7729, 
c/o Automotive News, Detroit 26. 

Have 
GM factory, large volume Chevrolet 
dealer and multi-dealer business manage- 
ment experience. Have dealer audit ex- 
perience. Thoroughly capable of analyzing 
and interpreting operating results and 
assisting general manager. Box 7730, c/o 
Automotive News, Detroit 26. 





GENERAL OR SALES MANAGER. Twenty 


years’ experience. New England location 
desired with volume minded dealership. 
Will train and direct productive sales 
force. Completely familiar with all as- 
pects successful dealership operation. Best 
of references. Box 7732, c/o Automotive 
News, Detroit 26. 





SERVICE MANAGER—Expert technician. 


Progressive, wide experience. From north. 
Lakeland, Florida—MUtual 5-3162. 


SERVICE MANAGER—Agegressive, modern 


executive administrator. Above average 
ability, mechanical knowledge, leadership. 
Build co-operative, top service organiza- 
tion. Owners satisfied. Lately GM, capa- 
ble any franchise. No guess work—results. 
Box 7734, c/o Automotive News, Detroit 
26. 


GENERAL MANAGER—Experienced man- 


ager of volume Ford dealership in south- 
ern California—in financing, leasing and 
merchandising of new automobiles at a 
profit. Interested in a management buy- 
out deal or a percentage of profit ar- 
rangement. Prefer west coast location. 
Have excellent recommendations regard- 
ing previous and present capabilities. 
Also have factory approval and some 
cash. Box 7735, 
Detroit 26. 


DEALERSHIPS AVAILABLE 





DEALERSHIP HANDLING PONTIAC 


30,000. Box 
Detroit 26. 

BUICK— 
Established 18 years. 
128 N. Washington, 


available. Southern city of 
7736, c/o Automotive News, 


Southeast Iowa 
Write M. Spiwak, 
Ottumwa, Iowa. 





Growing industrial city of 9,000. Lake 
and sporting region of northeastern Indi- 
ana. Showroom for five cars, large shop, 
all modern and attractive, with adjoin- 
ing used-car lot. Reasonable lease 
building. $8,500 plus 
at about $10,000. Box 7737, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP HANDLING OLDSMOBILE 


located in northern Indiana. Best new 
and used-car location in city for 30 years. 
Grossing million dollars per year. Will 
give long lease on buildings. Box 7738, 
c/o Automotive News, Detroit 26. 


WANTED — ACTIVE, EXPERIENCED 


PARTNER iarge well established im- 
ported car dealership southern New Eng- 
land. Principals only. Box 7739, c/o Auto- 
motive News, Detroit 26. 


FORD 
in midwest—Has earned over $500,000 
profit before taxes past 
5,000 new units. City has 180.000 popula- 
tion, thriving, diversified industrial and 
one of the best agricultural sections. 
of only two Ford dealers in city. Retiring 
due to age and health. Please give your 


net worth and bank references to Box | — 


7740, c/o Automotive News, Detroit 26. 

PLYMOUTH 
exclusive Los Angeles. 600 new-car poten- 
tial—Best used-car lot in town. Fully 
equipped and modern shop. Only Chrysler 
dealer in town, population 100,000, draw- 


ing 285,000. Fastest growing city in the | —— 


U. 8S. Must sell on account of sickness. 
Small parts inventory. 


7741, c/o Automotive News, Detroit 26. 





FOR SALE—A good active dealership han- 


dling Buick in North Carolina—Charlotte 
zone. Parts and equipment $25,000. No 
accounts or used cars to buy, Lease on 
building can be transferred. New-car 
potential, 150 cars. Been in business 
many years, never changed hands, Box 
7742, c/o Automotive News, Detroit 26. 





REALIZE YOUR LIFETIME AMBITION! 


Unequaled opportunity. Sell Cadillac, 
Pontiac, GMC truck. Pretty central Indi- 
ana county seat, including beautiful re- 
sort lake. Population 8,000, annual poten- 
tial 100-150. Gross sales 12 months 
$400,000. You have to work; this is a 
worker's opportunity to retire. Completely 
equipped shop, everything needed is here. 
Book out for $19,300 including $1,600 
prepaid rent. Make offer. Box 7744, c/o 
Automotive News, Detroit 26. 





DEALERSHIP — HANDLING CADILLAC, 


Pontiae, GMC, Shop and parts equipment, 
furniture and fixtures, parts, accessories, 
oil, paint inventories, new sign with all 
three trademarks, new spectacular used- 
car sign, wrecker. Leased building and 
used-car lot on federal highway. $32,000 
—Owner deceased. Contact Grob Motor 
Company, Carbondale, Il. 


five years on| 


One | 


No blue sky. Box) 


insertion for use of a box number. 
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c/o Automotive News, | 





DEALERSHIPS AVAILABLE 


JAGUAR 


“The Finest Car of its Class in the 
World.” 


DKW 


“World Renowned for Quality 
and Economy.” 


Franchises for these two outstanding 
lines ore currently available in the 
New York State area. Price range from 


$1,995 to $5,895 gives you complete 


market coverage . . . mechanic train- 
ing made available to you at no cost. 
Your profit in ‘58 will be enhanced by 
adding these proven money makers. 


For full information, call or write: 
SKANEATELES CAR 
DISTRIBUTORS, INC. 


Skaneateles, N. Y. 
eo: 34 
A subsidiary of CAIN MOTOR SALES. 
INC. one of America’s Oldest and 
Largest Foreign Car Dealers. 


AUTO AGENCY—Handling Edsel in fast 
growing California community near Le 
Angeles. Approximately $24,000 will han- 
die. Box 7716, c/o Automotive News, 
Detroit 26. 


LARGE DEALERSHIP handling Lincoln- 
Mercury in Chicago. Ideal facilities and 
location. Will sell or lease property. Re- 
ply Box 7717, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING LINC OLN, 
MERCURY in southern California. 500 
new cars per year. Parts and equipment 
only—Nothing else to buy. Outright sale 
or buyout. Box 7718, c/o Automotive 
News, Detroit 26. 











| DEALERSHIP AVAILABLE handtiing 


| AGENCY 
MOTORS’ HOTTEST LINE. | 


on | 
inventory of parts| 





Chevrolet-Oldsmobile. New building and 
all modern equipment. Applicant must be 
approved by Chevrolet. This is a real 
money maker and must be seen to be 
appreciated. Box 7695, c/o Automotive 


, Detroit 26. 


News 

HANDLING RAMBLER - In 
northern New England town, Modern con- 
crete building, ideal corner location— 
Plenty of room, 200 foot frontage on 
main route. Excellent market area, now 
selling 65 a year at good profit with 
little effort. Buy inventory and equipment, 
lease building. No cars. Price $6,500— 
$3,000 down. Must be sold before Janu- 
ary ist. Box 7694, c/o Automotive News, 
Detroit 26 











NEW YORK - Dealer- 
DeSoto-Plymouth. Best 
location, paying service and parts busi- 
ness. Owner willing to retire. Box 77 
c/o Automotive News, Detroit 26. 


METROPOLITAN 
ship handling 


DEALERSHIP HANDLING BUICK— 
FLORIDA. One of the best towns in 
Florida, approximately 15,000, Signed my 
first Buick contract in 1929 and want to 
retire. It will be necessary for you to 
have Buick’s approval! and sufficient capi- 
tal. In reply give your entire business 
experience and banking references. Box 
7746, c/o Automotive News, Detroit 26. 


BIG THREE FRANCHISES in Connecticut. 
Write to: Caplan & Connors Brokers, 145 
Holcomb St., Hartford, Conn. 


DEALERSHIP HANDLING CHEVROL ET 
in small western Michigan community. 
Modern showroom, service department, 
six gas pumps, large lot. Health forces 
sale for small down-payment, $200 
monthly. Kemps Realtors, Greenville, 
Michigan. 


| DEALERSHIP HAN DL IN G PONTIAC- 
VAUXHALL, Fringe deal of metropolitan 
Philadelphia in wealthiest suburb, 300- 
400 car deal that has ‘‘never’’ shown a 
loss. No real estate to buy—no used cars 
or receivables. $50,000 will handle if 
factory approved. Box 7745, c/o Automo- 
tive News, Detroit 26. 


VOLVO 


FRANCHISE AVAILABLE 





Sweden's “hot'’ new model sports sedan 
with 85 h.p.—the family car with speed, 
comfort and economy. Swedish built-to- 
last precision, 


sports car handling and 
performance. VOLVO dealerships now 
available in our territory: Alabama, Ar- 
kansas, Kansas, Louisiana, Mississippi, 
Missouri, Oklahoma, Tennessee and Texas. 
For information write or wire: 


SWEDISH MOTOR IMPORT 
1901 Milam Telephone CA 49456 
Houston, Texas 
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nanza” DEALERSHIP WANTED DEALERSHIPS WANTED DEALER SERVICES CARS FOR SALE WILL TRADE 
LOST another new car sale? Did you lose WILL TRADE ’56 CADILLAC sedan de 


Ville, 17,000 miles, perfect, for '56 55, 
the deal by a few dollars? Help yourself 1958 CHRYSLERS, PLYMOUTHS Ba Cadiiac iimoneme. rid y, 2836 














" ANTED: WESTERN STATES franchise. 

















ny size, any price. Cash. Factory ap- to your competitors’ costs, ‘‘Auto Costs’’ 
proved. Replies held in confidence from WANTED is a complete, concise and accurate book AND IMPERIALS N. E, Sandy, Portland 12, Oregon, 
everyone, Box 7748, c/o Automotive CADILLAC SINGLE OR DUAL DEAL containing factory invoice prices of all| Our Fleet Price 1% Over Factory Invoice DECAL TRANSFERS 
News, Detroit 26. - . z 1958 automobiles and equipment. Dis- Shipped direct from the factory or us DECALS, WOOD GRAIN, for all Ford- 
Midwest area. All replies held in the strictest} cover how much your competitors’ cars anywhere in the USA. Mercury station wagons. Quick service, 
; UFACTURER’S REPRESENTATIVE | ©°"fidence. Have your agent or your attorney} really cost and you'll know the kind of For further information, contact: low price, Send for price chart and sam- 
MANUF “a contact: Mr. H. Fritz, c/o Madison Motors,| deal it takes to beat them! Used by auto Phil Rosenberg, President ples, Canell Co., Little Ferry, N. J. 
-_ 4 Inc., 1616 Madison Ave., Covington, Ken-| ‘ealers throughout the nation. ‘‘Auto MADISON MOTORS, INC. (Distributorships available to jobbers 
—_—_—_—_—— tuck Costs’’ is only $10.00 per copy, which in-| 1616 Madison Ave. Covington, Ky. calling on Ford-Mercury dealers and/or 
- cludes free supplements containing all HE 1-4704 body shops. ) 
price changes and model revisions that ee 
MANY TERRITORIES OPEN occur throughout the model year, Send 7a ek = —_— Ss sketch; 
only $10.00 for the ’58 edition and re- urable, ant colors, rite for sam- 
Monvfacturers’ reps who call on automo- BUSINESS OPPORTUNITIES ceive free the °57 edition. Three year ' = nea qn Inc., 8456 Hough, 
: . Lit’ boost subscription only $18.00. This saves you evelan . 0. 
Gro supply houses nly. Li'l Tele oer deMANco $12.00. Free offer good only while supply Ss 


rt for rages, service stations. ; 
battery ca! = Anyone interested in a management career ad in New York 1, N.Y. oon =, 


A really useful accessory designed by a/ i, automobile retailing, with on-the-job train- 
man in the industry for the industry. LIB-| ing, should write for particulars. 


MISCELLANEOUS 
DEALERS ONLY : 





: inv i . CHEVROLET BEL AIRS 
| Reon eniore Sem saan ici tnsere ee “90 Compensation FORD 500'S, BLUE ® CHIP 
ation. repiies con ential. 
JOHNSON MOTOR COMPANY =’ ori casiip MANAGEMENT COMPANY Plans!" BUICK SPECIALS, TOW PILOT 
owe ewe i i i - r 
2 —* bea ome FO 6-2550 a ee Yes, over 9 different compensation OLDS SUPER 88 S, - 


CADILLAC 62'S 


—all with automatic transmission, 





plans applying to department managers 
and key people. They show: (!) Base 





WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
DEALERS’ SPECIAL (F.O.B. Factory Net) 
$52.35 Fed. Tax Included 





_HELP WANTED _ Te pay (2) Incentive compensation (3) 
Responsibilities (4) Employee benefits. 


power steering, radio, heater and 
seat covers—Buicks, Olds and Cads 
with power brakes— 


All taken from active operating dealers 
all over the country. No dealer can 
afford to be without them. 


All for just $17.95 


(5% discount if check accompanies 
order) 


Automotive Enterprises 
Jaikins Bidg. Birmingham, Mich. 


America’s Best 


SALES MANAGER 


For Buick Dealership 


SALARY $15,000 to $25,000 


These are clean low mileage cars 
available for inspection in heated 
inside storage at 9 W. Kinzie, 
Chicago. 
For information cali, write or wire 
HERTZ RENT-A-CAR 
9 W. Kinzie 
Chicago, Illinois 


THE FAMOUS 
MOTO-MATIC 


TOW - GUIDE 





Four Clamp Hook-Up 





























: | MILITARY BUSINESS Scswe 7-752 Don Miller ||), DEALERS’ SPECIAL (F.0.8. Factory Net) 
And An Opportunity to Make More aos Gis eee SED an $44.85 Fed. Tax Included 
Military people will want to: e o 
Finance for 30 to 36 months. Liberal Quantity Discounts 
1. man we are seeking must be one of the aie cur aia then no To Distributors 
top Sales Managers in America. He must be Get low, money saving, financing rates. Write for Illustrated Catalog 
able to take charge and operate a large Buick es enn eae Dennis 00 ae Factory Sales Division 
dealership in Northern N. jJ. Our company has plified, no trouble, without recourse basis. | PILOT DISTRIBUTING co. 
been in business for many years and enjoys the gee i nua te BATTLE CREEK 9, MICH. 
finest reputation in the industry. We are now S02 Tioga Side., Sen kno: Box 2166 Phone WO. 2-5257 All Dept's 
operating and always have operated profitably. Berkeley 4, Calif °” CApitol’ 6-268! eee —e 
The man we want must be able to operate a a 
volume dealership in a clean, ethical business- 
like manner profitably and successfully in to- CLASSIFIED WANT ADS 
day’s market. He must be an exceptional indi- INVENTORY SERVICE | $50.00 REWARD BRING RESULTS 
vidual, who can develop new business, hire, ate ant 0 : Disappeared: Known as A, J. Blanche, 165 
— sg direct — personnel, help close ©@ CERTIFIED REPORTS @ - oo _ —_ ee ana sn 
eals, experien in sales promotion and @ Obsolescence Disclosed sae huis chick Sinema. ‘Ohad came Oita oe ° ki ( 
have present proof of accomplishment. > Saami tuaaeiie oo saeten om, att coumnctten ‘tor Gualies Automatic Bra n 
SOLN Please do not apply unless you have a proven Liters Eee ah WITH UNIVERSAL 
500 record of accomplishment, have the finest char- aie a or See 2 . ‘aac a WRIST ACTION $5]* 
pment . wri e ails Motor — Serial No. P8ZA45823 
t sale acter with the very best of references and can Automotive Inventory Service Co. | Reward will be paid for information leading || AND BRAKE HOOK-UP 7 
ome stand rigid investigation of your past perform- 10040 Freeland Detroit 27, Mich, WE 3-6445 | to recovery. CALL COLLECT: Martin Shippers || QUICK-TOW Bumper- 


Supply, Inc., TAbor 5-2375, Denver, Colorado 


ance. Send full resume, which will be held in 

















ling . - * 
& and strict confidence to: Box 7747, Automotive ceca oad ine., Tennemes 90208, | Tasenemee Sn 
. e ila ia, Pennsylvania. 
. real News, Detroit 26, Mich. "WORK PATTERN" . 4 Point $400 
notive A pattern by which salesmen may or- TowKinG Hook-Up "49 
nize their selling so as to do just 
a the. sight thing with the Fa at ~ **Add $10.00 for Guide Cables 
- In exactly rig ime. Relieve your = 
n con- men of tedious planning, daily reports, $ : 0 0 R —& W A ee D -—_—S$PECIAL— 
tion— os see tape = their L can all be 
ge on applied to selling actual prospects. || skip: CALLING HIMSELF DONALD LAU- 
, - —la® com- |) RENCE OHMIT—Approximately 40, height 
aan eec era ee ey ~wORK || 5.9": weight 160 Ibs. brown hair and biue| ij SAFETY CHAINS, set of 2, only....$2.75 
,500— PATTER? ee wy you only * $24.25. (5 eyes, prominent nose, fair complexion, im- STEEL (Tow Bar) CARRYING $13 95 
Janu- discount if check accompanies order — dresser, specializing in stocks and CASE with Wheels & Handles ° 
News, , : bonds. Drivi 1956 Cadillac 62 cou 
You'll save the cost and more in . oe. s es pe. Universal License 35 Hairpin .05 
aa REGIONAL MANAGERS applied time the first week, M No. 5662110627 Plate Holders 3 Cotter Keys 
ealer- 


Best Beech Aircraft Corporation has positions available for Automotive Enterprises || Wher lst seen it was an off-white color bear-| I Fava, Bor Sales Co. 





busi- . Jaikins Bidg. Birmingham, Mich. 

7 aoe who oe now meres by an automobile manu- REWARD will be eo information leading Exclusive Factory Distributors 
od t . LL : 

mao acturer. Previous retail experience not necessary, but Investment Cor Phoenit, Ariz, at Alpin || 4S NEAR AS YOUR PHONE 


ns ia helpful. The men selected will be Regional Managers in ||____CABS FOR SALE | g.s961 or ALpine 65291, DE2-0700 AN 30888 Nites: BA 1-8717 
nt to key areas of the United States where they will find Call Collect 15,0000 ade. 











cape ample opportunities for personal advancement with 40 So. Clinton St., Chicago 6, Ill. 
_Boe Beechcraft in the rapidly expanding business aircraft 1956 ee ote 
scx || field. FORDS a ey 


‘' ceranehs should be 35 or under, willing to travel, 


| 
LET relocate, and hold a current pilot's license with at least and N S b . . 
unity. 
ment, 400 h flyi i . Sal is $6,000 ¢ pt r 
= = a ying experience. Salary range is $ ° P LY MO UT H 4 ew ul scr ion ir e 
oe Please send a brief resume with recent photo to Roy A. ° ary — ae ~ “aume Stew 
uitan Kunz, Executive Employment Division Four-door ex-taxis with heater and 0 Ne ee ee eee 
300- ; defroster. Very good tires. Some with One Year $8 CO or Two Years $14 O 


Automatic Transmission and Power 


All Other Countries — One Year $12 [] or Two Years $20 [J 


<t BEECH AIRCRAFT CORPORATION 


WICHITA 1, KANSAS 


Steering. 








Don't wait . . . call, wire or write 
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AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. : 
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CIENT CURRY . nes esha tee eee 

1958 ORDERS BEING PLACED aia oaerwe rs one OE MONG. sink cphccackbbidgininniresbenshaanted: Zone No.......++ 
petibities <a, pttiiedias .«., ptr Qinnen das Un Gite —~ Aldtiadad Gates aso. wind cassis 2dudnda dt Ob Gane bande Neeniaa Wiles ike cde seein 
New-car Dealers Interested in Volume Fleet Sales and Service, Contact: ee "ae wae elas nit ; 
ROLLINS LEASING CORP. Tee ee Jobber () insurance [] Financial (Supplier (1 ! 
14th and Union Streets Wilmington 99, Delaware BRING RESULTS MA OE IIRs ad aveducdaansndneebesdanechouaes Oho esantae chen nosssce 
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Dealer representatives, Chevrolet sales and advertising executives met in Detrbit, Nov. 19-20, for the most recent Dealer Advertising Council meeting. 


PLANNING THAT POINTS THE WAY TO PROGRESS 
THE CHEVROLET DEALER ADVERTISING COUNCIL! 


Since its first meeting in1934, 
the Council has been helping 
to shape Chevrolet advertising 
campaigns and policies. 

At the Advertising Council meetings, Chevrolet 
dealers, appointed by and representing all the 
Chevrolet dealers in their areas, take a close look 


at every facet of our product advertising. The 
policies and principles governing Chevrolet pas- 


senger car, truck and OK used car advertising are 
reviewed. Current as well as future campaigns in 
all media are studied and discussed with Chev- 
rolet sales and advertising executives. And, as 
one of the most important functions of the 
Council, the views and suggestions of individual 
dealers are brought to the floor and given careful 
consideration. A number of proposals, introduced 
in this manner and passed by the Council, have 
become an integral part of Chevrolet policy. By 
the very nature of its organization, the Council 


has proved successful in providing the judgment 
and experience that help keep Chevrolet advertis- 
ing ever in step with changing needs and growing 
markets. . . . Chevrolet Division of Geners 
Motors, Detroit 2, Michigan. 


'58 CHEVROLET PRODUCTS ARE GETTING THE WARMEST WELCOME! 





